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(Plan Your Keds Promotion Now) 


The kids — PLUS father, mother, 
uncles and aunts are the broad 
group of customers we net for you 
with this campaign. Folks never 
outgrow Keds’ famous Scientific 
features for foot comfort and foot 
health. This merchandising idea 
enlarges the base of profits for youl 
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Tandrite 


sums up in one expressive word the 

ideals ... and demands... of both creator and 
craftsman of the finest shoes in calfskin. 

They regard Tandrite Quality, Color, Finish 4 


and Durability as essentials. 
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by 
JOHANSEN BROS. 
SHOE CO., INC. 
St. Louis, Mo. 


A glamorous open-side pump in Imperial Jade, with 
narrow front strap and antique silvery button, 24/8 heel 
Tandrite Calf, Color No. 368 


E. HUBSCHMAN & SONS, INC. 


PHIiLADELPHIA, PENNA, 
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An Easy Going 
.. - FAST MOVING 
MONEY-MAKER! 







! SPORT SHOE 
PARADE 






IT’S THE H- 


en 


Idlers are a “must” in every man’s shoe wardrobe 
and Holland-Racine gives you a complete selection 


in strap or conventional slip-on patterns. 








GET FULL PROFIT 
ON EVERY SALE! | 


Holland-Racine Shoes give you 
full coverage in every field and 


full goats en evecy ctle, Com- New Holland-Racine in stock catalogs are now 
plete style and price ranges 
. . a factory policy that builds available showing the complete line of Doctor, 
up your business and protects : 3 
your franchise. Nu-Matic, Pace-Setter and McCoys. Write today 
DOCTOR SHOES for your copy. 
NU-MATICS 
PACE-SETTERS ORDER NOW! 


McCOYS 
Write jor 2 HOLLAND - Kacine SHOES 


HOLLAND, MICHIGAN 
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They’re NEW. They’re SMART. They're CLOSED 
TOE-CLOSED BACK. And most important, they 
have the look of sellers! As these high style shoes 
testify, there’s always a “new look” in United Last 
thinking and creating that can be put to good 
advantage by fashion-minded manufacturers. 


Ask your United Last representative. 


UNITED LAST COMPANY, BOSTON, MASSACHUSETTS 





Just ask yourself 


Who gets the Blame 
for High Prices? 


It’s over your counters that your customers shell out those high 
prices that hurt so much. They don’t pay the manufacturer. They 
can’t pay labor. They pay you! 


And so they blame you! 


You can fight this stigma, and at the same time strike a major 
blow at the inflation that threatens your entire business, when 
you advertise U. S. Security Bonds. 

Purchase of Security Bonds by your customers reduces the 
potential for credit inflation, stabilizes business, keeps money 
in your community, makes better customers for you. 


To restore the confidence of your customers in you, to demon- 
strate that you are side-by-side with them in the same battle, 
advertise and display this symbol and slogan! 


GHT AGAINST 
HIGH PRICES 9 “America’s Security is Your Security” 


BUY secuairy BONDS 


, 









This campaign will be nationally advertised, nationally broad- 
cast, nationally displayed. Customers will look for the slogan 
and symbol in your advertising, in your store. 


You benefit yourself and your country by making this plan 
work. If you haven't yet received your complete Advertising 
and Promotion Kit, write to Retail Consultant, Advertising 
Section, U. S. Savings Bonds Division, Treasury Department, 
Washington, D. C. 


The Treasury Department acknowledges with appreciation the publication of this message by 


4 Boot and Shoe Recorder 




















ge, | 

















For a short-cut to wisely balanced stocks in your vital children's and misses’ departments, 
look into this established, applauded brand. In Pollyanna you have a single resource from tots 
to teens . . . shoes with strong promotion features and finer fit . . . made with dependable 


Pennsylvania craftsmanship. That's why Pollyanna is the spotlighted name in so many top stores! 


A.$. KREIBER SHOE CO. 


NEW YORK CITY SHOWROOM 
Marbridge Bidg., 47 W. 34 St. 


ANNVILLE, PA. 
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HOW INTERNATIONAL SHOE USES CUSHION CORK 


to add “Flex-Appeal” to the Winthrop Action-Free shoe 


wv In the Winthrop Action-Free shoe, Armstrong's 
“#* Cushion Cork is cemented from heel to toe 
between a top wrapper of pliable leather and a flexi- 
ble leather foundation reinforced with heavy duck. 
Every part is specially processed to provide extra 
flexibility. The result: An insole that immediately 
conforms to the foot with “old shoe” comfort. 
Cushion Cork is made by a patented process that 
combines springy cork particles with a sponged 
binder. Unlosbon, this resilient material gives the 
effect of walking on soft earth. Because Cushion Cork 


is so flexible, it helps prevent new-shoe discomfort. 
It also adds insulation to a shoe to keep the foot more 
comfortable both summer and winter. 

Your customers will enjoy wearing shoes built with 
Armstrong’s Cushion Cork, Simply tell them about 
its advantages during the try-on. Then let a few 
steps down the aisle do the rest. Write today for 
a list of nationally known shoes that use Cushion 
Cork. Know which of your lines gives you this 
sales builder. Armstrong Cork Company, Shoe ® 
Products Dept., 9603 Arch St., Lancaster, Pa. 


CUSHION CORK AND FLEXICORK ARE REGISTERED TRADE-MARKS. 


PRODUCTS 


>RK COMPOSIT 


ARMS TRONG’S SHOE 


BOX TOE MATERIALS FLEXICORK FILLERS CUSHION COR 
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DREW’S 


In Stock 






@ Toke advantage of this ‘service’. Order your 
initial sizes today for April Ist delivery — then 
size up weekly. 


@ This is your “‘straight"’ line to better business. 
These cool summer whites are “‘best sellers". They 
are first for fit . . . and priced to sell at 


$12.95 
Saucy #21084 


All-White Glazed Kid, Low 

Heel Open Toe Tie. Hi- 
riding with Cookie Insole, and Smart 

Summer Perf. 196 Last, 13/8 White Kantskuff Heel 


#32084 Same—only Mellow Army Russet 


Calf, Lizard Trim. 
SIZES IN STOCK 


4A 6%—10 
34 6 —10 
A 6 —10 
A 5%—10 


8 5 


Serene +2107, 


All-White Glazed Kid, 
Pedic 5 Last, Snug Fitting, 
Youthful Gypsy, Cookie Insole, Extra Eyelet 
for Fine Fitting. 

15/8 White Kantskuff Heel 
SIZES IN STOCK 





4A 6%H—11 BS —1 
36 —1h C5 —10 . 

A 6 —11 DS —10 

A 5H—1) +E—€ 5S —10 Risque #21140, 





All-White Glazed Kid, Cutout 
Tie, Light-Weight, Soft, Distinc- 
tively Styled, Cookie Insole. 
094 Last, 16/8 White Kantskuff Heel 
#11140 Same—only Black Kid, Patent Trim. 


SIZES IN STOCK 4A 6%—10 A 5%—10 
3A 6 —10 85 —1W 
AA 6 —10 cs —1 
SEND ne 


ORDERS 
TO THE IRVING DREW CORPORATION, LANCASTER, OHIO 
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ic cor Division MARILYN SHOE CO., 1229 W. Vine St., Milwaukee 5, Wis. 
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The New Rubber Footwear Season ...1948 


SELECT THE STVLE LEADER 
FOR YOUR SOURCE... 


For Smart Selective Buying 


New Fashion Creations 
New Lasts for Platform Shoes 
Improvements in 1947 Best Sellers 


The New Look in Colors - 
SEE THE COMPLETE LINE OF CAMBRIDGE FIRSTS ON DISPLAY 
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BATES 


1 RELAX 









CONSTANT ...MODERN 


.-» HARD HITTING 


that boosts 


Bates sales_ > .% 
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Nlipper-Fre Where Your Foot Bends’ ” 


* - 

The invisible extra width across the ball of the foot 
... that so important comfort-feature, dramatized 
to your customers by steady, powerful, carefully 
planned promotion through the most effective 
channels. 

Up-to-the-minute styling that closely follows 
changing tastes . . . as in these easy-on, easy-off, 


—tae 


easy-to-look-at Bates ‘‘Relaks”’. 

Ic all adds up to the IMPACT that makes Bates 
Originals year ‘round standouts in the men’s 
footwear picture . . . and that means smoother 
selling and increased profits for you. Made in 
Webster, Massachusetts, since 1885, by Bates 
Shoe Company. 


sA 2 en . E 
Father's Day ‘e is June 20th. Gey Get your share of -(. § ~s) =extra profits by using 


> 


! — aie 
BATES: Gift Certificates and newspaper mats. Baa +7 (Supplied on request.) 
| , a | 7] 





Ask for Relaks No. 411 


Meeting Mr. America’s demaj 
for style-plus-comfort with 


se No leaning 
a oe 


No lurching : 


uy No lacing 






COLORFUL: Ask for No. 3 
in cinnamon reverse leather. 





CORRECTLY CASUAL: A 
for No. 336 in antiqued brow 





SMARTLY CONTRASTIN| 
Ask for No. 340 in brown @ 





Continuous advertising| 
ESQUIRE and NEWSWEE 
eye-catching window displé 
and a full array of tuneful | 
cordings, colorful sales literatw 
newspaper mats and oth 
dealer helps. 


Copyright, 1948 —Bates Shoe Co. 
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Into the 1948 fashion picture steps ever. a 
\ popular white rubber footwear to add a lighter, brighter s e 
note to stormy weather wear. In the new BALL-BAND ~~ 

Line are new Preset new colors, new lasts to bring 
you the most complete assortment of fine. 3 


.* 






footwear in many a yeor... 
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“ MISHAWAKA RUBBER & WOOLEN MFG. CO. MISHAWAKA, INDIANA 
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FLORIDA GOLD GOAST PROVING GROUNDS 
FOR SUMMER FASHIONS FINDS 
WHITE EXCEEDING EXPECTATIONS! 


EZ 
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WEHUTPIB its more RIGHT , > ia 7a 
this year than ever! aA Te << -as iE, 





White li 


G. LEVOR & CO., INC. smooth suede flexy 


GLOVERSVILLE, Nv. Y. 








BIGGER 


than you thought! = 






WHITE sarge 


will outpull available stocks! 


Based on the overwhelming evidence of all-white, 

and white-with-gold accént, popularity throughout the Florida season . . . 
which must influence the mass market shortly . . . 

the trade will be lamentably short of white shoes by summer. 


Temporary retail slow-ups should not make merchants overcautious 
nor manufacturers wary of restoring pre-war IN-STOCK service. 


WHITE ts more RIGHT 
this year than ever! 





VOR 
Wis 
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G. LEVOR & CO., INC. sine 
GLOVERSVILLE, W. ¥. 








































It usually ends with “Bottoms Up!” when 
the customer is being shown a pair of 
shoes with ROCK OAK soles. For even 
if no brand name appears on the sole, the 
quality of this famous American Oak 
tannage is apparent. 


Later, the customer learns what this means in terms of foot comfort, 
breathe-ability and durability. From then on he'll agree that a ROCK 
OAK sole makes any shoe a better shoe. 


Shoe manufacturers know all about this—and they also know that 
because ROCK OAK bends are trimmed the American way, they cut 
to better advantage. 


THE AMERICAN OAK LEATHER COMPANY 
CINCINNATI CHICAGO ST. LOUIS BOSTON 
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Yes sir, Mr. Dealer, here's a 
line that rates plenty of attention! 
American Boy is a balanced line, 
with patterns matching Dad's 
styled to catch the eye. . . 

made of tough, durable leathers .. 
properly constructed to take the 
strain of rough-and-tumble wear. 
If you're casting for a really 
profitable boy’s line - one with a 
strong continuation run in basic 
styles in the young men's 6 '/2 to 
9 size range - consider 
American Boy first! 








Also makers of 


Ait Walter 1 tow [REND shoes 
NATIONAL SHOE COMPANY 
aan of Croddock-Terry Shoe rages 


“~~e 
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IN LIKE A 


AIR-O-MAGIC roars into Spring 
on the heels of a terrific national advertising 
campaign that sells your customers 
smart styling, quality workmanship, super 
comfort and honest value! 
NOW is the time to concentrate on the 
selling power of the 88 features ; 
in AIR-O-MAGIC Shoes. “ 
Our In-Stock Service fe 5 
keeps your stock at peak 2 ts, 
level with a minimum x 
investment. March to 
the head of the 
volume parade with 
AIR-O-MAGICs. 


EASTER IS MARCH 28! 


With U.S 
Rubber Heels 


(STYLE 8083) 

Tan & Beige 

Combination 
Ventilated 


a 3 


WOM 
Mitts 


MARION SHOE DIVISION, Daly Bros. Shoe Co, inc, 309 West 2nd St. Marion, Indiana 
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Here's How 
CONFORMAL Serves up Success... 











%scattered nation-wide over 17 states in 
towns from 10,000 to cities of millions 


Where can you fit in this success story? You buy be- 
cause you sell. Why not buy the line that’s the fastest 
growing in its field — Conformal, the only shoes in 
the world with the exclusive built-in plastic arch that 


is custom-fitted to the individual foot. Send for the 
Conformal man in your territory. He will tell you. 





Made by the World's Largest Shoe Manufacturer 


CONFORMAL 5uHoE Co. 


ST. LOUIS 3, MO. 












sept ner see COLORS 


back to school next fall 


in shoe 4S of The grade school crowd goes 
for color, and their mothers go 
for Colonial Elk .. . and there’s a straight 
tip for super-saleable school shoes. 
They'll be profitable school shoes, too, for 
mellow Colonial Elk is well worked out, 
of even thickness, and cuts to advantage. 
Write today for samples of 


authentic Fall colors. 





COLONIAL TANNING COMPANY, Inc. 
Boston 11, Massachusetts 
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FULL PAGE, SHOWING FOUR STYLES IN FULL COLOR 


Modern Miss is the smart, up-and- 


coming shoe line for young women. Budget- 


minded college girls, careerists, and 


young marrieds dote on their well-made, comfortable 
styles, their colorful good looks. Get in 
step with nationally advertised Modern Miss, 


the lively profit line! 


podern mis, 





The shoes in step 
with active living 
put retailers in step 


with active selling 





























GUMSAR 


TRADE MARK REG. 


AVON’S THICK 
BUOYANT 





re 


Sports and utility shoes look best and feel more comfort- 
able with Avon's rugged red GumSar. Springy Du-Flex 
GumSar is the smooth, thick rubber sole that's wonder- 
fully flexible and resilient— perfect for outdoor wear 
because it's insulating and waterproof. Specify GumSar 
for your shoes— another Avon quality sole that's made 
for action. 

AVON SOLE COMPANY 

AVON, MASSACHUSETTS 


AVON'S NATIONAL 
ADVERTISING IN... 


LIFE — MADEMOISELLE 
aquire 
IPOST PARENTS 


PIONEERS OF QUALITY AND SPECIALISTS IN THE PRODUCTION OF FINE SOLE MATERIALS FOR THIRTY SIX YEARS 
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Comfort teams up with Style 
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No wonder repeat sales on Massagic 
Shoes are soaring to an all-time 
high! Millions of active men 
have found luxurious comfort in 
Massagic’s famous resilient air 


WEYENBERG SHOE MFG. 
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cushion and flexible Arch Lift. 
And being style-wise...they also 
appreciate the originality of de- 
sign that makes Massagic Shoes 
tops in eye-appealing smartness! 


CcO., MILWAUKEE 1, WIS. 





& Yields with every step 
& Absorbs shocks, jors 


& Keeps you foot-fresh 








WEVENBERG 


MASSAGIC 


ir Cucahion Shoe 


This famous line also sold and advertised 
under the name — Porto-Ped Air Cushion Shoes 


Backed by consistent, month-after-month advertising in 


LIFE + SATURDAY 


EVENING POST + COLLIER’'S + ESQUIRE + TRUE + PIC + HOLIDAY 

















EOLITE brings 


igger sales in '48 
... with the Biggest ad support ever! 





Eye-catching! Frequent! Informative! 


A powerful ad campaign that tells your customers how to get 
more for their money with NEOLITE! 


Yes, sit! This is a big year for NEOLITE 
—a big profit year for you! Just look at 
that sales support! It’s the biggest and 
most colorful in shoe business! Month 
after month colorful, full-page ads will 
reach the millions of readers of Life 
Magazine! 


NEOLITE is hitting harder on the air, too 
—with hundreds of catchy announce- 
ments every week to scores of millions 
in 51 major markets in the U. S. Think 
of it! In your area, on radio alone, cus- 


tomers are told about longer-wearing 
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MARK THIS MARK! 
Only genuine NEOLITE 
bears the name “NEOLITE” 


NEOLITE—as often as five days each 
week! You can’t beat that for on-the- 


spot selling! 


What's MOTe, NEOLITE advertising is 
packed with information that your cus- 
tomers ought to know! It tells them how 
to get far more wear with greater com- 
fort . . . shows them how to get more 
value for their shoe dollar with NEOLITE! 


So stock up! Be ready for the rush 
of bargain-wise Americans who will be 
heading your way for shoes with NEOLITE! 


25 million people wear and enjoy 


NEOLITE SOLES 





WATERPROOF, 
comfortable— need no 
breaking-in! 





How to Select the 


Correct Cement 


For Attaching Soles 
Like These * 


3 When Soling materials 
are to be adhered to a stitched on 
midsole of the same material 


Outsoles of synthetic Outsoles of natural 

rubber or crepe can be ? rubber .or crepe can be 

attached with Supergrip Sole is united to midsoles of the same 

Attaching Cement to midsoles of the material with quick-acting and fast- 

same material. An easy spreading Supergrip drying Be Be Bond cements. The bond is com- 
cement for hand application to both units is ideal. pleted in the Goodyear Improved Sole Laying 
Attaching is completed with Goodyear Sole Machine Model F, fitted with the proper pads. 


Laying or Cement Sole Attaching equipment. 


FOR EITHER TYPE OF SOLING MATERIAL THERE’S A CORRECT CEMENT 


Your United representative can help you determine the cement you need 
Call the United Branch Office 


SUPERGRIP and BE BE BOND 


Products of UNITED SHOE MACHINERY CORPORATION wis 


B B Chemical Company 








full-vue 
eyescopes 


Spacer 
Aluminum 
Filter 


Lower 
Step 


One inch ; 
wider than Z Special 


any other - | 
~ oo ee Type B-2 


, Screen 
and YOU will choose an AoRIAN 


The “Finest in X-Ray Shoe Fitting Equipment” 


When you buy an 


Adrian you can be - pf 0 w | A n & SO ns < 
sure you're buying - 
the best—so drop : 
us a line and : of C:0:..8.:F2 =e 

we'll be happy to 

send you our 

catalog. 
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Walt Disney 
CHARACTER SANDALS 


FOR TOTS—BOYS—GIRLS 


Reorders tell the story and they're 
still reordering on our now 
famous Character Sandals. 












20 


Each character hand- 
painted and embossed 
in four colors. Selected 
top grain leathers...B. F. 
Goodrich long-wearing 
soles and heels. 
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"SPORTING SHOE CO. INC. 


39 CHAMBERS STREET, NEW YORK 7,N. Y. 
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How often 
does it 
happen? 


e@ In how many instances do shoes of 
unquestioned quality enjoy the added 
sales advantage of a colorful, dramatic 
tradition —a “merchandise-able™ 
tradition nearly two centuries old? 









In nationally-advertised Keith 
Highlanders, this unusual 
combination has proved itself 
to be a valuable sales force. 


Current sales are limited only by 
supply. Supply is steadily 
increasing. And dealers are 
reaping the benefits—both in 
profit and in prestige. 


Keith Highlanders reflect a heritage of craftsmanship 
handed down through seven generations of the Keith 
family —a shoemaking tradition 189 years old. 


Keith Highlanders 
priced from $19.95 


THE PROUDEST NAME IN SHOES 


Geo. E. Keith Company, Brockton 63, Mass. 
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LOOK TO Cn 


FOR A COMPLETE AND 
COMPREHENSIVE LINE 
OF INSOLES 


The Onco line covers all qualities 
and price ranges in women’s shoes. 
Whatever your styling, your market, your 
price tag . . . you'll find the right insole 
among Onco grades A, B or L. Specify 
ONCO INSOLES... for uniform shoe- 
making characteristics, superior comfort, 


superior quality, 


BROWN COMPANY, 500 Fifth Ave. 
New York City, N.Y. 





reminder to buyers.... 


sist ox nto insoles 


ONCO INSOLES— 
ONCO BASE for Sock Linings and Heel Pads — 
ONCO PLUMPER STOCK for backing and reinforce 








onco ment purposes—ore products of Brown Company. 
AHEOCE —S> 
Ge 
Bi 
*® 
ONE.-~COMPANY CONTROL FROM RAW MATERIAL TO FINISHED PRODUCT 
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HAND SHOEMAKER 


An Important part of the 


Bostonian 


National 
Advertising 


Picture 
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Punching home the cream of the crop—prestige 
building shoes for your store—national 
promotion tied-in with the consumer recognized, 
accepted and looked-for “BOSTONIAN” 

name. The merchandising package—adapted 
newspaper mats, display pieces, direct mailers 
—is the ideal vehicle for piping this initial 
national publication impact into your 
community. Fine shoes for discriminating men 
(Denny Murray's, naturally) are a must. Are you 
answering the need in your locality? 


Get full details today—write 


BOSTONIAN SHOES 
WHITMAN, MASS. 
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Huskies unusual Dietetbetegervice offers you: 






* 
1. Fast turnover — quick profits! 


= ~ 
* 


2. You can carry a small ifwentory 
with less investment becaus€ you can 
fill your size requirements ery week! 





net marku you because there is a &. 
Distributor fer you in your locality! he 
Fe ¥ ¢ A 
: “e 


4. Act today + profit by this Huskies service. We 


in 


oNby NATIONALLY ADVERTISED BRAND WITH 


“STEPHEN PUTNEY SHOE CO. =>): LANE BROTHERS CO. 
~ S55 Atlantic Avenve, 
Boston, Mass. 


“er 


SOLNIT SHOE CO. : 
505 Mission Street, San Francisco, Calif. 
. 817 S. Los Angeles St., Los Angeles, Calif. ae: Richmond, Va. 


ape 7 4-3 -. VIRGINIA GEORGIA 


© OREGON 1WAHO = 
am, CALIPORNeA — y ; , pa ol om 
COLORADO e - 


) arizona EL PASO, TEXAS an» Snmeee __... Kaurweny 
~ New mexico : 


‘\.__HUsSco SHORKOMPANY 
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‘Se . 
Low prices, only $45 r the fastest selling, &. 
most powerfully promoted I shoe in the country for . 
Men, Women and Boys, are through the 
“#e services of your Huskies Distributor! 
% %. ~ t 3 
There is a jes Distributor in your locality. % 4 
4: Call on hiltgodey a 
% "4 ‘ era 4 











STOCK AT 6 KEY ® 


WILLIAM COHAN CO. 





19-21-23 S$. Wells St., Chicago, il. 
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0 beach sandal i 
wah must one purpose for you © wee: : 
{> and trom and en ihe each Wiser 
wort harm « and sand wont faze & 
ain your fos, we! otter wumming vl 
ae wo COMPHIES Sandpiper 


a canly as f 6 wore Gy. We nme 





advertising... 


Typical of COMPHIES national advertising is this advertisement which is introducing 


COMPHIES smart, new, cork-and-leather beach sandal te your customers in THE NEW YORKER. Other OCOMPHIES 


styles are appearing in HARPER'S BAZAAR, WOMAN’S HOME COMPANION, CHARM, MADEMOISELLE, 


GLAMOUR, SEVENTEEN and COMMENTARY. 


OCOMPHIES, INC. 
137 Varick St., New York City 
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RANG (NEW 2 


Children's boots te retail 
at $7.95 te $9.95 


Men's and Women's boots to retaii 
at $12.50 te $16.95 


N 
THE STippyp WHERE IT REALLY COUNTS 


ACME BOOT MANUFACTURING COMPANY, INC. CLARKSVILLE, TENNESSEE 
WORLD'S LARGEST MANUFACTURER OF COWBOY BOOTS 
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UPPERS HAND-LACED SOLE HAND.LACED 


i TO UPPERS 
? = 


THICKNESS AT POINT 
OF GREATEST WEAR 


EQUALS THICKNESS OF 
RESWIENT 
SSRIS GUSRER Hest EDGE & LIP COMBINED 





FLEXIBLE, TOUG 
Available in white, BEST Quauty sou 
black (sueded), tan, 
green and red 


leathers. 


CALLING ALL GIRLS, CHARM, GLAMOUR, JUNIOR 
BAZAAR, MISS AMERICA, PHOTOPLAY, SCHOLASTIC 
MAGAZINE, SCREEN ROMANCES, AND SEVENTEEN. 


___DUN DEERS ARE NATIONALLY ADVERTISED in 








‘GUARANTEE OF QUALITY 


HE experience of recent years has demonstrated forcibly to retailer and eon- 
| a alike that a child's shoe is not necessarily better because it is higher” 
in price. The policy of charging “what the traffic will bear” has no continuing 
place in juvenile shoe selling, which must be a service, as well as a-means of ‘ 
livelihood. 


FLEET-AIR retailers are earning an enviable reputation for selling, 
at a fair price. They are able to do so because FLEET-AIR is delivering i 
lenged value at prices that permit them to hold the line. yet maintain: their , 
essential mark-ap. Concentration on FLEET-AIR for all their juvenile needs. 
and FLEET-AIR’S In-Stock department adds to the efficiency of their opera~' 
tion. That is why so many retailers are turning to this branded line, FLEET-AIR 
NORMAL ARCH SHOES, Fine Goodyear Welts by Eby of Ephrata. 

















BIGGEST BS hd MARKET... 
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HERE’S SOME FIGURES 
YOU SHOULD FIGURE ON! 





. that hit you, personally . . . figures on 


the stork market that show that children’s shoe 





dealers are due for a terrific boom. The lively 


booklet illustrated below, published in the interests of the 








shoe industry, aims recent birth rate figures 


directly at you. Send for your FREE copy, today. 


-_ HOT TIPS 


ON THE OTORK MARKET 
Offered as a PLAY-POISE 
dealer service. Tells about: 

NEW CUSTOMERS 

INCREASE DEMAND 

PROFIT IN FUTURES 

FREEDOM FROM RISK 


Write: VIRGINIA SHOE COMPANY, INC. 
FREDERICKSBURG, VIRGINIA 


ee 


VIRGINIA SHOE COMPANY, INC., FREDERICKSBURG, VA. 


[ustom- Grade 





SHOES FOR INFANTS AND CHILDREN 
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STYLE 281 
Children’s Plain Toe 
Blucher Oxford 


By 


The fine uniform char- WATERBURY 


acter of this full grain 
leather has made KIN 
KIN a favorite among 
juvenile shoe manufac- 
turers everywhere. 


FRED RUEPING LEATHER CO., FOND DU LAC, WISCONSIN, U.S.A. 
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He’s found there are fewer trips to the ‘ 
stock room—and far more easily satisfied 


customers—when he shows and sells shoes backed with elasticized 
fabrics that yield to foot action and adjust to size. Fashion is important 
but fashion plus comfort builds friends and profits. For more sales... 


more repeat customers... feature shoes that use 


For models, samples and prices of those types of shoe materials made with 


Lastex which are now available, op ly to ALFRED VAMOS, 406 
Marbridge Building, New York City. A red Vamos is the inventor and 
of Vamos stretchable shoes and is the selected consultant for shoe 
manufacturers using materials made with Lastex yarn. 
‘Patents assigned to United States Rubber Co. ineg. U. &. Pat. OFF. 


An clade yorn memsfactered enciesively by @ ... the miracle yarn that makes things fit 
UNITED STATES RUBBER COMPANY 
1230 Avenue of the Americas + New York 20, N.Y. 








@ Willow Calf leather is extremely 





friendly to the wearer ... supple, yet 





Hic eee nell firm ... gentle, yet sturdy ... 
protective and attractive. It is 


W i L, L, ow ( | |, I .... Styleable leather to the fullest degree 


what the wearer appreciates .. +++ a point appreciated by men. 
Shoe manufacturers with an eye 
} on consumer acceptance, use 
Willow Calf te ex- 
press quality and 


style. 
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 AMBRICAN HIDE and LEATHER COMPANY 


BOSTON - MASSACHUSETTS 
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RIGHT in there where the 
action'’s fastest, that’s where youll find 
GERBERICHS! Because they're Amer- 
ica's most popular line of boys’ shoes, 
they get more than a fair share of the 
hard knocks fast-moving boys hand out. 
The consistent manner in which they stand 
up makes GERBERICHS prime favorites 
with parents who must foot the shoe bills 
and with retailers who must give them 
value. 


GERBERA - 
PAYWE SOECO 


MOUNT JOY PENNSYLVANIA 


GE emrcus 
BOYS 
Sots - 


Offices: New York, Marbridge Building, 
Room 405 - Los Angeles, 219 West 7th 
Street, Haes Building, Room 919 - 
Phila., Lafayette Building, Room 1095 











yA A\\% 
















“DE-LISH” — star creation of the new 
Golo line, another example of smart 
Golo styling! Available in black 
smooth; white, green, and brown elk, 
red vegelene; and black ruffit ‘with 
gold window (as illustrated). 


Always with a sharp eye to consumer demand, 
GOLO stylists set the trend in classic welt 
casuals! In the modern, airy Dunmore plant, 
Golo craftsmen take personal pride in the 
comfortable, long wearing quality that they 
“build-into” each number. That these efforts 
are not amiss is evidenced by reports of more 


RETAIL FOR 14 fast-selling styles —all sales, bigger profits for Golo dealers 
ABOUT featuring famous “Built-In” everywhere! 
quality . . . superb Goodyear 
$6 welts with channelled prime GOLO OF DUNMORE CREATIONS 
flexible insoles. Genuine Goodyear Welts—Every Inch of the Way 


ORDER NOW FOR APRIL DELIVERY LOOK twice their cost... WEAR as well as they look! 


OF DUNMORE “e Division of Golo Footwear Corp. 


FACTORY: Golo Park; Dunmore, Pa. SALES OFFICE: 129 Duane St., N.Y. 13, N.Y. 














Shoes 
for the ballet 
by 
CAPEZIO 
of Evans Kidskin 


An Evans Quality Leather 





JOHN R. EVANS & COMPANY, Camden, New Jersey 
Est. 1857 
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VALUE pius QUALITY 
EQUALS SALES 


2 Buckie Baby Doll 
1001—Red — Suedene 
1000—White — Fabric 
1005—Gold — Imitation 

Leather 


1006—Green —— Suedene 

1007—Biack — Suedene 
4-9—14 Sizes 
$1.17% Net 


FAN 


300—White Fabric 
Gold Trim—Gold Platform 


307—Black Suedene 
Gold Trim—Gold Platform 


Gold Trim—Gold Platform 
301—Red Suedene 
Gold Trim—Gold Platform 
4-9—7-10—% Sizes 
$1.17% Net 


P DIXIE 
77—Black Suedene 
Black Lace—iack Platform 


Gold Lace—Green Platform 
75—Black Suedene 

Gold Lace—Black Platform 
71—Black Suedene 

Red Lace—Black Platform 
79—Black Suedene 

White Lace—Biack Platform 

4-9—7-10— Sizes 
$1.27%% Net 








CANDY 


47—Black Suwedene 
Gold Laces—Gold Platform 


46—Green Suedene 

Gold Laces—Gold Platform 
41—Red Suedene 

Gold Laces—Gold Platform 


40—White Fabric 

White Laces-White Platform 
42—wWhite Fabric 
Red Laces—Red Platform 


45—White Fabric 
Gold Laces—Gold Platform 


4-9—T-10—% Sizes 
$1.27%4 Net 





“Misses” BUCKIE 
501—Red Suedene 

Gold Lacing 
506—Green Suedene 

Gold Lacing 
507—Black Suedene 

Gold Lacing 
500—White Fabric 

White Lacing 

12-3 — No Half Sizes 

$1.224%, Net 





ZULU 
738-—Biack Suedene 
Gold Platform 


732—Red Suedene 
Gold Platform 


736—Green 
Gold Platform 
4-9 — No Half Sizes 
$.90 Net 





® MADE IN % SIZES FOR CORRECT FIT. 
® TRIPLE COMBINED UPPER MATERIAL FOR SHAPE 

® CLOTH COVERED FELT PLATFORM FOR COMFORT AND FLEXIBILITY. 

® STURDY BROWN RUBBER SOLES FOR WEAR. s| 


All these shoes are proven sellers with continuous re-orders. Shipped in our original boxes for 
this type footwear—36 pair cases only—no samples submitted. Immediate delivery and up 
to one week. Write us for descriptive list of other shoes we make. 


LEATHERBURY SHOE company 


BOSTON 10, MASS. 


63 INDIA STREET 





MFG. 











Boot and Shoe Recorder March 








COOL NEW STETSONS FOR 


Lidee dumme(t tileang/ 


ake your pick of these smart new Summer Stetsons 
— better still, take ‘em all, because each and every 
one retains the unsurpassable Stetson features of finer 
workmanship, top-quality leathers, and handsome 
masculine looks. 
Stetson’s quality story is appearing regularly where it 
will do you the most good — in Heliday, the magazine 





read by quality-minded men, men who can afford this 
finer shoe! 

Heads-up retailers realize that the Stetson market has 
hardly been tapped . . . indeed, is growing daily . . . and 
they are the ones who are featuring Stetsons as their 
quality line! The Stetson Shoe Company, Inc., South 
Weymouth 90, Mass. 





” * . 


The METROPOLITAN and The UPTOWN will be 
featured in the April Issue of Holiday; The ROAMER 
and The SURF, in the big 4-color 

Stetson ad in May, Holiday. Stock 
these models, tie in with this 
national advertising and be 
ready to promote these 
Stetsons locally! 








shoes by STETSON 


MORE BY PatR . ~. . £888 8Y CHE FEAR 
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FORM FITTING 
VAMP 

PROTECTIVE 

FRONT STAY 


MEN’S BOOT 


INSIDE ABIUSTABLE 
LEG HARNESS 


Form FITTING VAMP 
WITH PROTECTIVE 
FRONT STAY 


7 
Mi? pOOSLE REEMFORCES 
— «TOE CaP 


Cusmienes 
MSOLE 


i) O0.D. SPORTING BOOT 


46 


“THE SERVUS LINE “aa 





0.0. LACE PAC 
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OF SPORTS BOOTS WILL 
HELP YOU INCREASE SALES 


Take advantage of the year ‘round sporting goods 
business. Anticipate your needs in advance of the 
opening of the fishing and hunting seasons. These 
sports items of rubber footwear are in stock and 
ready for prompt delivery at the factory in Rock 
Island, Illinois, and at the warehouses of Servus 
distributors in your trade area. 


Now is the time to place your orders. 
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My Catia you need lo hreow! 


Men who know how 
to judge leather 
depend on 
BURK’S Oxide Kid 
for uniform 

mellow stock 
fo} ab Sb al- ae bab ital 
It shows in 


the shoe! 


RK BROTH AG 
OXIDE KID)» 


A 


BURK BROS. 


PHILADELPHIA 23, PA. 


‘Tye OFTT A 
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Brand new SHUR-STOP called “finest basketball shoe 
we ever used” by players and coaches 


Yes, it’s new —and exclusively LaCrosse! In actual playing tests, the SHUR-STOP shoe 
was unanimously heralded by both players and coaches for its spot-stopping ability. Look 
at that scientific tread grip—this shoe has everything needed to cushion jolting stops. 

But that’s not all: LaCrosse has built stamina in every detail of this new champion 
SHUR-STOP — from the heavy duck upper to the LaCrosse Action Arch and 

full cushion insole. 

You and your customers can see and feel the features of every canvas shoe in the 
COMPLETE LaCrosse line. And you can see the difference in profits that comes with 


the popular LaCrosse merchandising plan for dealers. 


LACROSSE RUBBER MILLS COMPANY 


BER Ati, 

LACROSSE +> WISCONSIN . Comes First s "% 
% : 

“Ye ene” 
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FULL COLOR RANGE 


in 
Men's, Children’s and 
Women’s Unlined Weights 


rh BROS. 


ADELPHIA 23, PA. 
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Speed selling along 


with patent leather operas... \||\ 














SETON LEATHER CO. 


NEWARK 4, N. J. The only name for fine patent 
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"The United Finishing Specialist 
Shows Us How fo Finish the Different 


a 


Leathers Coming Through”. . . 


“EVERY DAY a wide range of shoes using 


different leathers comes through our finishing Pir 
room ... and we look to the United for the MITER 
help of its finishing specialists. In this way we - 


secure a more uniform final finish—more uni- Pr SPT, 
form lustre — on our complete line.” : N |S i FC 


More and more finishing room foremen are 


relying on the United Finishing Specialists for PRODUCTS 
help in solving their difficult problems. OF 


If you have a finishing problem .. . call for 
B B CHEMICAL CO. 


a United Finishing Specialist. 


FINISHES FOR UPPERS * BOTTOMS * HEELS © EDGES 


UNITED SHOE MACHINERY CORPORATION, BOSTON, MASS. 
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®, Here’s a shoe with a Celastic box toe that was imbedded 

> in a cake of ice for 64 hours. When it was removed the toé 
still maintained its lasted contours . . . further evidence of 
the support and durability which Celastic gives the toe of t 


shoe in wear. 


MATCHED PAIRS... trim on the foot — true to the last 
BO x 


Uniteo SHoe Macninery CorPoRATION - BOSTON, MASSACHUS 


*CELASTIC” is a registered trade-mark of the Celastic Corporation 





New Business Aplenty—with 





STEADY 
PROMOTION! 











Fine leathers, handsome styles, reasonable prices 
add ‘em up and here’s a shoe that gives your 


customers quality a grade above its price! 


Colorful advertising in Collier's and Esquire is 
making new customers for you every day —and 
they become repeat customers, because dealer 
records show that 8 out of 10 FOOT PALS pur- 


chasers come back for more! 


When you've sold out your first order of the 
shoes shown, or any other FOOT PALS, call on 
our in-stock department for speedy replacements 

. you'll receive a new shipment promptly. 
Wall-Streeter Shoe Company, 


Masssachusetts. 
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SERVICE! 


THE PLATEAU 
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THE TOP DECK 


m aa THE DELMAR 


PALS, 


SHOES FOR MEN 
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WALL-STREETER 
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BLACK PATENT 


This gleaming, pliant patent is 
an inspiration for the design of 
brilliant shoes that march right 
into the smartest wardrobes. 
Remember that as you plan for 
Fall of °48. Remember, too, 
that it’s a convincing selling 
point when you say that 
your shoes are made 


of Colonial Patent. 


\ 
—— fLoolenttl TANNING CO., Inc. 


BOSTON 11, MASSACHUSETTS 
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order now 
AAA - EEE — Sizes 4 to 10 in stock 


THE H. C. GODMAN COMPANY, COLUMBUS 16, OHIO 


























IN SHOES 
FOR ALL THE 
FAMILY IT'S 


A new and newsworthy idea in shoe 
merchandising is sweeping the country. 
Sell a complete family line of men's, 
women's and children’s shoes — made by 
International Shoe Company — and 
merchandised under a single brand name 
— Sundial! They're aggressively adver- 
tised, too. At a moderate price, they're 
the best consumer value that moneycan buy. 


SUNDIAL SHOE COMPANY 
DIV. OF INTERNATIONAL SHOE COMPANY 
MANCHESTER - NEW HAMPSHIRE 
Boston Sales Room, 6 High Street 








ONLY 
YESTERDAY 


—*There is no doubt that the ebb-time has come in 
so far as the economic life of Europe is concerned. 
Until the harvests of the Fall there is much fear and 
alarm. An empty stomach has been termed the 
mother of revolutions, and the next few months will 
make or unmake history. The small spark of world 
sanity needs attention. It is for America to give of 


its healthy mind, material and money, and right 
quickly, too. 


-“On every tongue is the topic Exchange — and in 
every land a difference as to what it is and what it 
does. Never in the history of civilization has there 
been such a muddle of currencies, such an inflation 
of paper and such a distrust of the recognized me- 
dium for the functioning of business. Perhaps those 
higher financiers have found a new game to play 
something tremendous to jockey with and to wire- 
less back and forth at a profit. Perhaps so — yet 
how soon we forget that the billions of wealth de- 


BUY JUMPING-JACKS 


Smart mothers know the value of starting young 
‘uns right. Their pediatricians, doctors, friends, 
have all recommended Jumping-Jacks. The smart 
dealer recommends them too, because they satisfy 
and bring customers back. Only Jumping-Jacks 
have the unique, patented, one-piece sole. All 
seams on the outside—nothing inside to hurt 
little feet. For all children from 

6 months to 4 years of age. 


stroyed in war must be replaced, somehow, some- 
where. Those who fight must pay for the privilege.” 


SOFT Shiges FOR Winn WEAR 

‘THE above paragraphs are taken from a little 

book published shortly after World War I, 
(1919) by the late Arthur D. Anderson and my- 
self after we had returned from a tour through 
battle-torn Europe. 
It’s amazing to realize how closely the sumptoms 
of today are related to the symptoms of yester- 
day — only multiplied ten fold or more. 
Our National debt at the end of 1919 was only 26 
billion dollars but the amount seemed tragically 
out of reason, even for those days. 
Today our National debt is 256 (plus) billion dol- 
lars, or almost ten times our 1919 debt. History 
repeats itself — always has, and always will, and PREVENTS FRICTION © RETAINS SRAPE BUILDS COMFIBENCE FOR “FIRST STEPS” 
no doubt we'll painfully and slowly solve our prob- Number one (left) Patented Jumping- locks 
lems and help Europe solve hers. Gy a2: Lb Seneca 
May we have the patience, courage and the ma- | | a pili angry ne 
teriel wherewithal to do our share in the recreation shows foot freedom. fection exsured by sw 
of this sick world. 
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Furchgott’s opening 
British Walker 
presentation in the 
Florida Times-Union 
brought a flood of 
sales—again proving 
how eager particular 
women are for 
these exceptional 
walking classics 


The J. P. SMITH SHOE CO., Chicago 22, Illinois 


FURCHGOTT’S 
of Jacksonville, 


southern buying mecca 


for women who lead 


the fashion parade, join 


the great list of 
the nation’s finest stores 
— featuring 
Motion- Fitted 


m/s uAis 
AC 


*REG. U.S. PAT. OFFICE 
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. BRITISH WALKERS for Men and Women 
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by EUGENE J. HARDY 





Washington economists have taken more than a passing glance at 
reports that a lower price trend was set in motion at the recent leather 
show. This easing in leather prices is of prime interest because of its 
possible effect, provided the downward trend is maintained, on Fall 
shoe prices. 

The decline in calf leather prices from the 1947 high brought 
loud huzzas, and it is hoped that the recent drop from about $1.25 a foot 
to below 90c will be a forerunner of similar declines throughout the in- 


dustry. «i 
J. G. Schnitzer, Commerce Department shoe and leather expert, ; 
recently told this reporter that there appears to be a good possibility 
for extra-pair sales once the weather has broken and winter has been left 
behind. He believes the length of time that has elapsed since many con- 
sumers purchased footwear, due to bad weather and other reasons, coupled 
witha little extra salesmanship will boost pairage sales substantially. 
The needs of the European countries for hides, skins and leather 
have apparently been misunderstood by many observers outside Washington. 
While sizeable quantities of these commodities will be sent to Europe, it 
is not contemplated that these purchases will be made in the United States. 
Such purchases will be made for the European nations from historic sources 
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supplies cannot be obtained from these other sources, due to unforeseen 
circumstances, purchases will be practically nil in this country. Con- 
sequently, reports that American industry will be adversely affected 
and shoe prices kept high because of ERP are somewhat inaccurate, ac- 
cording to Washington observers, provided Administration thinking does 
not change. 

After 55 years service, the Munson last has been discarded by 
the Army. Last modifications have been made which will be used in future 
procurement of service shoes and combat boots. Ee 

In future procurements these two types of footwear will be made 
with flatter soles and with more room over the little toe area. The 
changes, developed by Quartermaster Corps technicians in collaboration be 



































with the Medical Department after extensive studies and tests, are ex- 1ae 
pected to result in better fit, greater comfort, and improved foot health. VS hi 
The flatter sole will give better traction and improved wearing qualities. 77 





During World War II, it was found that the shoes and boots fitted vere 
too closely over the little toe area and wore out too quickly because of tee 
the excessive roundness of the bottom forepart of the last such as was the re. 
case in the type of service shoes with leather outersole. In order to over- 
come these deficiencies, the last was modified to allow for 1/8-inch more 
room in the forepart of the shoe and the roundness of the last was re- 
duced in the bottom forepart across the tread. [Turn to Page 152, Please] Edwi 
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KEITH ROSENHAIN, buyer of 
women’s footwear for the Myer 
Emporium, Melbourne, Australia, 
(rated as the fifth largest depart- 
ment store in the world and doing 
an annual shoe volume of $3,500,- 
000) has just completed a six- 
months’ tour of the United States for 
educational purposes. Addressing 
the West Coast Shoe Travelers As- 
sociates, he said: 


“I wanted to see how Americans 
merchandise women’s footwear and, 
from working in and visiting with 
good shoe merchants here, I have 
gained invaluable information and 
a working knowledge of how they 
run their businesses. 


Pointing out that Australian 
women are not as fashion-conscious 
as American women, he said that his 
store has a tremendous educational 
job on its hands—as far as fashion 
is concerned. “We have tried to 
build a repeat business by stressing 
our fitting service, “How does the 
shoe fit,—not ‘How does it look? 
is a stock question asked by every 
one of our salesmen. Now we have 
a great job to do on proper selling 
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techniques and style. Soon I hope 
to put into practice the American 
selling and style approach. 


“We are still operating in a sellers’ 
market in which we can sell just 
about anything. Our greatest diff- 
culty is obtaining sources that arc 
in a competitive frame of mind. We 
are fortunate to have a dozen out- 
standing American shoe manufac- 
turers who are licensed by our g™ 
ernment to manufacture in Australia. 


“Selling color is the primary prob- 
lem faced by ‘down under’ retailers. 
Our women buy only black and 
brown, with white favored for Sum- 
mer months. However, with good 
advertising and promotion, we be- 
lieve that we can make them as color 
minded as you Americans have 
made women here.” 


LOIS W. MUNN, vice-president 
and publicity director of James Mc- 
Creery & Co., New York, says: 


“Sales Promotion has come to 
stay, for the growth of a store will 
be determined by the ability of the 
merchants to produce healthy stocks 
based on a sound merchandising 


policy and the ability of the promo- 
tion division to present the mer- 
chandise and to interpret store pol- 
icy so that the ultimate consume 
will receive concrete benefits in 
goods, services and merchandise in- 
formation. In fact, Sales Promo- 
tion’s only excuse for existence is to 
help solve the problem of profitable 
store sales.” 
* > > 


J. EDWARD SULLIVAN, of Sul- 
livan’s Shoe Store in Norwich, N.Y., 


says: 


“In spite of high operating costs 
and high cost of merchandise, the 
small-town shoe store is doing very 
well today. While our total expenses 
are less than those of stores in large 
cities, local wages in many lines are 
higher than in New York City. Rent 
and advertising run considerably 
less. Probably because wages are 
high, price resistence is small. We 
thought that when retail prices of 
several well-known brands went 
over ten dollars it would be reflecte- 
in smaller sales and many complaints. 
As it turned out, customers find 
more fault with quality than price. 





“Last year we bought heavily in 
anticipation of higher prices. We 
guessed right and profited from the 
rise. However, heavy purchases dis- 
torted our inventory picture and at 
cising caution with regard to the 
future.” 


WALKER T. DICKERSON, presi- 
dent of The Walker T. Dickerson 
Co., Columbus, Ohio, tells his 


“Life’s Story” in verse: 


“I know what it is to follow a plow, 

To sit on a stool and milk an old 
cow. 

I remember all the fun at a country 
school 

Where all they would teach was the 
Golden Rule. 


Then later, to the city, did I quickly 
embark 

To a bookkeeper’s job that was in- 
deed quite a lark. 


As a traveling man later I enjoyed 


many thrills, 
And added all the cost to the Com- 
pany bills. 


Yes, I had my share of old-time 


As I learned of the profit in real 
good shoes. 


So today I am Boss of a famous 
shoe shop 

With four hundred workers that are 
right at the top. 


Yet, with all of these thrills that 
brought great joy 
Please give to me again all the fun 


of a boy. 


The sport it would be to me right 
now 

To grab once again that old rusty 
plow, 

And hitch up Old Dobbin with 
speed uncanny 

And dream as I did behind that old 
horse’s fanny. 


Oh boy! Oh boy.” 
* * * 
H. M. SMITH, owner-manager of 
the Smith Shoe Company, Austin, 
Minn., says: 
“We consider our window display 
one of our strongest advertising me- 


Oh boy! 


diums. We expend more money in 
windows than in any other form of 
advertising. We do this because we 
feel that beautiful shoes take on 
added distinction when given a 
background and arrangement in 
display which befit them. We direct, 
through windows, not only attention 
to styling but an emphasis on the 
value we place on the merchandise. 


“We change dispiays often and 
don’t crowd windows. Too many 
showings do not do justice to the 
merchandise; whereas a few styl- 
ings, smartly accented in settings, 
register better than a large number. 

“We accent Spring, Summer, Au- 
tumn and Winter merchandise with 
seasonal] backgrounds and_ holidays 
are noted with special decorative ef- 
fects. Windows are kept clean and 
shining—all metals in the windows 
and fixtures are highly polished. 


“We feel that we draw many cus- 
tomers through our windows. They 
are important adjuncts to the store 
and should be made to produce the 
same as any other section. 


* * * 


H. R. SCULL, vice-president of 
E. H. Scull Company, New York, 
says: 


“There is much talk about the 
large turnover in buyer personnel 
during and since the war. Why so 
many changes at this level? Per- 
haps it is the instability of the times, 
perhaps it is because stores are try- 
ing to buy brains and experience 


and they think a new face may have 
them. The truth is we have a new 
generation of buyers and the major- 
ity of them have had no dealings in 
markets other than those of the ab- 
normal war years. Their unguided 
attempts to adjust themselves to situ- 
ations entirely new to them cause 
dissatisfaction and discontent and 
lead to the turnover so greatly to 
be deplored. The sooner stores 
realize it may be better to educate 
and train their present department 
heads in buying, merchandising and 
selling techniques, the more assur- 
ance they may have of a black, not 
red, picture for 1948.” 
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BUILD-UP FOR A STAND-IN 


Hollywood—Stand-ins for film stars must 
not only resemble the actors they are re- 
lieving, but they must also match them in 
height. This is important so that the lighting 
is exactly right when the star steps in to 
do a scene. Bud Evans, stand-in for Richard 
Conte, gets his build-up from thick-soled 


shoes. Here he puts his wedges on while 


discussing a scene with Conte 





N.S. A. Meeting 


As a successful follow-up to the advance presentation 
of Spring styles made before the members of the Wom- 
en’s Shoe Style Committee last September, L. E. Lang- 
ston, executive vice-president of the National Shoe Re- 
tailers Association, recently arranged for a similar 
presentation before this committee of Fall silhouettes 
and colors in ready-to-wear. The showing was held in 
the Basildon Room of the Waldorf-Astoria Hotel in 
New York, immediately preceding the meeting of the 
committee to consider the development of new shoe de- 
signs for Fall and Winter, 1948. Opening the meeting, 
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Top, opposite page: 

Sweeping cape with de- 
tachable capelet piped 
with brown leather worn 
over a cocoa brown skirt 
and overbiouse, one of 
two travel costumes, “Ro 
mantic” and “Function- 
al”, by Vera Maxwell. 
The “Romantic”  cos- 
tume, shown here, im 
cludes a Shaker bonnet in 
tweed matching the cape 
Cocoa suede walking 
pumps by Palter Deliso 
Bag by Surrey. Flats in 


Below: New wine shade of Hockanum wovi in dark brown suede were 
the “Func 


Herbert Sondheim's suit dress with short jacket worn with 
and softly full skirt. Dusty pink gilet tied in bow tional” costume. 
at the throat, natural baum marten stole and dark 
brown suede accessories are attractive accents. 

Platiorm ankle straps by I. Miller. 


Above, reading from 
top to bottom: Jane 
Derby's evening dress 
of blue taffeta. Navy 
satin butterfly pumps 
by I. Miller, matching 
bag by Alan Miller. 


Pink Forstmann wool 
for Fall and Winter 
evenings at home and 
for informal dining 
out, a Clare Potter 
design. Gold kid san- 
dals by Schwartz & 
Benjamin. 


Rising interest in neu- 
trals for Fall illus- 
trated in Bruno’s beau- 
tifully detailed suit of Above: Steel grey wool, espe- 
natural kasha from cially dyed for Larry Aldrich, 


= plete in a moulded suit, softly round- 
Schwartz & Benjamin ed at hipline. Matched grey 


Bag by Koret. suede pump by I. Miller. 
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Style Presentations and Discussions Preceding the Recent 
Meetings of the Men’s, Women’s and Children’s Shoe Style 
Committees Give Advance Information on Fall Ready-to- 
’ Wear Trends 


Rust, important color for Fall 
1948, is used in this fitted and 
flared double-breasted greatcoat 
with shawl collar by Monte Sano. 
Black accessories are dramatic con- 
trast. “Cover Girl” pump from 
Newton Elkin... Bag by Lesco. 
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Important fur-lined topper, shown 

here in yellow Linton tweed over 

a suit in grey and yellow plaid, by 

Vincent Coppola. Style _ signifi- 

cance of inonotones illustrated in 

grey accessories and grey suede 
shoes by Newton Elkin. 


Greatcoat with high collar, beau- 

tiful yoke detail and back flare in 

an amber, grey and blue tweed, by 

Philip Mangone, worn over a sim- 

ple but feminine suit of tan wor- 

sted. Brown alligator d'Orsay pump 
by Schwartz & Benjamin. 
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Keep Your Profit Eye Trained On This New Proposition. Put Them 
In Their Place And Clarify Your Thinking On Their Purpose . . . It 
‘ill Help Make Them The “Extra Pair” Type We All Hope They'll Be. 


R IGHT in the midst of a men’s shoe selling season, suf- 


ficiently confusing in its own right, along comes the 


Slip-On to further engage our attention. On the current 
scene, staple shoes are meeting with the resistance we 
usually associated with yesteryear’s extreme novelties. 
Wacky patterns are developed, rise with meteoric success 
and next season will doubtless be forgotten. Weights of 
shoes and soles, colors, materials and surfaces apparently 
no longer know any specific season. 

Then, along comes a pattern like the Slip-On Shoe, 
and meets with instant favor among some retailers and 


Merchandise Source: Jarman 
Div. General Shoe Corp. 
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Left: No shoe was ever launched in such a variety of pat- 
terns, materials and combinations as the Slip-On. Merchan- by 
dise sources left to right: Bostonian, Division Commonwealth 
Shoe & Leather Co., French, Shriner & Urner Co., Bates REILLY 
Shoe Company, Wall-Streeter Shoe Co., Holland, Racine 
Shoes, Inc. 


loud enthusiastic acclaim among others. “A brand new 
type” some say. “A part of men’s revolution in dress’, 
say others. Yet the season when this type of shoe should 
really meet its test and stand or fall on its own merits, 
actually has not even arrived in most parts of the country. 
We think the Slip-On is a good shoe. We can say that 
possibilities for promotion of it as a “strictly casual” type 
are good. We are encouraged that apparently it is running 
the gamut of patterns and material treatments right from 
the start, and we hope that it will settle down soon and 
become a real extra-pair shoe. 

There never was a new shoe style developed that did 
not have its own promotional hazards. If we will re- 
member that fashion is ever the tool of promotion and 
must be kept so, then the new Slip-On can indeed be 
welcome. But let us remember too, that many a fine line 
of shoes has been “styled up” right out of business, be- ea ee ee 
cause well-meaning retailers were permitted to detail their Stone-Tarlow Co., Inc. 
own variations from a standard face of patterns. Con- 
versely, many a tottering line has been sent along merry 
roads to volume by the firm resolution of a sales manager 
who had the courage to tell his customers, “Boys, here 


is the way this line is built. It is being styled to avoid 
headaches and markdowns for your good and for mine. 
Buy it, if you will, but buy it as it bas been styled, don't 


tamper with it.” 
[Turn to Page 134, Please} 


Merchandise Source: W. 
L. Douglas Shoe Co. 


Merchandise Source: 
Walk-Over by Geo. E 
Keith Co. 


Merchandise Source: Ward 
Hill by Knipe Bros., Inc 
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“Just wait,” muttered Muldooney, seated in the swivel chair built to accommodate the bulk 
of the boss. “One of these days I'll buy this business.” He could see in his mind’s eye the 


kind of a store he would have then. 


Shoe Fitter’s Fantasy 


Tue Easter rush was over, and young, red-headed, up- 
and-coming Shoe Salesman Muldooney gazed out the door 
vacantly at potential customers. Fat women, skinny wo 
men, young and old-bunions, corns, fallen arches, broken 
toes, flat feet. Muldooney hoped he could find a wife 
who, regarless of her beauty, would at least be endowed 
with a pair of perfect feet. 

He wandered around the store straightening shoes and 
blowing off bits of dust from the furniture. The place 
was all his own on Thursday afternoons, since Mr. Elmer 
J. Elkhead, the boss, was faithfully trying to lose forty 


by FLORENCE M. OGDEN 


pounds playing golf. Muldooney was an ambitious young 
man, and the women customers evidently liked the way 
his hair grew. He listened sympathetically to various and 
absurd complaints as to why this one couldn’t wear a 
pump and that one couldn’t wear an oxford. His benign 
countenance successfully hid the itch he had to tell them 
all to go barefooted till some far-seeing manufacturer 
designed a shoe that would fit over a two-inch bunion. 
On Thursday afternoons Muldooney sometimes 1n- 
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vaded the sanctity of Elmer J. Elkhead’s private corner 
where his desk and a specially designed swivel chair stood 
as a mute reminder to the young shoe clerk that his am- 
bition far outstripped his commissions, The swivel chair 
especially seemed to mock at him because he was a mere 
hired man and hadn't even a toe-hold as far as owning 
the business was concerned. 

“Just wait,” he muttered as he sat himself down in 
the chair that was built so accommodate the bulk of 
Elmer J. Elkhead. “One of these days I'll buy this busi- 
ness from old Elkhead, the Blockhead.” He could see in 
his mind’s eye the kind of store he would have then. “If 
he keeps tearing up the green with that golf club, he may 
lose so much weight he will have to retire permanently—- 
te a grassy plot that won't be a putting green.” 

Such grim musings were becoming more and more 
frequent for Muldooney. Not that he was frustrated— 
not yet; but fitting all sorts of shoes on piano-legged 
mammas didn’t make for a sunshiny disposition. His pa- 
tience was also tried to the breaking point by having 
Elmer J. Elkhead give him a paternal swat on the shoulder 
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every morning at 9:30 and rasp, ““The customer is always 
right, my boy. Let that be our motto!” Personally, Mul- 
dooney thought that 99.9% of the time the customer 
was far from right. When he was owner of this store, he 
might be even a wee bit discourteous once in a while, 
just so he wouldn’t become neurotic. 

He swung around in the swivel chair. Still no cus- 
tomers. Very dull day, but what could you expect after 
the Easter rush? He relaxed and closed his eyes—merely 
te rest them. The streets seemed sort of glary with the 
summer sun approaching. 

He dozed off for an instant and then came to with 
a start. Resting his chin in his hand, he tried to look as 
alert as possible and still be more or less comfortable. 
Woman teetering past the door on high heels, low heels, 
flatties—he dozed again. 

Suddenly he was confronted by one of those big 
bosomy, hippy women who hadn’t found a shoe to suit 
her since the rush of 67. 

“Young man,” this one boomed, “have you an oxford 
with an arch support that will fit me? Size SAA.” 

Muldooney grimaced, and then bared his teeth at her 
automatically in his store smile. As he looked at her foot, 
a sudden overwhelming feeling of repugnance swept over 
him. Damn these women and their shoes anyhow! Mul- 

[Turn to Page 100, Please } 





AUTHOR A REAL SHOE WOMAN 


Florence M. Ogden, the author of this story, is 
the wife of Frederic J. Ogden, executive secretary of 
the Chamber of Commerce of Cocoa, Florida, and 
also his business partner in the operation of a retail 
shoe store known as Cocoa Shoe Tree. 

Mr. Ogden served three years overseas in World 
War II, returning home as a lieutenant colonel. Mrs. 
Ogden had been making her home at Cocoa during 
his absence, and after careful consideration the two 
decided to open a shoe store there, since there was 
none in the town. Neither of them had any previous 
experience in the shoe business or any other line of 
commercial activity. After five months Col. Ogden 
assumed his present post with the Chamber of Com- 
merce and since then Mrs. Ogden has operated the 
shoe store on her own. 

“The nicest people in the world seem to be con- 
nected with the shoe business,” Mrs. Ogden says, 
“and I hope to prove to our dubious shoe friends, 
who did so much to help us, that we weren't quite as 
demented as they thought when we embarked upon 
this enterprise.” 

Born in Springfield, Mo., 26 years ago, Florence 
Ogden was sent to a Quaker school in Maine at 14 
and later finished high school and was graduated 
from Sullins College at Bristol, Va. She had ambi- 
tions to go on the stage, paint landscapes and write 
short stories. Despite the fact that she is a pretty busy 
yvoung woman, operating a shoe store, running a 
home and looking after a four-year-old piece of fe- 
male dynamite in the shape of a daughter, she oc- 
casionally finds time to exercise her talent in the 
field of fiction. If you doubt it, “A Shoe Fitter’s Fan- 
tasy” provides the documentary proof. 
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MERCHANDISE SOURCES: 
Lett and extreme right—Curtis Shoe Co; top center—Walk-Over from 
George E. Keith Co.; center—Winthrop, Division International Shoe Co. 


T would be a catastrophe, if in the welter of promotions which exist currently 
in men’s shoe selling, staple Smart White and Combination Shoes should degen- 
erate into just “still another promotion.” It, or they, are far too important, and 
too productive of year-after-year volume, to fall into the category of a “pro- 
motion.” 

Conditions beyond the control of tanners, manufacturers and retailers made 
them a will-o-the-wisp proposition during wartime years. We cannot reiterate 
too often the fact that, during those years, millions of young men who would 
normally be Sport Shoe conscious donned khaki and heavy combat boots. Millions 
more arriving at the age where appearance counts, their early teens, promptly 
graduated into Casual, Leisure Shoes or what-nots, completely oblivious to the 
smartness and comfort of the White and Combination Sport Shoes. And those 
customers, youngsters and service personnel who did recognize the desirability 
and smartness of a White Shoe found it quite impossible to get sizes and styles 
because of late deliveries last Spring and Summer. What normally should have 

[Turn to Page 131, Please} 
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OLET 


Fashion‘s New Favorite 


In a Wide Range of Shades. This Color Is Proving to 
Be a Smart Contrast or a Harmonious Blend with 


Many Summer Costumes 


Lett: Deep purple calt- 
skin trims this white 
suede high-riding shoe by 
Selby Tru-Poise. The 
swirling white pique dress 
by Royal of California 
Los Angeles, completes 
the costume. 


Right: For dancing or tor 
fun in the sun, these 
ankle strap wedgies of 
deep violet suede with 
scintillating gold kidskin 
outlining the platform. 
From Brief of California. 


Sweet violets provide sparkling contrast for the new fash- 

ions. This pastel color in a galaxy of new tones ranging from 

by pale mauve to deep purple, adapts itself beautifully to foot- 
wear. Just to prove it, the BOOT AND SHOE RECORDER 


introduces Beryl Davis, feminine singing star of NBC's “You: 
JUANITA Hit Parade,” in smart new footwear styles, all in violet hues. 
The statuesque Miss Davis was photographed on the grounds 
SAYER of the Beverly Hills Hotei, Beverly Hills, Calif. Her arresting 
looking footwear was created especially for the occasion by 
three of America’s topflight shoe stylists. Her wardrobe was 

fashioned by outstanding California apparel creators. 


Parma violet is the color 
of these suede ankle 
straps by Tweedies, with 
petal-like vamp  orna- 
ment piped in gold kid- 
skin. Back interest in the 
shoes finds an echo in the 
mauve chambray dress 
from the House of Mere- 
dith, Los Angeles. 


Beryl Davis, teminine singing star of NBC's 
“Your Hit Parade”, models the costumes. 


W ont somebody buy my violets? (Or, if you prefer, lilacs, 
orchids, or irises?). Call them by any name, but here is an exciting 
new color family that you can promote as that important extra pair 
of shoes in every woman’s wardrobe. 

Add some sweet violets to your Spring stocks and watch them 
bloom on milady’s feet. 

Violet, in all of its lovely nuances, has popped up as fashion’s 
tavorite new color as swiftly as johnny-jump-ups after the Spring 
rains. Whether it be pale mauve, deep purple, or dainty lavender, 
this refreshing new group with its myriads of hues is as effervescent 
as a Spring tonic to tired Winter spirits. It has a way of perking up 
an old wardrobe or adding a dash of spice to a new one that has 
made it zoom to popularity with fashion-conscious women all over 
America. 

Women find it stunning with white costumes; a perfect foil for 

[Turn to Page 150, Please} 
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Two types of specta- 
tors both selling well. 
Tailored pump on 
16/8 built-up leather 
heel and _ dressier 
pump on higher cov- 
ered heel. Both from 
Mary Lewis. 






































Popular young bolero jacket in this white Summer suit by 
Sacony-Palm Beach. 





wire WIITE 


No doubt about it, the style game 
keeps its players on their toes, alert to 
all its signals and passes and running hard. 
And it is the shoe merchant who looks 
ahead, not back, who studies trends in the 
making, rather than past records, that 
comes out the winner at the end of each 
season. Last year many retailers felt a 
slump in their white shee business; spec- 
tators did not sell with their perennial 
steadiness, neither did all-over white. We 
all know the history of last Summer’s 
shoe sales and the popularity of high 
colors which women found very practical 
to wear with many kinds of clothes and 
over a longer period than the normal 
white season. 

But that was iast year. We are looking 
ahead now to 1948 as a big year for 
white; white shoes and white clothes. We 


are basing this expectation on reports 
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by ELEANOR M. RUTTY 


STEAL The SHOW? 


In Dresses, Suits, Coats and Hats, as Well as in 


Shoes. White, Coordinated with White or with 


game 
“ 7 the New Pastels, Is Coming Up as a Number 
g hard, 

looks § One Fashion Color for the New Season. 


in the 
from the South, from stores in the North, from buy- 


ing offices, as well as from current fashion shows. 

At one such recent show, a whole scene was de- 
voted to nothing but white, and all-over white shoes 
were worn with everything; with dresses, evening 
gowns, suits and coats, in rayon, wool, cotton and 
linen. Even white bathing suits were included. An- 
other earlier show was given over to knitted white 
sports clothes, including styles dressy enough for five 
o’clock town wear. Mixed with gold thread, these 
white knitted costumes would be perfect comple- 
ments to the new gold-trimmed white shoes. 

The generally acknowledged importance of pastel 
colors, pale pinks, blues, yellows, violets and greens, 


[Turn to Page 149, Please] 


Below, left to right: High heel dressy ankle strap in white 
suede with gold snake trimming and platform covering 
from Andrew Geller. All-over white sandal on medium 
height wedge heel from Milgrim. All-over white low 
wedge from I Miller; available also in colors and white 
trimmed with gold. Soft bootie on flat wedge with gold 
kid collar and bow on white suede from Milgrim. 


Simply, smartly tailored two-piece 
costume or suit in white by Sacony- 
Palm-Beach. 
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Loose Talk Breeds a Bad Press 


Mucn of the current publicity that the shoe business 
is receiving in the newspaper seems to be focused on the 
early probability of lower shoe prices. It is based mainly 
on speculative conclusions, developed from recent de 
clines in hide and leather prices, and while many of these 
conclusions are logical and reasonable, some of them ap- 
pear to be grossly exaggerated and entirely unwarranted. 

For example, the headline of a news article in a New 
York newspaper during the recent leather show held under 
the auspices of the Tanners Council of America read “1— 
$3 Price Cuts Predicted for Shoes Next Fall”. These price 
predictions were based on the fact that some leather prices 
quoted during the show ranged from 15 to 25 per cent 
lower than recent peaks. They were carried on the wires 
of press associations and appeared in newspapers across 
the country. 

It is quite possible that these figures and price fore- 
casts may have some validity if they are confined to cer- 
tain specific types or lines of footwear. But we seriously 
question their accuracy if they are offered as an index 
of the general trend of leather and shoe prices. And yet 
that sort of an exaggerated interpretation is more than 
likely to be given them by the average newspaper reader. 

The effects of such publicity on the shoe business now 
and for the immediate future can hardly be otherwise 
than unfavorable. If a man thinks he will be able in a few 
weeks or months to buy a pair of shoes for a price $2 or 
$3 less than current levels, his natural inclination is to 
postpone the purchase. And if merchants generally get the 
idea that shoe prices are headed for the toboggan they too 
will most certainly hesitate before making advance com- 
mitments beyond those that are absolutely necessary. The 
effect will be to slow down buying at all levels, to create 
an abnormal price resistance and accelerate the natural 
decline in prices which would be likely to result from the 
easier raw materials market. Thus a natural and healthy 
price readjustment might be magnified into an industry- 
wide price and buying slump of dangerous proportions. 

It is the common report that present day inventories 
in retail shoe stores are fairly heavy in pairs, and certainly 
they are uncomfortably heavy in dollars, due to the fact 
that increased prices have raised the dollar value of mer- 
chandise stocks. This would be a dangerous situation for 
the retailers in the event of a precipitate decline in prices. 


Most shoe retailers are acutely aware of the danger, as is 
evident from their increasing disinclination to place ad- 
vance orders in the sizeable quantities in which thev 
formerly bought. 

One frequently hears the observation from retail mer- 
chants and buyers that this time the retailers do not in- 
tend to bear alone the burden of the drop in shoe prices 
which most of them seem to regard as inevitable. That 
means only one thing, namely that they are resolved to 
proceed with the utmost caution in making future com- 
mitments. If carried to an extreme, such an attitude may 
prove not to be in the best interest of the industry at 
large. It would tend to slow down production of shoes 
that the public will need. Reduced stocks at retail will 
also mean more limited style selections and less perfect 
fitting in the stores. 

The danger that all of this might cause a buying and 
price slump severe enough to prove injurious to the shoe 
industry can be greatly lessened if shoe men themselves 
will avoid the loose talk and irresponsible statements that 
result in a bad press for shoes. Reporters do not make up 
newspaser articles out of their own imaginations. They 
base their statements on what shoe and leather people tell 
them, and if every seasonal show or trade convention is to 
be a gabfest of rumor, speculation and loose talk the in- 
evitable result will be a crop of adverse publicity that 
will plague the industry in the weeks and months to come 

On the other hand, there never was a time when the 
shoe industry was in greater need of constructive, educa- 
tional public relations than in this year of '48. with re 
tailers and manufacturers alike complaining of diminish 
ing pairage and increasing sales resistance. Lower prices 
might serve as a stimulus but prices cannot be lowered 
sufficiently to speed sales appreciably this season. 

Much can be done, however, to tell the public through 
advertising and other channels of publicity, the story of 
sound values in today’s shoes. Much can be done to sur- 
round the beautiful styles manufacturers have created 
with an atmosphere of glamor, to emphasize the role they 
play in the season’s fashion picture and the useful place 
they will have in the activities of Spring and Summer. So 
let’s stress the value, use and fashion appeal of footwear 
in publicity, rather than its price. 
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Cutting leather into strips which are to 
be woven or braided into vamps. 


Some sandals are made by weaving straw 
or rattan over a form, then fastening it 
to the sole. 


Far left—Cutting out the 

pattern for the sole in a 

small factory near Mexico 
City. 


Lett—Sole leather being 

processed—punched to make 

possible the attaching of the 
upper. 


Mexico Still Makes 
Shoes by Hand 


O N one side of the Rio Grande is 
Texas with its full share of highly 
factories 


mechanized, streamlined 


where American footwear is made 
by the most advanced techniques. 
On the other side is Mexico where 
the technique of manufacture does 
not greatly differ from that employed 
by the ancient Egyptians. 

From such shops as these come 
braided vamp huaraches and woven 
vamp sandals which are sold to 
Americans in the smart shops of the 
nation. 


At work on two-tone sandals. T hese 
girls are working for their grand- 
father. 


It is not uncommon to see three 
generations at work in one room, 
engaged in the simple processes by 
which these shoes are put together 


and about the only advance from the § 


really primitive has been the intro- 
duction of wood lasts made in the 
United States. 


however, there is no great range of 
widths. Lasts are wide, medium and 


narrow and sometimes half-sizes are 


skipped. 


Sandals are finished by a coat 
of shellac which adds a sheen 
and protects to some extent. 
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Female Bootmaker Added To 
Texan Gallery Of Notables 


Nocona, Texas — The world’s only 
known female bootmaker, Miss Enid 
Justin, who is building a new factory 
here which will cost $200,000 and cover 
more than three acres, is the daughter 
of a pioneer cobbler. Miss Justin has 
been affiliated with the bootmaking 
industry in the Northwest Texas town 
of Nocona for 38 years. 


Her father, H. J. Justin, settled in 
Nocona years ago and produced the first 
Justin boot. After his death in 1918, 
her three brothers wanted to move the 
plant to Forth Worth, but Miss Justin 
objected strenuously on the ground that 
her father had built the business in 
Nocona and never would have left in 
his lifetime. 


The brothers decided to move, but 
Miss Justin stayed behind and opened 
her own factory. Since the opening 
year, 1925, she has turned out some 
600,000 boots for horny-handed wran- 
glers, notables, and drugstore cowboys. 


An Australian Government official 
telephoned an order from Canberra. He 
wanted a pair to put on display at the 
United Nations in Lake Success, N. Y., 
and thus advertise Australian kangaroo 
skin which is used in the boot. 


Lauritz Melchoir, the rotund opera 
singer, ordered a pair of boots to take 
with him on a trip to Europe. He re- 
turned the first pair, enclosing an 
elaborate drawing, indicating that the 
vamps were too narrow, and scribbling 
a note: “I cannot get into the boots at 
all.” A second pair was made, but again 
he said they were too tight, so Miss 
Justin gave up the project, concluding 
that Melchoir didn’t know cowbey boots 
were supposed to fit snugly. 


Another order which Miss Justin 
would have preferred not to fill came 
from a private first class at the Ama- 
rillo Army Airfield. He requested boots 
with Morocco kid on the top, vamps of 
black kangaroo and three rows of 
stitching, the colors to be “grass green, 
sky blue, and butter yellow. After 
an eight-month correspondence-battle, 
Miss Justin finally capitulated and 
mailed him the gaudy boots. 


Miss Justin is a charming, silver- 
haired woman of fifty, whose life re- 
volves around the manufacture of boots. 
On her automobile radiator sits a pair 
of miniature steel boots; her calling 
card is a tiny boot on a keyring and 
the weathervane atop her house is a 
white, spurred boot. 


Although she has been making boots 
for cowboys virtually all her life—she 
began stitching boots for her father 
at the age of twelve—Miss Justin wears 
boots only on special occasions: as 
when she turned the first shovel of 
ground on the site of her new factory. 
She doesn’t ride at all. 
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Style’s one thing; comfort’s another. Your 


customers know the Matrix “footprint in leather” 
means fop style, luxurious comfort! 
9 out of 10 buy Matrix Shoes again! 


Matrix Shoes 


BY HEYWOOD 


The House of Heywood, Worcester 4, Mass., Makers of Men's Fine Shoes since 1884 


Curb Service Is Given to 
Cripples Buying Shoes 


Clayton, Mo.—Citizens of this sub. 
urban community of St. Louis are wit- 
nessing a service for crippled chil- 
| dren which they believe exists nowhere 
| else in the United States. 
| It is a curb service for shoes. The 
program of shoe fitting was inaugu- 
rated by Mrs. Helen Casey of the shoe 
| department of Gutman’s department 
| store here about two years for the con- 
| venience of the crippléd children of the 
| Ranken-Jordan Home of Ladue Village. 
| Since then it has become an accepted 
| pattern of shoe fitting. 

Small groups of the children are 
driven to the store in the home’s sta- 
tion wagon and are fitted for shoes by 
Mrs. Casey in an alley in the rear of 
the store where the station wagon is 
parked, without their having to get out 
of the conveyance and make the trip 
into the store. 

“Many of the children still are in 
|easts when they come to the store for 
a fitting,” Mrs. Casey says, “and they 
appreciate such a service which elimi- 
| nates the necessity of parading them 
before sympathetic onlookers.” 

Though the desire of Mrs. Casey to 
be of more service to the crippled chil- 
|den of the Ranken-Jordan Home 
sparked the idea originally, other homes 
for crippled children also have made 
use of the service as have a number of 
individual parents of crippled children. 
In her work with the children Mrs. 
Casey has become very adept in secur- 
| ing proper fit. 

While her work with these afflicted 
juveniles, many of whom are victims of 
polio, began from her desire to be of 
service to humanity, her efforts have 
resulted in an increased volume for the 
|store through increased prescription 
work and recommendations of several 
physicians and pediatricians in that 
area. 


Veteran Enters Shoe 


Business With Father 

Jamestown, N. Y.—Elmer J. Wade, 
| who entered the shoe business here 40 
years ago, is retiring from Wade 
Brothers, Inc., 212 North Main Street, 
land J. William Wade, son of the other 
brother, Cyrus D. Wade, is joining his 
father in the business. The announce- 
ment was made by Elmer Wade, who 
said he will devote all of his time to his 
real estate holdings. 

The retiring shoe dealer started in 
the business in 1908 when he bought out 
the interest of the late E. S. Johnson 
held in the Johnson and Bly store at 
306 North Main Street. In 1911 the 
store, then called Bly and Wade, be- 
came Wade Brothers when Cyrus Wade 
bought out Bly. The brothers are na- 
tives of Mt. Sterling, Ky. J. William 
Wade, a veteran of World War II, for- 
merly was an associate editor of “Ap- 
parel Arts.” He and his wife will estab- 
lish a home in Jamestown. 
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minds of your customers! 


Once you've sold shoes to the customer, you've got fertile soil 
for a sale of shoe trees — and an additional profit! Just tell him (or her) that 
Miller trees help shoes maintain that “new look” far longer . . . are easily 
adjusted for both length and width ... and one tree size accommodates 
several shoe sizes and widths. Millers are designed to allow for metatarsal pads, 
and foreparts are modeled like a shoe last. For extra profit possibilities 


get the facts on how money grows on Miller trees... . today! 


0. A. Miller Treeing Machine Company 


PLYMOUTH, NEW HAMPSHIRE 


Branch of United Shoe Machinery Corporation 
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NEW ENGLAND WELCOMES 
THE NATION’S BUYERS TO 
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cepted this viewpoint 
and is prepared to act 


Wirr the question 
of price dominating the 
thinking of the shoe in-  ° '™ 
dustry almost to the Because of the im- 
exclusion of everything portance of this show, 
else, one of the largest it has been wisely 
buyer crowds ever to decided to make it a 
attend any shoe show- “business only” affair. 
ing, either national or The public will not be 
regional, is expected to admitted and no ban- 
be in Boston on April 5 quets, luncheons or 
when New England fashion revues have been 
Shoe Marker Week scheduled by the com- 
opens. A_ conservative mittee in charge. The 
estimate places the out- only entertainment fea- 
side attendance a: 2500 ture will be sponsored 
and it may easily be by the 210 Associates, 
larger. ; Inc., the national char- 
With hide prices _—, panes of 
shoe trade, which 
sharply lower, with re- 


; . will hold its annual 
ductions reported in the 
HY rice of several dif Senquet and stage on 
DANIEL J. DANA price tertainment on Monday 
President, New England Shoe ferent types of leather . : 

and Leather Association and with consumer ree *“°™8 ogee 5. 
sistance cutting down the volume at retail, the trade cur- 
rently is going through a period of read- 


MYER SAXE 
Chairman, New England Shoe 
Market Week 


Fashion publicity for this industry-wide showing is in the 
) MAXWELL FIELD hands of Miss Virginia Harris, as it was 
justment with its accompanying uncer- Manager, New England Shoe last year. Widely known in publicity and 
tainty — an uncertainty which can be re- Market Week fashion promotion circles, Miss Harris will 
solved only by a meeting of minds such as o not only keep the newspapers informed of 
that planned by the New England Shoe style developments but the trade as well. 
and Leather Association which is sponsoring In her first prediction of things to come, 
this advance showing of Fall footwear, the Miss Harris said recently that “all signs 
first big one of the year, at three of Bos- point to the abolition of the ‘new look’ in 
ton’s large hotels—the Statler, the Copley Fall footwear” and then explained this by 
Plaza and the Parker House. pointing out that “this is not as drastic as 
it sounds, for instead, there will be several 
‘new looks’, characteristic of New Eng- 
landers’ adaptability.” 


It is the considered opinion of the com- 
mittee in charge of New England Shoe 
Market Week, headed by Myer Saxe, prom- 


inent Maine manufacturer, and of Maxwell 
Field, NESLA executive vice-president and 
show manager, that the trend will have 
been definitely established by the time the 
show begins and that the door will be wide 
open to the placing of firm orders for 
delivery during the late Summer and early 
Fall. The number of reservations for sam- 
ple rooms and for sleeping accommodations 
received far in advance of the opening in- 
dicates that the industry generally has ac- 


“No one particular style,” she elaborated, 
“seems destined to ride herd on all the 
others but there will be a great variety of 
silhouettes, all of which will be fashionable, 
saleable and wearable. The opened-up qual- 
ities which Spring and Summer shoes have 
featured will again take to cover for Fall. 
More and more, the closed heel, closed toe 
shoe will be widely exhibited. The slim, 
tapered look will be much in evidence and 


(Turn to Page 144, Please) 
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Ww 
Roem Ne. 
Accurate Shoe Corp 623 
: Air-Craft Shoe Co. 676 
Air-Flight Shoe Co., Inc. 648 
Alberts Shoe Co. $73 
Allen Shoe Co., Inc. $57 
Alrose Shoe Co $32 





American Maid Footwear, Inc. 594 
American Shoemaking, 










Boston, Mass Parlor A 
Amity Slipper Corp . 62) 
Analite Plastics, Inc. Parlor § 
Ansin & Co., Inc., J. 660 
Arad Shoe Mfg. Corp. 640 
Astor Shoe Company, Inc. 656 
Athletic Shoe Co. 405 
B & C Shoe Company 558 
B-W Footwear Co., Inc. 655 
Barr-Bloomfield Shoe Mfg. 

Co., Seabrook, N. H. 686 
Barr Shoe Company, Inc. 688 
Barry Mfg. Co. 530 


Beaudoin Shoe Co., L. E. 656 
Beckerman & Sons, Inc., M. 622 
Beford Shoe, Inc. A. J. 642 
Belle-Craft Slipper Corp. 622 
Bernard Shoe Co. $50 
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Bourque Shoe Company 584 
Boyertown Shoe Corporation 675 
Bretton Footwear Corp. 548 
Bridgewater Workers 

Cooperative Asso. 402 
Bristol Fabrics, Inc. Parlor E 


Bristol Manufacturing Corp. 437 


Bristol Footwear Co. $50 
Brockton-Maid Shoe Co. . $21 
Buskens . 608 
Burg Company, A. S. . 658 
Shoe Cambridge Rubber Company 576 
Campus Shoe Co. __ an Se 
Carroll Shoe Company $74 
in the Casten Shoe Co. , . $18 
c was Central Slipper Co. ~ oe 
| “Chic” Slipper Mfg. Corp. 627 
y and Clover Leaf Novelty Co. Parlor A 
is will § Compo Shoe Machinery 
red of Corporation ____ —_— Parlor F 
well. Connolly Shoe Co. _...._._. $63 
Conrad Shoe Company ___ 415 
come, Cooney-Weiss Fabric Corp. _ 659 
signs Corcoran Shoe Co., Inc., 
ok’ ia 7) pi 
lis by Cornelia Footwear Mfg. Co. 637 
sic af Cortell Shoe Company Inc. _ 606 
Cosmos Footwear Corp. __. 624 
everal BP Crafts Co., G. P. my 
Eng- Creative Footwear Parlor A 
Crossett Shoe Co. ——f 
Cushman Company, Charles 634 
rated, Daly Bros. Shoe Co. __.__. 442 
| the David Shoe Co., Inc. = Oe 
Davis Shoe Co. ___ . 508 
ty Of HF Delbey Shoe Co., Inc. $22 
1able, Desco Shoe Corporation . 669 
qual- Dine Shoe Corporation _ $78 
have Douglas Shoe Co., W. L. 419 
Fall Drexsage & Co., L., Inc. Parlor B 
au. Eagle Shoe & Slipper Mfg. 
d toe Corp. es _ 625 
slim, Edmar Footwear, Inc. . $30 
. and El-Mar Shoe Co. 672 
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Roem No. 
Embo Casual Footwear Corp. 52v 


Essex Rubber Company _ Parlor A 
Evy Footwear Co., Inc. 680 
Fairmount Shoe Co. $30 
Fisher Shoe Co. 560 
Fleetwood Shoe Co. 610 
Fleisher Shoe Co. 506 
Foote Shoe Co., The John 416 
Footwear News Parlor A 
Franzen Shoe & Slipper Co. 555 
Freedman & Sons, Inc., A. 4i4 
Freeman, Inc., Gilbert 66! 
Fuchs Shoe Corporation 604 
Galray Shoe Co. ook 
Gardiner Shoe Company, Inc. 401 
Givren Shoe Co., E. J. 418 
Goldberg & Co., Inc., S. 505 
Goldberg Bros. $99 
Grosvenor Shoe Co., C. A... 407 
Guild Products, Inc. 661 
Hannahsons Shoe Company.__ 562 
Herley Shoe Corp. se 
Herman Shoe Co., Joseph M. 404 
Hi-Grade Footwear Corp. 620 
Hobby Footwear, Inc. 612 
Holiday Casuals 613 
Holly Shoe Co. 5380 
Holtz Shoe Co., Herbert 586 
Hubbard Shoe Co. 566 
Hubbard Shoe Co. 

(Rindgemere Division) 568 
International Fabric Corp. 654 
Jacobs & Sons Co., Inc., A. $71 
Jalmo Shoe Co. $72 
Jayrich Footwear Co. 655 
Kenmore Shoe Company, Inc. 577 
Kepner Scott Shoe Co. . 657 
Kesslen Shoe Co. .. $03 
Klev-Bro Shee Mfg. Co. . 652 
Knipe Bros., Inc. .. 413 
Laconia Shoe Co., Inc. .. 670 
Langerman Shoe Co. ______. 678 
Lawson Shoe Co., A. J. _. $46 
Leather and Shoes Parlor A 


Ww 
Reom No. 
Leatherbury Shoe Company $61 
Lessing Rudner Footwear, Inc. 644 


Lewis, Inc., Dan Parlor A 
Lown Shoes, Inc 664 
Lunder Shoe Corporation 601 
Lynn Moccasin & Shoe Mfg 

Co., Inc sss 
Maguire & Co., Inc., 

A. Parlor B 
Maxwell Shoe Co 682 
Medway Shoe Mfg. Corp. 421 
Medwed Footwear Co. 435 
Melrose Sandal Co. 590 
Melrose Slipper Co., Inc $92 
Miller-Weiss-Lawrence, 

Inc. 630-632 
Milton Shoes, Inc 564 
Model Footwear Co., Inc. 615 
Monroe Footwear, Inc. 607 
Moose River Shoe Co., Inc. 534 
Murray Shoe Company $51 
Myrna Shoe, Inc. $93 


Narjos Shoe Company, Inc. _ 528 
National Shoe & Leather 

Co., Inc. $26 
National Shoe Mfg. Co., Inc. $40 
Newhall Slipper Co., Edward 635 
Norma Footwear Corporation 626 
Norwalk Tire & Rubber 


Co. Parlor B 
Old Town Shoe Co. 668 
Orange Shoe Mfg. Co. $70 


Ornsteen Shoe Company, Inc. 589 
Panther Moccasin Mfg. Co., 

Inc. 676 
Panther-Panco Rubber Co., 

Inc., Chelsea, Mass. _. Parlor D 
Parkhill Shoes .. 662 
Parkway Shoe Corporation _. $37 
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Room No. 
Patrician Shoe Co s3i 
Peerless Footwear, Inc 614 
Penobscot Shoe Co 660 
Pierce Company, C. S$. Parlor A 
Pli-Mode Shoe Company 684 
Preston Shoe Company 575 
Prime Shoe Co., Inc $29 
Quaker Shoe Corp 675 
Respro Inc Parlor A 
Roberts-Hart, Inc 440 
Rondeau Shoe Co., H. O 603 
Ross Shoes, Inc 535 
Rubber Brokers, Inc Parlor B 


Rubin Brothers Footwear 617 


Saco-Moc Shoe ¢ orp 434 
Savoy Shoe Co 631 
Saxe-Glassman Shoe Corp $01 
Seamans Shoe Co 539 
Sibulkin Shoe Co., Inc., M. 674 
Silver Slipper Mfg. Corp 628 
Simpson, Elliot E Parlor B 
Simpson Enterprises, 

Elliot FE Parlor B 
Simpson's Miracle Products, 

Inc. Parlor B 
Simpson's Walker Woods, 

Inc. Parlor B 
Sinclair-Phlips Shoe Mfg. Co. 569 
Spack Shoe Co 420 
Stillman Shoe Co., H. € sas 
Stone-Tarlow Co., Inc 412 
Taylor & Sons, Inc., 

Thomas Parlor A 
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Let Ss This Fiddle Shank is designed to provide maximum 
strength consistent with the style of the shoe. The 


Look Closely broad heel part of the fiddle design provides lateral 


stability and the narrow waist is ribbed for full 


at a support through the arch. The toe part is flattened 


. to eliminate excessive thickness at the ball line. 
@| titted To maintain accuracy of curve and fit, the Vita- 
Tempering process imparts the sttuctural strength and 


rigidity necessary for the proper support of a shoe. 
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ALL TYPES OF FOOTWEAR 
FIT BETTER 
FEEL BETTER 


LOOK BETTER 
when fitted with 


SHUGOR /” 


THOMAS TAYLOR & SONS inc. 


HUDSON , MASS. 


PUBRS 


SHOES BY 


WORCESTER, MASS. 


Thomas Taylor & Sons, inc 
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A Baby is a Born Salesman! 


He usually gets... Mother sees to that! 


She buys more Trimfoot 
Soft-Sole Shoes than any other 
nationally-advertised brand 


You reach the profitable Mother Market more 
easily—when you feature best-selling Trimfoot Shoes. 
Month after month, advertisements in 20 publications 

are helping to create a buying habit that continues to 
build sales for you as youngsters start with Trimfoot 
Baby Deer Shoes right at birth and graduate into Trimfoot 
Pre-Schcol and School Shoes. There’s a Trimfoot Shoe 

to fit every child’s need, from birth to teens. And that 
means extra profits from year-after-year sales for you. 


TRIMFOOT COMPANY 
TRIMFOOT TERRACE 
FARMINGTON, MISSOURI 
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Chicago Stores Promote 
Easter Styles 


Sprinc and pre-Easter promotions 
of shoes are on in earnest in the Chi- 
cago area. Clearance sales have dis- 
appeared from the retail picture and 
new styles and colors in shoes are 
being stressed in window and depart- 
ment displays, fashion shows and 
idvertisements. 

Blue seems to dominate the current 
fashion scene with most State Street 
stores devoting their main windows 
and display niches to this color, not 
only for basic costumes, but shoes 
and other accessories as well. Other 
colors, however, are also receiving 
considerable emphasis. O’Connor & 
Goldberg has devoted several promo- 
tions to a wide selection of colors— 
blues, reds, greens, browns, greys, 
and balenciaga. Wieboldt’s is fea- 
turing “graceful shoes, rich in color.” 
Marshall Field & Co. is stressing 
cinnamon stick, “new spicy accent 
in your suede shoes and handbag.” 
Green, red, and grey shoes with black 
piping are being well accepted as are 
reptiles in high colors. 

In actual sales in high style quar- 
ters the bulk of sales are in anklets 
and sling back types with good in- 
terest in pumps. Pumps in particular 
are being tied in with current fashion 
themes. Chas. A. Stevens & Co., of- 
fers various versions of pumps in 
seven colors. One, the opera pump. 
is referred to as “slim, sophisticate 
of shoes, a miracle of foot-flattery 
and fit . . . born to be worn with the 
new skirts that bring eyes to ankles.” 
Flats continue popular and are being 
promoted in all price ranges. This 
price factor is also true in instep 
strap styles. Casual shoes are also 
beginning to come into the picture. 
Carson, Pirie, Scott & Co. has been 
showing a series of flats with varied 
strap treatments. Walking-type shoes 
are also being stressed for wear with 
tailored suits. 

Although Spring business has been 
off to a slow start, shoe retailers are 
confident that their dollar volume 
will at least equal that of last year, 
but unit sales will be considerably 
off. With department store sales in 
the Chicago area showing a three per 
cent drop for several weeks, shoe 


business has continued at a fairly 
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steady pace. Sales, however, are not 
continuing the upward spiral that 
they followed for so long. Retailers 
point out that shoes are now being 
bought by the public when they are 
needed and not just to get a pair of 
shoes as was the case during the 
shortages and even six to eight 
months ago. The fact that shoes have 
returned to the “necessity” classifi- 
cation will call for careful attention 
to styling and fashion details and 
increased promotional activity, many 
believe. 

Women’s business, probably due to 
the stimulus of the new styles, is 
better than men’s and the earliest 
pre-Easter sales are concentrated 
largely in the higher style types. 
Men’s business is expected to be 
particularly good later this Spring 
us there is increased acceptance of 


the new casual and loafer types. 
* > » 


St. Louis Buyers 
Study Sales Decline 


Tre top buyer in one of the lead- 
ing department stores in St. Louis told 
Boot aNv SHor Recorper that he 
estimated dollar volume for the 
month of February would be from 
five to 10 per cent below February, 
1947 when final returns for the 
month had been computed. He added 
that he had high hopes, however, 
for the current month of March. 
Another source close to the retail 
trade here expressed similar views 
and expounded his opinion to state 
that in terms of unit volume the 
month probably would be off by as 
much as 25 to 40 per cent. 

Such a decline in sales volume of 











early Spring shoes has generated a 
feeling of uneasiness in the minds of 
most shoe men here, but as one buyer 
said, “Many merchants seem to for- 
get that we are still running ahead 
of 1940-1941 and the early war 
years, which were years in which we 
were making money.” 

Considerable blame for the volume 
decline is placed upon the unseason- 
able weather, but a number of shoe 
mn believe the sharp drop in the 
commodity market also has been in- 
fluential in building up price resist- 
ance in the minds of the feminine 
consumer. “As far as the shoe busi- 
ness in St. Louis is concerned,” the 
buyer in a leading department store 
said, “the publicity given the com- 
modity market has been bad pub- 
licity.”” 

On the same subject another 
buyer had the following to say, 
“The housewife is responsible for the 
expenditure of the paycheck in many 
households, and because she has dis- 
covered she can obtain more food 
for less money, she expects to be able 
to buy other essentials for less money 
also. When she finds out that shoes 
have not come down accordingly, 
she decides to wait a while, as she 
is anticipating the prices of footwear 
to react similarly.” 


* * - 


Providence Retailers 
Prepare For Good Season 


Rerau shoe business in Provi- 


dence, R. |. is fair with a number of 
stores reporting a decided slowness. 
With snow piled high on the ground 
ever since before Christmas and peo- 
ple wearing goloshes and rubbers con- 
tinually, sales of new shoes are prac 
tically at a standstill. The best break 
came toward the end of February 
when thaws and rains cleared the 
streets. Women thought of new 
shoes first, and shoe stores chalked up 
one of their best weeks all winter. 

In women’s shoes, most stores re- 
port black suede play shoes the big- 
gest sellers, and black dressy anklets 
with platforms second. Some stores 
report anklets and sling pumps sell- 
ing about even, with d’Orsay pumps 
third in line. Practically all agree that 
platforms are very good and going 
to be even better, although some of 
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the best numbers do not have this 
feature. 

One prominent retailer reports pat- 
ent and blue calf the most popular 
materials in his $8.95 and $9.95 lines 
with black suedes the biggest seller 
in lines above that price. Buyers find 
that, while anklets have considerable 
dramatic appeal, many women find 
they cannot wear them. 

Most buyers look for a good season 
in colors, although blacks will prob- 
ably lead in most lines. One buyer 
expects cocoa, red and blue to fol- 
low black, plus a few green and grey. 
Another buyer reports that he has 
gone in heavily for reds and blues, 
with some greys and a few greens 
to round out his stock. 

Buyers already are looking ahead 
to the white season, with many antic- 
ipating an earlier than usual season 
for these lines. One buyer will start 
promoting his spectator season around 
the middle of April, with brown and 
white slated for a big season. 

While most stores played low on 
advertising during the winter months, 
reasoning that the business was ham- 
pered by uncontrollable circum- 
stances, many are now stepping up 
newspaper advertising and officially 
launching their Spring seasons. Re- 
cent ads featured women’s shoes from 
$7.95 to $24.95 with colors and pat- 
ents most apparent. Practically all 
shoes featured have platforms with 
open features of various types. Orna- 
ments are large, anklets are very 
prominent, as are sandals. 


New York Stores Report 
“Spotty” Business 


“Sporty” is the term used most 
often by New York merchants to 
describe their women’s business dur- 
ing the last weeks of Winter. The 
combination of bad weather, broken 
by occasional bright days, and a cer- 
tain amount of price resistance, have 
been the reasons offered for gen- 
erally prevalent slow business. 
While a “little nibbling at every- 
thing” is the kind of buying some 
stores are reporting, most women’s 
departments point to black suede and 
navy blue suede and calf as the num- 
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ber one sellers at the moment. Fol- 
lowing these, green in the medium 
bright Spring version, red, cocoa and 
grey are taking some business. Some 
merchants are finding that green is 
gaining in popularity over red. Black 
patent leather is moving slowly, 
presumably due in part to the bad 
weather. 

Little change in consumer taste 
in patterns and types can be reported. 
Pumps, sandals and some other strap 
styles are the best sellers still. While 
closed opera pumps are continuing 
in demand, sling pumps with open 
toes, as well as closed back, open 
toe versions, are very important and 
are expected to continue so. Ankle 
straps, some double, and instep straps 
are also very much wanted. Plat- 
forms continue strong. One quality 
store with rather conservative cus- 
tomers, selling only half-inch plat- 
forms, comments that the decision 
between platform or no-platform 
does not enter into the question. 
Their customers select the shoe and 
take the platform-with it or do with- 
out the platform, when they cannot 
get what they want with a platform 


sole. High heels and very low heels, 
both wedge and regular, are all sell- 
ing. Some dressy flats are available, 
but most dressy shoes are selling on 
high heels. Some stores report good 
business in play shoes, gold and linen 
shoes for Southern resort wear. 

Men’s departments report business 
in heavy, broguey types during the 
bad weather. On the whole, these 
departments probably sold more than 
they expected during this period. 
Looking toward Spring, one men’s 
buyer expects to see more business 
than formerly in leisure shoes in blue, 
brown and grey suede. 


ry + 


San Francisco Features 
Spring Models 


Sprinc styles are now getting full 
play in San Francisco shoe stores 
following a satisfactory series of 
clearance sales during January and 
early February. 

Most shoe merchants now have 
their stocks down to a workable ba- 
sis in contrast to the heavy inven- 
tories of a few months ago. Where 
they were buying almost everything 
they could get last Summer, the 
present tendency is to order con- 
servatively and be in a position to 
take advantage of any market 
changes. One merchant stated that 
he is planning to keep his stock of 
merchandise at a moderate level and 
aim for more frequent turnovers dur- 
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ing the next few months; he is anti- 
cipating a slight downward trend 
in prices due to customer resistance 
to present price levels. 

As a whole, business during the 
month of February was not up to 
that of a year ago. The indications 
are, however, that Spring business 
will be good. 

Many merchants here are going 
ahead with new building and re- 
modeling plans. I. Magnin & Co. are 
now in their new, modernistic build- 
ing on Union Square, and H. Liebes 
Co. has moved into the former 
Magnin location on Grant Avenue 
after extensive remodeling and re- 
decorating. Both of these stores have 
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more UNIT SALES 
WHEN YOU SELL 


Now is the time to start concen- 
trating on the $6.95 to $8.95 price range. 
It's easy to sell two pair instead of one. 


Advanced high styles, uniform 
high quality of craftsmanship and 
materials, PLUS a mass market price 
range have earned Jolene Hollywood- 
Inspired shoes a reputation for being 
one of America’s greatest shoe values. 


And that isn’t all. Jolene shoes 
have been advertised in leading maga- 
zines for over twelve years. They are 
KNOWN and RECOGNIZED by 
the profitable mass market! For more 
unit sales now, for steady, year ‘round 
profits, sell the mass market. 


SELL JOLENE HOLLYWOOD-INSPIRED SHOES! 
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newly enlarged women’s shoe sec- 
tions and are enjoying an increasing 
business in their new locations. 

A variety of colors is being fea- 
tured in the new Spring styles being 
shown. H. Liebes is featuring a 
variety of open and closed styles 
in red, navy, tan, brown and white. 


Roos Brothers’ showing includes a 
number of wedge heel models in red, 
navy, white and tan, while Chand- 
ler’s are featuring sisal sandals in 
green, red, or brown with natural, 
and black with coral. In dress num- 
bers, Frank Werner is displaying open 
and closed toe models. 

A brisk Easter business is ex- 
pected, and most shoe merchants are 
anticipating very good sales volume 
for March. 


* * + 


Philadelphia Reports 
Slow. Easter Sales 


Tue Easter shoe buying period in 
Philadelphia is slow in getting under 
way. Shoe buyers, however, are not 
worried over this inactivity, for they 
believe the prospects for a busy shoe 
season are bright and that once the 
actual buying begins, there will be 
continued business. As usual, women 
have bought the rest of their Easter 
outfits first, leaving shoes for the last 
purchase. With this in mind, shoe 
buyers in specialty shops and depart- 
ment stores have been alert to keep- 
ing the buying public shoe conscious 
during this non-shoe-buying period. 
Windows in all the better stores have 
been giving large amounts of space 
to the display of shoes in attractive 
settings. These displays aim to ac- 
quaint lookers with the great variety 
of new styles and the very wide range 
of colors to be had so that when the 
customer goes into the store to buy 
her suit or dress, she will unconsci-- 
ously be thinking about the shoes she 
will want to wear to complete her 
outfit. 

Many shoe stores are happy about 
the variety of colors in shoes this 
year, which is expected to make sell- 
ing to a decided customer much 
easier. For instance, in brown the 


color variations are so numerous that 
almost any customer can be suited; 
this is true also in other colors where 
various shades make sales easier and 
quicker. 

Most of the shoe buying that has 
taken place during this period can be 
attributed to the need for replacing 
scuffed-up shoes worn for a long 
period under boots and goloshes. 


. * 7. 


Twin City Stores 
Advertise Heavily 


Minneapolis 


Srores are doing heavy adver- 
tising to catch pre-Easter trade but, 
due to inclement weather, the gen- 
eral report is that sales are slow. 
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What's afoot? The Gash of patent 
leather. the Battery of rings around 


Advertising copy tends to play up 
new fashions in garments with dis- 
play of shoe styles with dainty femi- 
nine lines. Opera pumps are creating 
interest. High style stores find stocks 
are moving faster than those that 
feature lower priced merchandise. 
Young-Quinlan promoted a group 
of strap shoes. One of these featured 
four-buckle straps. Others had ankle 


or cross-straps to add interest. All 
had closed toes. One particularly 
feminine in line showed a peaked- 
heel. 

Black suede continues to be one 
of the strongest sellers, although 
there is a good demand for color. 
Some merchants report that red is 
declining, with green swinging into 
first place. Cocoa promises to be high 
in demand and Navy is also good. It 
is amticipated that pastels will be 
excellent, with many customers mak- 
ing inquiry for later purchase. 


St. Paul 


Farry style shows with empha- 
sis on accessories whipped up interest 
in complementing shoes. In spite of 
cold weather and snow, store win- 
dows are gay with Spring decoration. 
Color in shoes is noteworthy in dis- 
plays, stressing that as an important 
note in Spring fashion. There is also 
emphasis on black patent. 

Good salesmanship is most im- 
portant, shoe managers report, as 
customers shop the stores, looking 
for best values in price and quality. 
There is a noticeable accent on com- 
fort and careful fitting in advertis- 
ing copy—two qualities that are 
looked for by the most style-consci- 
ous customers, as well as those buy- 
ing for business and street wear. 

Listed as favorites in early Spring 
purchases are Cuban heel sling pumps 
and sandals and platform sandals. 


Field-Schlick featured a youthful 
platform pump in black, brown or 
navy calf, perforated and stitched. 
Another popular shoe at this store 
was a closed heel and toe pump with 
walking heel and buckle-toe trim. 

[Turn to Page 145, Please} 
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RECORDER SURVEY OF CURRENT CONDITIONS IN SHOEMAKING CENTERS 


Maresfacltriing ud Markeds 


St. Louis 


From the manufacturers’ standpoint the outlook for 
the remainder of the Spring selling period is far from 
bright. Bokings on shoes for delivery in April, May 
and June have been a disappointment, with unit volume 
estimated to be off 20 to 30 per cent in comparison to 
last year, and even more in some instances. Throughout 
the industry one hears the oft-repeated statement, “Man- 
ufacturers are hungry for cutting,” and just about as 
frequently one is confronted with reports that salesmen 
are desperate for business. According to one informant 
a certain speciality house is operating its cutting room 
only two days a week. 

One source close to the shoe industry said a specialty 
manufacturer who did an $8 million business last year 
was running in the red during this current year. Man- 
ufacturers are continuing to refuse delivery on leathers 
from tanners, except for immediate needs. There is, of 
course, a widespread belief in most quarters that whole- 
sale prices on Fall lines will be lower. The large manu- 
facturers, however, probably will call the shot on the 
level of prices when they announce their price policies 
prior to the Shoe Fair. 

Despite the trend of the market at this time, how- 
ever, which has been conducive to a certain amount of 
gloom, manufacturers point out that they cannot sell 
their Spring volume short until they have obtained re- 
ports from retailers on the outcome of Easter business. 
The early Easter, it is felt by some, will act as a stim- 
ulant to a much needed unit volume jump at retail 
levels although others say that it offers such a short 
selling period through its occurrence in March that it is 
more of a detriment than a help. 


Chicago 


Uncertainty and confusion as to both future 
price and style policies are current among manufactur- 
ers in the Chicago area. 

Manufacturers are for the most part noncommital 
on price. There have been no announcements of major 
price reductions, but none was ready to say flatly that 
there would be none. They point out that leather will 
have to be reduced considerably in cost before they can 
cut their prices and that they have no cheaper leather 
in their hands thus far. A general reluctance to be the 
first to institute price reduction policies seems to prevail. 

Consumer price resistance at the retail] end, how- 
ever, is beginning to be felt at the manufacturing 
source. Retailers, well aware of the changing raw ma- 
terial picture and possibilty of drastc style changes, 
plus a drop in their sales, are reluctant to commit them- 
selves very far ahead for fear of being caught with 
high inventories should prices drop. Producers of higher 
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priced shoes are particularly aware of the need for an 
adjustment and are faced with the serious consideration 
of the possibility of introducing more moderately priced 
lines and producing larger unit volumes. Introduction 
of more moderately priced shoes into a number of upper 
bracket stores and departments is regarded as a signif- 
icant trend. Also regarded as a general retail policy is 
that which appeared in an official financial report of 
Marshall Field & Co. in which Highston M. McBain 
stated that the firm would continue a conservative buy- 
ing policy. Other department stores have indicated that 
they expect to keep inventories at conservative levels. 

More fancy shoes will be made from now on in all 
types of factories and in all price groups. This will be 
necessary not only to keep shoes in line with the “new 
look” and other fashion changes, but also as a bid for 
more business. Manufacturers are agreed that fashion 
details are needed to help sell shoes in what is expected 
to be a highly competitive market, and drastic style 
changes will probably appear in the very first Fall 
shoes shown. Some of these trends will probably be in 
evidence in some of the sport and casuals for Summer. 
Manufacturers of galoshes and boots have had to change 
their styles due to the new lengths of skirts. 


Boston 


Wuuie there are indications that some manufacturers 
will resume production at near capacity in the not-too- 
remote future, there has been little in the way of tangi- 
ble evidence in the last two weeks other than sporadic 
and small-scale buying of calf leather. At its new price 
it has proved attractive enough to persuade a few man- 
ufacturers to return to its use in limited quantities, 
thus placing themselves in a position to solicit orders 
which were not forthcoming during the period when 
side leather'and kip were substituted. In this maneuver 
they have been moderately successful and now have on 
their books a larger number of small orders than they 
hitherto have had. 

By and large, however, the attitude of the big buyer 
and of the merchandise managers whose final O. K. is 
necessary, is that of watchful waiting until the price 
situation has become stablized. There is also the desire 
to keep retail inventories as low as possible to minimize 
inventory losses which, some seem to fear are in the off- 
ing. 

Reasoning as objectively as possible, manufacturers 
ee ot Se oes ee ae Se 

ials may not justify as much of a decrease in the 
price of shoes as many buyers seem to hope since labor 
costs are up and will not go down. As, and if, materials 
drop, they say, labor costs become a larger and larger 
percentage of the total cost. 

It seems certain, however, that this year’s New Eng- 

[Turn to Page 107, Please] 
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air of Quality Shoes 
An Unchallenged Economy 





ALL FASHION starts at the McAlpin with tiful, higher Quality footwear, these style crea- 
this showing of Fall footwear by the mem- tors will show their attractive Fall collections 
bers of the Shoe Manufacturers Board of and demonstrate forcibly to you the current 
Trade of New York. Dedicated to more beau- necessity for, and the Economy of Quality. 























































JULIUS ALTSCHUL Inc. 117-125 Gratton St., Brooklyn, N. Y. *JERRO BROS. 40 West 27th St., New York City 

ARC LEATHER CO. 103 Greene St., New York City *M. LAUER 56 West 22nd St., New York City 

® AVON SHOE CO. Inc. 360 Furman St., Brooklyn, N. Y. ®LoVALLE Inc. 632 Broadway, New York City 

*BEKER & FRIEDMAN SHOE CO. Inc. 56! Grand Ave., B’klyn, N.Y. ®MACKEY STARR Inc. 151 West 26th St., New York City 

*BELEGANTI Inc. 180—4th Ave., Brooklyn, N. Y. D. MANGIARDI CO. Inc.. 35! Jay Street, Brooklyn, N. Y. 

BENCH MAID Ltd. 30 West 15th St., New York City JOHN MARINO Inc. 305 E. 63rd St., New York City 

*BON TELL FOOTWEAR CORP. _ 12 West 2st St., New York City *MEL PRESTON SHOE CORP. 240 Broadway, Brooklyn, N. Y. 

*#CANGEMI Inc. 740 Broadway, New York City MILLER & BERGMANN 105 East 16th St., New York City 

*®CARDONE & BAKER Inc. 99 Myrtle Ave., Brooklyn, N. Y. ®MODISTE SHOES Inc. 113—4th Ave., New York City 

*®CARLTON SHOE CORP. 130 West 17th St., New York City MONBURT SHOE MFG. Inc. 641! Lexington Ave., Brooklyn, N. Y. 

®CAUGHEY FOOTWEAR Inc. 133 Wooster St., New York City ®PALIZZIO Inc. 80! Broodway, New York City 

*M. COHEN & SONS SHOE CO. Inc. 4315 Queen St., L. I. City, N.Y. PALTER DE LISO Inc. 740 Broadway, New York City 

CORSELLI Inc. 81 Pearl St., Brooklyn, N. Y. PINCUS & TOBIAS Inc. 721 Broodway, New York City 

CRIK-ETTES Inc. 131 West 17th St., New York City ®PREMIER SHOE MFG. CO. Inc. 449 Troutman Ave., B’klyn, N. Y. 

DEBUTANTE FOOTWEAR Inc. 31 East 28th St., New York City *®M. RADESCHI Inc. 476 Broadway, New York City 

DELMAN Inc. 345 Hudson St., New York City ®RAO BROS. FOOTWEAR CORP. 75 Roebling St., Brooklyn, N. Y. 

*®SHOES BY ELIAS Inc. 800 Union St., Breoklyn, N. Y. ®REICHERT FOOTWEAR Inc. 42 Greene St., New York City 

WEVERITE FOOTWEAR inc. 133 Wooster St., New York City ®ROBERN SHOE MFG. CORP. 826 Broodway, New York City 

®EXCEL FOOTWEAR Inc. 489 Broome St., New York City ®ROGERS FOOTWEAR CO. 168 Walworth St., Brooklyn, N. Y. 

*®FALECK & LAMKAY CO. 40 West 20th St., New York City SCHWARTZ & BENJAMIN, Inc. 842 Broodway, New York City 

ois *®HENRY FLATOW 29 West 17th St., New York City SETROY inc. 20! East 18th St., New York City 

*®FOX SHOE MFG. CORP. 826 Broadway, New York City TAILORCRAFT SHOE CO. Inc. .. 4 Washington Pl., New York City 

x *®GELBURN SHOE MFG. C2. Inc. 147 W/. 22nd St., New York City TUPPER SHOES Inc. : 632 Broodwoy, New York City 

3 ANDREW GELLER Inc. 735 Lorimer St., Brooklyn, N. Y. ®UNIQUE SHOES Inc. 2384 Atlantic Ave., Brooklyn, N. Y. 

oh *GLORIA SHOE CO. Inc. 18 Eost 18th St., New York City *VAN ARDEN Ine. 38-01—35th Ave., Long Island City, N. Y. 

" GRAMERCY FOOTWEAR Inc. 351 Jay St., Brooklyn, N. Y. * WAVERLY SHOES Inc. 127 West 17th St., New York City 

4 *®GROSSMAN’S SHOES Inc. 231 Grand Ave., Brooklyn, N. Y. M. WOLF'S SONS Inc. 273 State St., Brooklyn, N. Y. 

= *®HARLYN FOOTWEAR Inc. 66! Broadway, Brooklyn, N. Y. *®ZUCKERMAN & FOX Inc. 65 Bleecker St., New York City 
— ee = 4% 
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N.S.R.A. Meetings Set Trend for Fall 


Mr. Langston presented Mrs. Ruth 
Rusling as commentator and assembler 
of the show. Guests included members 
of the fashion and trade press and 
prominent members of the shoe and 
leather industry. 

Probably the first presentation of 
Fall 1948 styles to be made anywhere 
in the world, this preview had been 
made possible through the cooperation 
of eleven of New York’s top designers: 
Larry Aldrich, Jane Derby, Vincent 
Coppola, Philip Mangone, Vera Maxwell, 
Monte Sano, Jo Copeland, Clare Potter, 


EDWARD C. ORR 
Potter Shoe Co., Cincinnati, Ohio, 
chairman of the Women’s Shoe Style 
Committee of the National Shoe Re- 
tailers Association. 


Herbert Sondheim, Bruno and Trigere. 
Shoes had been made to complement 
the costumes by I. Miller, Newton Elkin, 
Palter Deliso and Schwartz & Benja- 
min. Bags were by Alan Miller, Koret, 
Lesco and Surrey; stockings by McCal- 
lum; hats by Mago Hayes; furs by 
Arnheimer; jewelry by Castlecliff and 
gloves by Aris. 

In shoes, brown was stressed equally 
as much as black, with suede the im- 
portant leather in both colors. Brown 
was shown with costumes in natural, 
wine, navy, an amber, grey and blue 
plaid, and a taupe shot with gold 
threads. Black shoes were coordinated 
with grey, rust, neutral, taupe and 
gold and a steel grey. The growing 
style importance of shoes and accesso- 
ries matched to costume colors to form 
a monotone ensemble was stressed in an 
all-grey costume, a midnight blue eve- 
ning costume and a pink wool informal 
dinner dress. In this last, the shoe was 
made of the same wool as the dress. 
Other striking combinations were a 
dark green shoe with a rust coat and a 
brilliant green faille with the midnight 
blue evening dress. 

The Fall version of the Spring “new 
look” was noticeably more wearable 
with less exaggeration in skirt length 
and fullness and in hip padding. Hem- 
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(Continued from Page 66) 


lines were sometimes lined to accent 
the swing of the skirt. It is worth not- 
ing that the skirt of the most formal 
evening dress shown was shorter than 
ankle length. In general, the silhouette 
was soft and feminine, even in tweeds 
and plaids. Clothes appearing at this 
showing will be in stores next Septem- 
ber and October. 

In shoes, there was emphasis on high 
heels, although the very low heel was 
not forgotten, on closed shoes, although 
open backs appeared in both pumps 
and sandals. The high-riding look was 
carried out in skeleton boot types, high 
button treatments and elaborate brace- 
let straps for formal wear. Platforms 
were shown to be of continuing interest. 
Diversity was the keynote of the shoe 
styles shown, designed to meet women’s 
needs for the coming seasons and to 
stimulate business. 

Preceding the meeting of the Chil- 
dren’s Shoe Style Committee held under 
the chairmanship of B. D. Abney, Volk 
Brothers, Dallas, Texas, Mrs. Betty 
Green, fashion editor of “Parents’ Mag- 
azine,” gave a style presentation be- 
fore members of the committee the 
press and other invited guests to pre- 
pare the committee with information 
on style trends in children’s clothes for 
Fall and to suggest fresh shoe styles 
to coordinate with clothes. Taking as 
her theme, “Variety Can Be the Spice 
of Profits,” Mrs. Green pointed out the 
way in which increased style interest 
in children’s ready-to-wear has _in- 
creased business in this department. 
Turning to shoes she showed how shoe 
manufacturers had lagged behind in in- 
.troducing new styles in children’s shoes. 
After showing on a projection screen 
the classic shark tipped brown oxford 
and the black patent Mary Jane, she 
proceeded to present in finished shoes 
and in outline sketches projected on the 
screen, new fresh ideas for children’s 
shoes designed and made by high style 
manufacturers of women’s shoes. 

In the rainwear costumes, a number 
of smart, colorful boots were shown. 
As in the clothes so in the shoes, styling 
had taken smart trends in women’s 
clothes and shoes and, where they were 
suitable for this use, had adapted sil- 
houettes and colors to children’s needs. 

The meeting of the Men’s Shoe Style 
Committee was held on Wednesday, 
March 3, in the Jansen Suite of the 
Waldorf-Astoria. This committee of 
representative manufacturers and re- 
tailers of men’s shoes met under the 
direction of Melvin H. Reese of the A. 
S. Beck Shoe Corporation, New York, 
to determine the style trends for Fall, 
1948. Mr. Reese was appointed chair- 
man of the men’s committee for the 
year 1948. 

A presentation of the predominating 
fabrics that will be most in demand for 


Fall and Winter was made by Gardner 
Prechtel, Director of Public Relations 
for Pacific Mills. This presentation af- 
forded the committee first hand infor- 
mation in their endeavor to develop 
shoe styles that will coordinate with the 
clothes men will be wearing this coming 
Fall. 

Mr. Prechtel said that worsteds will 
be found in a larger quantity in stores 
by early Fall. Blue is by far the popular 
color, with brown very much in demand. 
College youths have become more 


B. D. ABNEY 
Volk Bros. Co., Dallas, Tex., new 
chairman of the Children’s Shoe Style 
Committee, who led its recent meeting 
at the Waldorf-Astoria Hotel, New 
York. 


serious-minded. They are showing good 
taste in their clothes, not too conserva- 
tive, but with a certain degree of dig- 
nity. The general trend is toward blues 
or blue effects, along with a growing 
interest in green tones. 

Gabardine is still a popular seller, but 
there is a tremendous move to get away 
from the light tan coloring. Blue-green 
and grey-blue will be most in demand. 

Covert, as usual is the best seller in 
top coats. College students as well as 
the average businessmen are sticking 
to the smooth fabrics in top coats. The 
color most in demand is still tan, but 
grey-blue and grey-green are slated 
for increased popularity. Melton cloth 
which is primarily used in overcoats is 
favored for a dressier effect. 

Leonard A. Rothberger, Jr., noted 
authority on men’s fashions, gave the 
committee the benefit of his observa- 
tion in men’s wear fashions as he has 
seen them in the principal resort areas 
throughout the country. 

The conclusion reached by the com- 
mittee with regard to the trend in men’s 
shoe styles for Fall will be sent to mem- 
bers of the association in the near fu- 
ture through the medium of the Men’s 
Shoe Style Forecast for Fall and 
Winter 1948. 
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D’ Scholls FOOT MEASURE 


INCLUDING SCALE OF HOSIERY SIZES 


Enables the Shoe Fitter to Take Both Seated 
and Standing Measurements Without Discomfort 
to the Customer 


This foot measure enables the customer to stand for measurement, 
with the entire foot upon the stick, without discomfort or possi- 


bility of soiling hose upon the floor or carpet. Measuring the Shoe Length and Hosiery Size 


Assures Scientific Accuracy in Fitting 


This measuring stick so widely and successfully used by shoe fitters 

all over the world indicates immediately the exact length of shoe 

that should be selected for the particular foot measured. It doesn’t a 
require the adding of additional sizes as with other foot measuring Fs ; 
sticks. This saves time and alleviates uncertainty. 


By applying the stick at the great toe joint and at the junction of 
the little toe the width may be ascertained. Thus, on this stick the MAIL THIS COUPON NOW! 
length, width and hosiery size are indicated and costly misfits pre- THE SCHOLL MFG. CO., Inc 

»nte * cuess ; Ys . 213 W. Schiller St., Chicago 
ve mie d. Don’t guess—know your customers shoe requirements and 42 W. 14th 80. Now York 
this little device will pay for itself many times. No shoe store is Please send. Dr. Scholl’s Wide Style Foot 


complete without it. Send in your order today. Measure at $3.00 each. 


THE SCHOLL MFG. CO., Inc. 
Makers of Dr. Scholl's FOOT COMFORT* Appliances and Remedies 


213 West Schiller St., Chicago 62 W. 14th St., New York 
*Foot Comfort Reg. U. S. Pat. Off. 


Name__ 


Address_ 
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A Shoe Fitter’s Fantasy 


dooney’s head reeled with visions of feet, 
women, legs, stockings with holes in 
them, dirty bare feet, shoes, women.. ! 

Muldooney prided himself on the fact 
that he could look at a foot and tell what 
size shoe would fit it. He could also tell 
that it had been many a day since a 
size 5 had fit this particular foot. 
Snatching a size 7 off the shelf, he 
wedged her size 7 foot into it, and she 
sighed in appreciation. She minced 
around the room looking pleased, and 
then, more to make conversation than 
from any real desire to know, she asked, 
“What size is this?” 

Size Seven vs. Size Five 

“Size 7,” replied Muldooney truth- 
fully, wondering what difference it 
made what size it was as long as it pro- 
vided a proper fit. Still, that was an- 
other peculiarity about women buying 
shoes. You’d think they would leave 
their feet in the hands of the shoe clerk, 
who, after all, earned his living by fit- 
ting them correctly. 

The woman backed into the chair 
again and puffed at Muldooney. “Young 
man, I never wore a size 7 in my life. 
I asked for a size 5 and that’s what I 
always wear!” 

“But, Madam, all shoes do not run 
the same. It depends on the style, the 
make, and the...” 

“Nevertheless, I should like to try a 
5!“ the woman insisted. 

Resigned, Muldooney got the size 5. 
He wasn’t at all surprised that she 
couldn’t get her big toe in the shoe. He 
watched her struggles with amusement 
and muttered gleefully, “The customer 
is always right.” 

“What did you say, young man?” the 
customer panted. 

That was when something exploded 
in the hidden recesses of Muldooney’s 
being. He felt as carefree and airy as 
a ghost when he shouted at her, “I said 
you couldn’t get your fat foot into that 
shoe if you tried all day!” 


The Customer Is Always Right 

For a second he waited with bated 
breath, but aside from the bull-froggish 
bulging of the woman’s eyes, nothing 
drastic happened. He put her shoes back 
on her feet, bowed her out the door in 
a dukely fashion, and was happily 
whistling “MacNamara’s Band” when 
the next customer entered. 

Muldooney’s pug nose tried to curl 
with distaste as he viewed the young 
lady who stood before him. Her bedrag- 
gled appearance proclaimed an aversion 
for soap and water and, if one were to 
judge by the sullen expression on her 
face, for shoe clerks in general. 

“Have you that white shoe in my 
size?” she snapped. 

Muldooney snapped right back at her, 
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enjoying his new-found freedom, “What 
size do you wear?” 

“Seven B,” she informed him curtly. 

He brought out a white pump. As the 
girl prepared to stick her bare foot into 
the shoe, Muldooney pointed to a large 
card that stated emphatically, but tact- 
fully, that shoes could not be tried on 
in bare feet. “Can’t you read?” he 
barked. “If you havcn’t any footlets 
with you, I can’t sel] you a pair.” 

The mask of make-up on her face 
moved in a coy expression and she sim- 
pered, “But I have about fourteen pair 
of those things at home, and I hate to 
buy any more. Every time I buy shoes 
I buy another pair and I never wear 
them.” 

“That,” growled Muldooney, “is what 
they all say,” and he fished out a sock 
kept on hand for such emergencies. It 
had been tried on by numerous cus- 
tomers before. 

Holding the sock gingerly in two 
fingers, he handed it to her. The girl 
wobbled around in the shoe in front of 
the mirror smacking loudly on a wad 
of what appeared to be sealing wax. 
She eyed her foot from one angle and 
then another, every now and then giving 
a heave and a tug to her girdle. Fifteen 
minutes and four shoes later, she was 
still undecided. Muldooney § sighed 
audibly, wishing she’d make up her 
mind and quit wasting his time. 


What's $4.98 Between Friends 

“Madam, for $4.98 you can’t go 
wrong,” he finally groaned. 

“Well,” she said dubiously, “I got to 
think about it a while. I got so many 
shoes now that I can’t wear. 

Muldooney gritted his teeth as she 
went on. “Do you think these will 
stretch much? I hate to buy any more 
shoes till I’m sure they will keep their 
shape. Besides, I think this pair makes 
my legs look too big.” 

Muldooney chortled. “With legs like 
yours, don’t blame it on the shoe.” 

She glared at him and he leered back 
at her. She tried on all four pair once 
again, said she’d think it over, and wig- 
gled out the door. 

A short time later Muldooney gave a 
heart-felt, “Ugh!” as three women and 
five children came in. “They bring the 
whole family and all their friends and 
kids to try on shoes for fun while they 
wait for the bus,” he informed his 
guardian angel as he rolled his eyes 
despairingly heavenward. 

“Coxy’s Army” as he privately dub- 
bed the latest group, arranged them- 
selves to their satisfaction. One child 
wiped his dirty hands all over the glass 
showcases while another kissed and 
drooled happily over his reflection in 
the mirror. 


The women made themselves at home 
by firing up cigarettes and continuing 
a conversation that had been inter- 
rupted as they entered the store. 

Muldooney stood by patiently, going 
over the “Allegiance to the Flag” in his 
mind (for lack of anything better to do) 
till one blowsy blonde evidently remem- 
bered what she had come in for. 

“Have you a 6% in that sandal in the 
window ?” 

“Which one, Madam? There are ex- 
actly twelve different sandals in the 
window, and I am not clairvoyant.” 

She giggled and described the shoe. 
As he returned with the sandal in ques- 
tion, the two other women assailed him 
at once. 

“IT want an 8 quad in the same thing,” 
said one as she launched forth on a dis- 
sertation about her foot ailments. 


Enter the Happy Children 

The other vouched the information 
that she had worn a size 3, but would 
like a 9 now because since her opera- 
tion her foot had spread out a bit. Mul- 
dooney wondered just what sort of an 
operation would make one’s foot grow 
to such a mammoth size, but thought it 
more diplomatic not to ask. 

Amid such admonitions as “No, no, 
Hilda. Don’t pull Donnie’s hair!” and 
“Janey, if you don’t stop that this min- 
ute, I’ll beat you up! Do you want me 
to beat you up?” Muldooney got them 
all fitted. The one who had had the 
operation said her shoe was a little too 
tight. 

The blond, blowing smoke out her 
nose like a dragon, and hanging on to 
a wiggling two-year old in her lap said, 
“Why doncha just wear the shoe box, 
dearie?” and then they all went into 
gales of laughter. 

Muldooney didn’t even bother to 
smile. That gag was older than the shoe 
business. 

“Have you anything else we haven’t 
seen?” one of them asked. 

Poor, harassed Muldooney looked at 
the array of shoes on the floor and 
thought to himself that they had seen 
everything but the men’s room. 


The Middle-Aged Bobby Soxer 

The following customer was a middle- 
aged dame who tried to look like a bob- 
by-sexer. In a simpering tone, she 
asked, “Have you that shoe” (pointing 
in the window to first one and then an- 
other shoe) “in that eolor and a heel 
like that one with a closed back like the 
one over there?” 

When her arm stopped its weird gy- 
rations, Muldooney said frigidly, “If we 
had it, it would be on display.” 

“Oh,” said she, a bit taken aback. 

{Turn to Page 127, Please] 
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24-KARAT GOLD 


FOR WEAR 24 HOURS AROUND THE CLOCK! 


Time was when gold kid was a one-occasion shoe, for dancing 


away the hours at a party gathering. Now the same gold kid, 


in a genuine 24-karat finish, is prepared to step its way around 
the 24 hours of the day, perfectly at home anywhere and 


everywhere: 


For lounging at home 
For a gala brunch 
For lunch at the club 
For beach, boardwalk or cabana 
For afternoon bridge 
For tea or cocktails 
For informal dining 
For ballroom dancing 


For the boudoir 


Accessorize 24-karat gold kid shoes with 24-karat gold kid 


belts, bags, flowers, compacts. 


STERLING DIVISION 


ALLIED KID COMPANY 


2651 N. Fairhill St Philadelphia 








BOQ Ys Ker 


. have gone into the Rand Shoe for Men! No record can begin to recount the years of 
painstaking research into its lasts . . . of the critica! attention to the selection, tanning 
and finishing of its fine leathers . ..of the constant striving to simplify and 
improve its manufacturing processes. That's why the Rand Shoe’s fit is 
so superb, its appearance so sumptuous, its wearability and shape- 
retaining qualities everything we claim. In short you'll find the 
Rand Shoe for Men a brand with the determination to 


uphold its half-century reputation for value! 


> | MILE-CRYTERI 
OF SERVICE 


Roberts, Johnson & Rand 


Div. of I pany + St. Louis 3, Mo. 
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DISTRIBUTING POINTS 


These conveniently located whol distribut carry all TRADE 
BUILDER styles on the floor all of the time—a stock service prac- 
tically at your own back door. It means a more acequate selling 
stock of TRADE BUILDERS while keeping your stock inventory and 
inventory risk at a minimum. 

Smart styling, unusually fine leathers, unsurpassed fitting qualities 
and unexcelled craftsmanship make TRADE BUILDERS the greatest 
downright values you've ever seen — shoes that'll meet the toughest 
kind of competition. 

Start cashing in on TRADE BUILDERS—order your requirements TODAY! 





California 
Los Angeles, Chesney Shoe Co. 
sapementa, Van Voorhies-Phinney 


Colorado 
Denver, Kemp Shoe Co, 
Florida 
Jacksonville, J. H. Churchwell Co. 
ia 


Atlanta, Gramling & Collinsworth 


Illinois 
Chicago, Keehn Bros. 
Peoria, John Moser & Son 
Indiana 
Indianapolis, E. P. Bayless Shoe Co. 


lowa 
Cedar Rapids, Otis Leather Co. 
Dubuque, Merchants Supply Co, 
Maine 
Bangor, W. S. Emerson Co., Inc. 
Massachusetts 
Springfield, M. T. Shaw Shoe Co. of 
N, E., Inc, 
Michigan 
Detroit, American Shoe Co. 
Grand Rapids, Hoekstra Shoe Co, 
Saginaw, Michigan Shoe Co. 
Minnesota 
Minneapolis, Dodson-Fisher Ca 


Nebroska 
Lincoln, Branch Bros., Inc. 
Omaha, Driscoll Leather Co. 


New York il 
New York City, Powell & Campbell ' . MORT — Black 
Ohie Elk-tanned Kip, 
14-iron Lima Cord 
Cieceland: Bibow & Srail Shoe Co a Ss oe 
nd, Bibow ai 
Cleveland. Whitney-Roth Shoe Go. BURT — Same as MORT 
Toledo, Ainsworth 7 ~~ in Brown Elk-tanned Kip. 
Zanesville, Black & Grant HERB — es MORT 
Pennsylvania a 9¥-iron Oak Bend 
hiladelphia, Bell, Walt & Co. Inc. . 
Presborch, Newell & Schneider Co. 
York, D..S. Peterman & Co. 
Tennessee 


Bristol, King Bros. Shoe Co. 

Knoxville, McCallie Shoe Co. 

Memphis, Wm. R. Moor¢ Dry 
Co. 








Uteh 
Salt Lake City, Zion's Co-Operative 


Merc, Inst. * JS WHERE TO BUY 


Washington 
Washington Shoe Co. /, Z, Lf 
=. Raum Leather Ca. a / , N 7 


West Virginia 


i Co. 
mey DISTRIBUTED LINE 
Milwaukee, Gaenslen Bros, Leather 


c 
Oshkosh, H. C. Roenits Co, 


ean 














Leather Footwear Production 


In Canada Declines 


Montreal, Canada — Production of 
leather footwear in Canada in 1947 
amounted to 35,574,000 pairs, as com- 
pared with 43,255,000 in the preceding 
year, a decline of almost 18 per cent, 
according to figures just released by the 
Dominion Bureau of Statistics. Output 
in December amounted to 2,548,000 
pairs as compared with 2,737,000 in 
November and 3,144,000 in December, 
1946. 


Stocks of raw cattle hides in Canada 
at the end of 1947 totalled 693,000, an 
increase of almost seven per cent over 
the stocks held at the end of 1946, ac- 
cording to the Dominion Bureau of 
Statistics. Calf and kip skins advanced 
to 719,000 from 574,000, goat and kid 
skins to 145,000 from 118,000, horse 
hides to 60,000 from 33,000, while sheep 
and lamb skins were reduced to 77,000 
dozen from 85,000 dozen. 


Production of sole leather in Decem- 
ber increased by 38,500 pounds, as com- 
pared with the November figure. Deliv- 
eries increased by 496,000 pounds and 
finished stocks on hand decreased by 
208,600 pounds. In cattle upper leather, 
production decreased by 129,700 square 
feet, deliveries by 496,700 square feet, 
while finished stock on hand increased 
by 431,400 square feet. In calf and kip 
upper leather, production increased by 
406,900 square feet, deliveries by 174,- 
900 square feet, and finished stock on 
hand by 391,100 square feet. 


Summers Succeeds O’Hara 


As Buyer and Manager 


Philadelphia, Pa.—The A. H. Geut- 
ing Company has announced personnel 
changes in its organization. James 
O’Hara, after an association of 22 years 
with the A. H. Geuting Company, has 
resigned as buyer for children’s shoes 
in order to form a new connection in 
the shoe industry. 


J. Frank Summers, formerly man- 
ager of Geuting’s Germantown store, 
has been appointed to succeed Mr. 
O’Hara as buyer and manager of chil- 
dren’s departments for the entire Geut- 
ing organization. Mr. Summers has 
been associated with the Geuting Co. 
since 1919 when he began as a stock- 
boy and advanced to salesman, assist- 
ant manager and then manager. 


To succeed Mr. Summers as manager 
of the Germantown store, the company 
has appointed Edward McLaughlin, 
formerly assistant manager of Geut- 
ing’s Ardmore store. Mr. McLaughlin 
has been associated with the company 
since 1926 when he was employed as a 
stockboy. 
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Work shoes with this RAW CORD* 
sole and heel speak for themselves 


* We will gladly furnish a list of shoe 
manufacturers using this Gro-Cord 
sole and heel design. 


Trade Marks Reg. U.S. Pat. Ott., G-C R. Co. 


S EASIER IT 


March 15, 1948 


They say, “Longer wear from every pair.” Best known 
corded sole and heel design in the world. Millions of 
pairs worn “hard” by men and boys established their 
reputation. 


Made by Gro-Cord’s exclusive Multi-Angle-Cord* con- 
struction, this sole has cords at all angles all the way 
through. Safe, non-slip, weather-proof, long wearing, 
flexible. The Gro-Cord mark is nationally advertised to 
quicken sales; proved quality assures re-sales. 


GRO-CORD RUBBER CO., LIMA, OHIO 


0 SELL WITH 


Sa, _ 





THE 
STAMP 
OF 
APPROVAL 


Mothers are much more 
careful about selecting shoes for their children than they 
are in buying high-heeled opera pumps for themselves. 
That’s why the stamp of approval of Parents’ Magazine 
is so important to them when choosing footwear for their 
youngsters. Over two million mothers will see Promenade’s 
national advertising of “Little Judith” Foot Forms. They 
trust Parents’ Magazine and they will trust you too, when 
you show them “Little Judith” Shoes, the finest footwear 
for the feet of the future. 


WHY THEY BUY 


Our own exclusive #360 Nature Last. 
Molded Fit with 80 sizes and widths. 


Select leathers and choice materials. 





Goodyear welt and compo construction. 
Styled for pleasure and play. 
Priced for quick sales and profits. 











Write for the facts and figures. 


ROMENADE SHOE (ZorP. 


118 WEST BROADWAY - NEW YORK 13, N.Y. 


Salesmen’s Territories and Dealer Franchises Available. 








Retail Trade Quiet 
In Mining Center 


SCRANTON, Pa. — Sales volume in Scranton shoe 
stores during February was only fair as retailers ac- 
customed themselves to a period devoid of the stimulus 
of year-end clearances. Stocks were in good shape after 
extensive markdowns and promotions. Prolonged cold 
weather and increased unemployment are given as rea- 
sons for the quiet business which has prevailed since 
early this year. 

Low-priced footwear felt the effect of lack of buy- 
ing power more than style and quality lines. One ex- 
clusive store has found that its most extreme styles are 
the best sellers. While Spring business has hardly gotten 
underway, preliminary sales indicate that black suede 
will continue a leader, although more and more custom- 
ers are buying reds and greens. It is platforms, two to 
one, up to about $16.95. 

Ankle straps, sling backs, open toes and sandals are 
popular types in quality stores. It is believed that gold 
kid will do very well in Scranton this year. Buyer for 
a large department store predicts that conservative 
types will have a poor season. High Style merchandise 
is a more valuable asset, he believes, and advises a mod- 
erately bold buying policy to assure a store of shoes when 
it meeds them. This buyer is taking continual small 
markdowns on slow-moving items rather than risk 
larger reductions at the end of the season. 


Shoeman Gives To Hospital 


Laconia, N. H. — Former Gov. Francis P. Murphy, 
vice president of the J. F. McElwain Co., shoe manu- 
facturers, in Manchester and Nashua, and Mrs. Murphy 
have increased their memorial contribution to the La- 
conia Hospital Building Fund. 

They have donated $1,000 to the fund after con- 
ixibuting $10,000 in an earlier campaign. “I especially 
lake to give for improvement of facilities for caring for 
those who are ill,” the shoe manufacturer declared. 

Another gift to a similar cause was announced in 
‘“tymouth, where the United Shoe Machinery Corp. sub- 
scribed $2,500 to the $400,000 building fund for the 
new Sceva Speare Memorial Hospital. The contribution 
was made on behalf of the corporation’s two branch 
plants in Plymouth, the United Shank & Findings Co. 
and the O. A. Miller Treeing Machine Co. C. A. Parsley 
is superintendent of the United Shank plant and Albert 
Baxendale is manager of the Miller factory. 


British Utility Prices Increase 


Ortawa, OnTaRIO—From London, England, comes 
word that it is already clear that the temporary decision 
to increase manufacturers’ ceiling prices for utility foot- 
wear by 27' per cent does not represent the total in- 
crease that is required to meet higher costs of produc- 
tion. Steps are, therefore, being taken to discuss require- 
ments with the Board of Trade. 

It is said that shoe manufacturers are faced with a 
position which, if it could possibly be maintained would 
result in trade being carried on at a loss. Apparently, 
the official estimates regarding prices for leather on 
withdrawal of subsidies have proved to be substantially 
short of the mark. 

The director of the Boot Manufacturers’ Federation 
in England, G. R. Colvin, in a communication to mem- 
bers, refers to the difficulty which manufacturers are 
experiencing in obtaining delivery of sole and upper 
leathers. 
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Manufacturing and Markets 
(Continued from Page 94) 


land Shoe Market Week, beginning April 5, will prove 
the price testing ground for which the entire industry 
is looking. It is the first large showing of Fall styles, 
and reservations for sleeping rooms indicate a record at- 
tendance. 





Cincinnati 


In Cincinnati some retailers and manufacturers agree 
on one point—that costs on the general market will go 
down gradually, some having already begun to drop. 
Owing to a gradual buyers’ resistance, some believe, unit 
sales are falling even though dollar volume is about the 
same. One prediction is that when the cost of leather 
goes down, the general market will follow that trend. 
Manufacturers have noticed more salesmen trying to 
sell materials and not succeeding to any vast extent— 
another indication of lowered costs. 

Merchandise is easily obtainable, but manufacturers 
are handicapped by transportation difficulties from the 
East which have slowed up arrival of raw materials. The 
truck strike in Boston, followed by continuous snow- 
storms, held up deliveries. This trouble is expected to 
clear up soon, at which time manufacturing can proceed 
at its usual pace. 





lowa Retailers Set 


For Jubilee Show 


Des Mornes, Iowa — In the late months of 1910, 
a small group of Iowa shoe merchants thought it was 
time to have a Shoe Show in their home state. 

From this beginning, about fifty shoe-merchants 
worked and thought about that show. On June 29th, 
1911 that effort became the first lowa Shoe Show, held 
in Des Moines, Iowa. Just how much work and thought 
that group put into that first Shoe Show is now history, 
but it was a success. 

Through two world wars, through good years and 
bad years, through rationing and non-rationing, the 
lowa Shoe Shows have continued to grow. 

If it were possible for this Pioneer group to attend 
the Golden Jubilee Shoe Show to be held at the Hotel 
Fort Des Moines, May 9, 10 and 11, they would be more 
than proud of the growth of their idea. 

The May 9th show will be the 50th Shoe Show to 
be held in Des Moines. 

All plans have been completed to assure another big 
success by the Golden Jubilee Show Committee. E. N. 
Ochsner is chairman of the Entertainment Committee. 

O. R. Blechinger, chairman of the Reservation Com- 
mittee states that the show will again take over five 
complete floors. Approximately 40,000 samples of Fall 
footwear will be on display. 

Other officers of the Association who are cooperat- 
ing with the Golden Jubilee Show Committee are W. F. 
Crandall, President; H. C. Gruber, Vice President; B. R. 
Boyle, 2nd Vice President; H. S. Marple, Secretary and 
Treasurer, and C. P. Ortlund, Legislature. 
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.can be used in varied 


combinations to fit most floor plans. Made of seasoned oak 


Streamlined, versatile, LOW-PRICED.. 


panel in a modern, light oak finish. Wrapping counter, designed 


for efficient selling, features: a plastic top for lasting beauty, 
cash drawer, recessed base for easy floor cleaning, large linoleum 


covered wrapping counter, adequate shelf space for 
wrapping materials and hinged doors for easy changing of displays. 


ADDITIONAL INFORMATION UPON REQUEST! 


KORRECT-W 


iy 


y 
j 
— 


SEEN IN THE BEST CIRCLES 


Ss 


y, 


DISPLAY 


2300 LOCUST ST. © ST. LOUIS, MO. 


. $110 


WS35 WRAPPING COUNTER... 


WS34 SHOWCASE .. 


co. 


AMERICAN FIXTURE & MFG. 


Rear view of WS35 
wrapping counter 


. $395 


GW35 COMPLETE 3-PC. UNIT. . 





Everything white 
by Cavalier— 


There is a correct Cavalier Shoe dressing 
for every kind of white shoe. It retails for 25 


cents. 


Display and sell it with your white shoes. 
Be safe, recommend Cavalier Nursery White 
for baby footwear. Cavalier means greater cus- 
tomer satisfaction with white footwear. Order 
it from your shoe findings wholesaler. 


CAVALIER COMPANY, BALTIMORE 30, MD. 








Good Mailing List A Business ‘Must’ 


Unless Old Ones Are Reliable, They Should Now Be Discarded And New 
Ones Built From Sources Discussed Here. 


Now, since the day of competitive 
merchandising has returned, every shoe 
dealer is beginning to give attention 
once again to the use of every possible 
sale-producing method of advertising 
and promotion. And one of these is the 
mailing list; an old reliable method of 
reaching just the class of prospects to 
whom we wish to direct a specific sales 
message on either specific merchandise 
or our whole institution’s stock. 
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Pre-war lists are of course out- 
moded; and every shoe dealer knows 
full well that no matter how good his 
sales letter may be it will not produce 
results unless it is directed to the right 
group of prospective customers. 

All old mailing lists can well be dis- 
carded and a fresh start made, for five 
years have passed since their use and 
in that time so many changes have oc- 
curred in these lists that they are al- 


most obsolete in their entirety. So, 
where shall we turn for our new mail- 
ing lists to make certain that they are 
up-to-date, that addresses are correct 
and that we have the specific groups of 
people we desire to reach. Here are a 
number of mailing list sources which 
are today being used by those shoe deal- 
ers who have begun to put this all- 
powerful selling weapon to good usage 
Each can serve also as a source not only 
against which we can check our old 
lists but from which we can obtain new 
and valuable lists which, with good sell- 
ing letters and mailing pieces, will 
produce results. They can well serve as 
the “right people” to whom we can di- 
rect the available mailing pieces manu- 
facturers are even now making avail- 
able to merchants everywhere. 

1) Membership lists are always good 
if we pick the right organizations which 
should include our chamber of com- 
merce, technical and professional or- 
ganizations in our area, religious or 
fraternal or labor organizations, loca! 
trade groups, clubs, etc.; most of whom 
have membership lists which we can 
obtain. 

2) New telephone directories are al- 
ways a good source for names when we 
want a general over-all mailing list or, 
checked closely, can yield specific area 
lists, such as for neighborhood mailing 
purposes, etc. 

3) Customer lists of other firms al- 
ways yield good prospects, for these 
people are buyers. Lists of competitors 
might be worthwhile if they could be ob- 
tained but the customer lists of stores 
and firms that are not competitors are 
even more valuable for we may be the 
first to reach these people with our own 
merchandise. In most cases, swaps can 
be arranged with such fellow business- 
men to mutual profit. 

4) Utility lists are often available 
and give a good list of worthwhile cus- 
tomers since they will contain a large 
percentage of the home owners in our 
area. 

5) Subscription lists of local news- 
papers, local magazines or other publi- 
cations can be obtained where friendly 
relations with such institutions are 
maintained. 

6) Church rosters are generally al- 
ways available and here once again we 
have a good general list which will not 
have too many “deadhead” names. 

7) Credit bureaus offer execllent 
sources for selected names and, if we 
operate a credit business, are particu- 
larly valuable to us since we can be 
assured that all such mailings, if names 
are selected carefully, are going to be 
good credit risks. 

8) Automobile registration lists can 
be obtained in some areas and these 
produce a good list of prospective cus- 
tomers for any shoe dealer. 

9) Public officials sometimes compile 
good general lists which can be obtained 
for our use. County clerks, justices of 
the peace, tax officials, registration 


(Turn to Page 110, Please) 
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DR. POSNER’S 
Fy -oin foundation for success 


in retailing children’s quality health shoes 


FOR BOYS FOR GIRLS 


gt POSNER: 


SC HE mTIFIC 


SHVES 


GIVE YOUR CHILO 
CORRECT BODY BALANCE 





To keep Dr. Posner dealers on the track—and 
in the black we make available this 5 point 


program for a successful junior shoe operation. 


aa=2eA BALANCED LINE. This means shoes 
“from crib to college days”. You start with 
Dr. Posner's Ritestarts—for tots...and keep 
mothers coming back for larger sizes and styles 
for 10 to 15 years. 


weeeAN IN-STOCK SERVICE. We guarantee 
each month, delivery of seasonable, as well 
as basic stock shoes. This means less stock for 
you to carry—fewer lost sales—greater turnover 
—a smaller investment with consistent profit. 


«=«==LOCAL SALES AIDS. Our “on the ground” 
experience covers every phase of retailing 
children’s quality health shoes... our system of 
sales helps makes new customers—holds your 
old ones...and keeps them both coming back! 


====NATIONAL ADVERTISING IN COLOR. 
For 60 years the name has been nationally pro- 
moted. Color ads are now appearing in Parents’ 
Magazine, Good Housekeeping, etc. 


«=«==A NAME THAT LENDS PROFESSIONAL 
DISTINCTION TO YOUR STORE. The Dr. 
Posner name is known to millions of mothers 
and fathers who themselves wore these famous 
shoes. You start with the odds in your favor be- 
cause you tie your operation to a known factor. 


Hundreds of dealers have built a 
sturdy, profitable operation on 

Dr. Posner's 5-Point Foundation. Whether 
independent, junior shoe shop or 

better children’s shoe department ... 
this basic foundation has given 


them the structure for success. 


We've been making and selling 
children's quality health shoes for over 
60 years. We know many of the 
reasons for success—and some of the 
causes of failure—in retail 


store operation. 


Our cooperation has been helptul 
in guiding many a children’s shoe dealer 
to greater volume and profit. 


Due to expanded facilities, we can take on 
« limited number of new accovnts—serve 
them faithfully. Inquiries are invited. 


Show Rooms and Executive Offices: 116 W. 34th Street 
Chicago Sales Offices: Merchandise Mart, Room 1046 « Pacific Coast 
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First... the Veldtschoen waterproof shoe 
7... eee i 


ANGLESPIKE GOLF SHOE 
by whedus 


If you’ve looking for a shoe line 
with sales appeal, distinctive fea- 
tures and unsurpassed quality, 
don’t overlook LOTUS footwear. 

The LOTUS Veldtschoen, the 
world-famous waterproof shoe, has 
been extraordinarily well received 
since its post war debut in Octobe: 
of 1947. Many American testimo- 
nials now crowd the letter files, 
with those from Alaska, India, 
Africa and all points of the globe. 

And now comes the second 
LOTUS shoe with an exclusive, 
patented feature...the ANGLE- 


SPIKE GOLF SHOE. An extra 
row of 4 spikes, set at an angle on 
the inner edge of each sole, remains 
firmly embedded in a “no-slip 
stance” all during the golf stroke. 
Anglespikes assure a firm grip for 
increased power...help keep the 
swing in the groove. LOTUS AN- 
glespike golf shoes are superb ex- 
amples of English shoemaking... 
perfectly balanced, fit like a glove 
Norwegian pattern front, comes in 
solid brown Aquatite leather, 
brown and white buck and black 
and white buck. 


Nationally advertised in Esquire and 
the New Yorker. 





LOTUS FRANCHISES 
ARE AVAILABLE 


Write or Wire for Information. 


LOTUS SHOES wwe. 


549 W. 132nd STREET 
New York 27, N. Y. 





Good Mailing List 
A Business “Must” 
Continued from Page 108) 


clerks, license and permit clerks, and 
similar officials have such lists and can 
be persuaded to make them up for us 
for a nominal fee. 

10) Mailing lists themselves can be 
made to yield good additional names for 
lists; credit coupons good for purchases 
for such names offered regular custom- 
ers will secure lists of their friends and 
in some instances these names may be 
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obtained without any inducement what- 
soever. 

11) Press clipping bureaus can also 
provide lists of names from clippings, 
i.e., if the store covers a large territory, 
these newspaper clippings of marriages, 
birth announcements, business changes, 
removals, society news, etc., can all 
yield good names for our mailing lists. 

12) Mailing list firms exist through- 
out the country in all major cities and 
towns and not only general lists but 
specific lists of any sort can be ob- 
tained or rented from these firms at 
fairly reasonable charges. 


13) School lists are often good 
sources for specific area listings and 
can be used profitably. These, as with 
most other such lists, should be checked 
most carefully for duplication as well 
as for specific needs we may have at 
the time. 

14) Rental offices can provide good 
lists and also enable us to correct our 
current lists and keep track of move- 
ments in our trade area. Naturally 
such lists have their own limited value 
but can be profitably used. 

15) Newspaper carrier boys can 
readily provide good lists from their 
route books particularly when we may 
desire lists to cover specific areas or 
neighborhoods. Almost any carrier boy 
will be glad to copy his customer lists 
for a small sum or desirable merchan- 
dise. 

16) Postoffice mailing of material can 
be done in rural areas without specific 
names; if the selling message can be 
profitably presented to rural areas the 
shoe dealer should inquire of his post- 
master how these bulk boxholder mail- 
ings are handled for rural routes. 

17) Selective service offices contain 
good lists for such group mailings and 
most discharged veterans are good 
prospects for all kinds and t'pes of 
merchandise for themselves or their 
families. 

Each of these seventeen sources of 
names for our mailing lists will give 
us fresh, up-to-date lists and reduce to 
a minimum the amount of waste in such 
mailings. We can reduce such waste, 
which is never profitable, to a minimum 
by careful checking of our lists to make 
sure that the people to whom our mes- 
sage is being sent to have a specific need 
for what we are selling therein and can 
afford to purchase that commodity. 

Our lists can well be periodically 
checked and re-checked as often as it is 
possible to do in order to make cer- 
tain that they are always alive. Mail- 
ing lists can “grow sour” speedily; reg- 
ular and thorough checking of such 
lists will prevent this. 


New Shoes Given 
New Babies 


Fairmount, Ind.—The popularity of 
free items of merchandise to the first 
baby born in a new year, has prompted 
the E. & A. shoe store to make the offer 
a year-round one in Liberty and Fair- 
mount townships. The shoe firm will 
give a free pair of shoes to each baby 
born in these two townships during the 
entire year of 1948. 


Men’s Store Opens 


Shoe Department 

Kokomo, Ind.—Galbreath & Stewart, 
Inc., 219 N. Main Street, men’s wear 
store, has opened a new men’s footwear 
department, featuring Bostonian shoes 
and Mansfield shoes for men. 
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9168 White Linen 
& Brown Coif 
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9262 Wheet Linen 
& Ton Elk 
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9177 White Buck & Bive 
Calf Tip And Fox Spectator 


AAA to 10 
to ? 


9178 Same as 9177 
With HH 
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‘Jobs In Fine Shoes From Fine Sources’ 
79-81 Reade Street, New York 7, N. Y. 
Cable Address: ALBARISHOE + Phone WOrth 2-5180-1 


e SHOES e 


“$1.35 Net 


Immediate Dx a 


visit us 

THE APRIL SHOE SHOWS 

LAND SHOE & LEATHER SHOW 
te 9. . . Besten 

opely Pleze (Ne. 137) 
MANUFACTURERS FALL OPENING 
1) te 15 . . . New York 
New Yorker 


SHOE SHOW 
Week April 18th . . . New York 
Hotel McAlpin 


NATIONAL SHOE FAIR 
April 25 te 29. . . Chicege 








1018 ie GOLD suse: 








Sraxe YOUR CLAIM to these spar 
kling Sandals in glamorous gold! 


Perfect for street wear and fashionable any 
where 
There'll be star dust in feminine eyes and 


added gold dust for 
this right price 


IMMEDIATE DELIVERY 


e 4 ptlon 
MO & 
° 
Ss 143 DUANE STREET 
wor © 


your money belts at 


NEW YORK 13, N. Y. 


CAVE AVES) SAVE PV ED) SAVE PVE CFE OES) OS 
SACs e SAGER S IES NSIS 









GOLD DREAM GOLD DAZE 
= 2140 2138 
and many others in stock 
Sizes: $ S%Hto?, M4to 9 












Shoe Leaders Volunteer As Arbitrators 





Parallel Adjustment Services Set Up by National Association of Shoe 
Chain Stores and New England Shoe and Leather Association. 


Boston, Mass. — Leaders of the vol- 
ume shoe industry, representing re- 
tailers and manufacturers, were recent- 
ly named to serve on conciliation and 
arbitration panels as part of the oper- 
ation of paralle] adjustment services by 
the two major trade associations serving 
that branch of the industry. Jack M. 
Schiff of the Shoe Corporation of 
America, Columbus, Ohio, and Daniel 
J. Danahy of The John Foote Shoe Co., 
Brockton, Massachusetts, chairmen of 
the Trade Relations committees of the 
National Association of Shoe Chain 
Stores and the New England Shoe and 
Leather Association, respectively, made 
public the names of panel members who 
would be available to act on behalf of 
parties in either branch of the industry 
who called upon their association ad- 
justment services for amicable adjust- 
ment of buyer and seller disputes. 


The following members of industry 
have agreed to serve on the conciliation 
and arbitration panels of the National 
Association of Shoe Chain Stores: 


Dan M. Collier, vice-president of the 
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Dan Cohen Company, Cincinnati, Ohio, 
one of the oldest shoe chains in the 
United States and a member of the 
board of directors of the NASCS; Mark 
A. Edison, vice-president in charge of 
merchandise, Edison Bros. Stores, St. 
Louis, the world’s largest women’s shoe 
chain and a director of the NASCS; 

David W. Herrmann, vice-president and 
general manager of Miles Shoes, Inc. 
knd-first vice-president and director of 
the NASCS; I. M. Kay, president, The 
Berland Shoe Stores, St. Louis, first 
president of the National Association 
of Shoe Chain Stores, and presently a 
director; J. O. Moore, president of the 
Miller-Jones Co., and of H. C. God- 
man Company, Columbus and president 
of the NASCS; Alfred L. Morse, pres- 
ident of Morse’s Inc., Boston, and a 
director of the NASCS; Frank J. Schell, 
in charge of all shoe merchandising for 
Sears, Roebuck & Company, Chicago, 
and second vice president of the 
NASCS; Jack M. Schiff, vice president 
of Shoe Corporation of America, 
Columbus, and director of the NASCS; 


Milton Simon, president of Simco Shoe 


Stores, New York, member of the board 
of directors of the NASCS; David L. 
Slann, president of Butler’s Inc.. Atlan- 
ta, a leading southern store chain store 
company, and member of the board of 
directors of NASCS; George L. Smith, 
president of G. R. Kinney Co., New 
York, national chain of family shoe 
stores, and treasurer and director of the 
NASCS since its founding. 


The following shoe manufacturers 
will serve on the Arbitration Panel of 
the New England Shoe and Leather As- 
sociation: 


Men’s Shoe Manufacturers — George 
A. Dempsey, Crossett Shoe Co., Boston, 
Mass.; John E. Lucey, John E. Lucey 
Co. Inc., Bridgewater, Mass.; John 
Foote, The John Foote Shoe Co., Brock- 
ton, Mass. 


Women’s Shoe Manufacturers—Dan- 
iel J. Danahy, Dan Danahy Shoe Co., 
Brockton, Mass.; James J. Molloy, Sal- 
vage-Molloy Shoe Co., Manchester, N. 
H.; N. P. Lyons, Saco-Moc Shoe Cor- 
poration, Portland, Maine; Myer Saxe, 
Kesslen Shoe Company, Kennebunk, 
Maine. 


Children’s Shoe Manufacturers— Rob- 
ert H. Adams, Crest Shoe Company, 
Lewiston, Maine. 


Slipper Manufacturers — Stuart H. 
Armstrong, Wiley - Bickford - Sweet 
Corp., Worcester, Mass. 
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W. L. Douglas 
Reports 1947 Income 


Brockton, Mass. — At the annual 
meeting of stockholders, Joseph W. 
Bartlett, president of W. L. Douglas 
Shoe Company reported that, after pro- 
vision for taxes, the net income of the 
company for the year ended December 
31, 1947, amounted to $178,279.30, which 
compares with the net income of $413,- 
494.27, after provision for taxes and 
contingencies for the year, 1946. After 
deducting dividends of $108,913.20 
which were paid during the year, the 
earned surplus account shows an in- 
crease of $69,366.10. 

Current assets at December 31, 1947, 
amounted to $3,636,575.96 while current 
liabilities amounted to $1,021,443.78, 
making a net working capital of $2,- 
615,132.18, compared with a net work- 
ing capital of $2,991,712.16 on Decem- 
ber 31, 1946. The decrease ($376,579.98) 
in net working capital is due princi- 
pally to the expenditures of approxi- 
mately $495,000 for machinery equip- 
ment, ete., for the company’s new 
factory at Scranton, Pa., and for im- 
provements in retail stores, etc. - 

During the year of 1947 salaries and 
wages paid to employees amounted to 
$3,266,638.28 as compared with cor- 
responding payments of $2,739,945.07 
for the year 1946, an increase of $526,- 
693.21 for the year 1947. Sales for the 
year 1947, which exceeded ten million 
dollars, show an increase of $574,917.61 
or approximately 6% when compared 
with the preceding year. 





Traditionally Western! 


WEST EX BOOTS’ 


original, colorful patterns, fine craftsman- 
ship and quality leathers are designed to 
please the most discriminating wearer 
whether he is a seasoned cowman, dude 
rancher or just likes to wear boots. 


Be sure you are 








well stocked with 
nationally adver- 
tised WESTEX 
BOOTS to meet 
the ever increas- 
ing demand for 


WESTEX BOOT 
AND SHOE COMPANY 


P. O. Box 38, Wichita Falls, Texes 
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A specialized service for the Shoe Merchant... 


* Forecast of Fashion Trends that affect his 
Personalized advertising to accelerate 


Accessories to complement his shoes. 
Promotions to make new “hits”. 

New York market representation. 
Stimulating merchandising counsel. 

The fee is modest — the returns great. 


Write for detoils 


Ss. HARRIETT GOUPLIN PORTEOUS 


Associates 


" PUBLIC RELATIONS — SHOES Fi 
%, 40 Fifth Avenue e New York 11, N. Y. 
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Cox’s Opens Three New 


Shoe Departments 

Waco, Texas—Cox’s, one of Waco’s 
finest department stares, has opened 
three new shoe departments, under the 
management of Dan Duncan, veteran 
of years of experience in shoe stores of 
the South. 

The new departments are not leased 
departments, the management said. 
Duncan will personally supervise the 
buying for the shoe departments and 
will manage them, under the super- 
vision of the store’s owners. 

Among the brand names featured in 
the men’s department are Stacy-Adams 
and Bostonians for men and Bostonian 
Juniors for boys. The women’s shoe 
department will include shoes by I. 
Miller, Paramount, Matrix and Gold 
(Red) Cross. In the children’s depart- 
ment Poll-Parrott shoes are the main 
attraction. 





Ruth Fair of Nieman-Marcus 
Company Retires April 1 

Dallas, Texas — Stanley Marcus, 
executive vice-president of Neiman- 
Marcus Company, famous Texas spe- 
cialty store, has announced that his 
assistant in charge of fashion promo- 
tion, Mrs. Ruth Fair, will retire from 
business, effective April 1. 

Considered one of the leading figures 


in the fashion promotion field in Amer- 
iea, Mrs. Fair joined the store in 1939 
on the sales staff in the Decorative 
Galleries, later becoming a member of 
the Younger Set Shop staff and the 
modeling staff. She was fashion show 
director and assistant Sport Shop, 
buyer oefore becoming Mr. Marcus’ 
assistant in charge of fashion promo- 
tion. No successor has as yet been 
selected. 





Opens Second Store 


Brooklyn, N. Y.—Herman Esgar— 
Podiatrist, who operates the Junior 
Boot Shop at 817 Utica Avenue, Brook- 
lyn, wishes to announce the opening of 
his second unit at 226-15 Merrick 
Bivd., Larelton, L. 1. He will use the 
same type of operation, a normal and 
corrective shoe shop. He will stress his 
long cherished policy of proper fitting 
of normal and corrective footwear for 
children, using third dimensional fit- 
tings—length and width measurement 
plus gait motion. 

His past performances along this 
line have been quite successful as proven 
by the pediatricians, physicians and 
podiatrists’ prescriptions on file. His 
trained and able assistants are Matty 
Schiff and Julie Sunshine, who will be 
in the Brooklyn store. Morris Kevelson 
and Herman Esgar will be in the 
Laurelton store. 
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WINDOWS THAT SELL SHOES! 
Sparkling-clear, Plexiglas shoe display sets 


produce more sales. 


Set illustrated 25 pieces complete 
Satisfaction Guaranteed 
Order by number Set K-12 





Write for catalog “MODERN DESIGN ON DISPLAY” 
Representatives in Principal Cities 








Pattern #330—c combination binding —soft, beoutiful 


grosgrain-type ribbon combined with pliant, easy to handle cotton. 


Pattern #330 comes in standard colors and can be dyed to your 


ROGER KENT COMPANY... 


211 N. Seve 





specifications. When filling your binding needs—remember Pattern #330 
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Salvage Named Chairman 


of Shoe Division 


Boston, Mass. — Louis H. Salvage, 
President of Louis H. Salvage Co., re- 
cently accepted the National Chairman- 





LOUIS H. SALVAGE 


ship of the Shoe Division of the 1948 
United Jewish Appeal campaign for a 
minimum of $250,000,000 for overseas 
relief and rehabilitation for the up- 
building and security of the Jewish 
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state in Palestine and for aid to refu- 
gees reaching the United States. 

In accepting the U.J.A. post, he 
called on manufacturers and others in 
the industry throughout the country to 
give their full support to the United 
Jewish Appeal “Year of Destiny” cam- 
paign, largest private philanthropic 
venture ever undertaken in this coun- 
try. 

The $250,000,000 drive, which is 
headed nationally by Henry Morgen- 
thau, Jr., former Secretary of the 
Treasury, supports the world-wide 
programs of the Joint Distribution Com- 
mittee, the United Palestine Appeal, 
and the United Service for New Amer- 
icans. 


Milliron’s Department Store 
Appoints Arne As Buyer 


Los Angeles, Cal.—Milliron’s Depart- 
ment Store has announced the ap 
pointment of Preston Arne as buyer 
for all shoe departments. He was for- 
merly with Gimbel’s’, Milwaukee, where 
he was shoe buyer and merchandiser of 
their main store for 22 years. 

Mark E. Valentine, vice president 
and general merchandise manager of 
Milliron’s, who announced Arne’s ap- 
pointment, said, “In line with our store- 
wide expansion and modernization pro- 
gram we feel key buyer personnel to 
be one of the vital phases of such a 
program, and we foresee an important 
contribution to our organization by Mr. 


Arne with his knowledge and experi- 
ence. 

Mr. Arne’s assistant in the men’s 
women’s and children’s shoe depart- 
ments in the basement and in the chil- 
dren’s department upstairs will be Ear] 
Williams. In the men’s and women’s 
shoe departments upstairs Gilbert Cas- 
tro will be assistant. 





Foot Clinic Finds 82 Per- 
cent Of Women Misfitted 


Rockland, Mass.—The National Foot 
Health Council announces that in a re- 
port recently issued, which included pa- 
tients examined at the Foot Clinic of 
the Grace Hospital in Connecticut, 82 
per cent of the women examined were 
wearing improper size shoes, and 29 
per cent were wearing short stockings. 

This clinic is operated under the di- 
rection of Barnett Greenhouse, M.D., 
and Dr. Irving Yale, chiropodist, and 
is conducted by members of the Con- 
necticut Chiropody Society. 





New Merchandise Manager 


Toledo, O.—Sidney Dickler has been 
named divisional merchandise manager 
of ready-to-wear underwear, millinery, 
and shoes for the Lasalle & Koch Co., 
Toledo. Mr. Dickler formerly was asso- 
ciated with L. Bamberger & Co., New- 
ark, N. J. 
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Concentrate 
Your Buyin 
AT THE 


MARBRIDGE BUILDING 


Here you have the 
greatest continuous 
display of Men's, 
Women's and Chil- 
dren's Shoes, 

Shoes and Slippers 
in the country. 
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Reversible Lre-ettes 


Men's shoes look better, sell better when 
attractively formed with Fairy Form Tre-ettes. 

Made of lustrous, resilient Fairylite, 
Tre-ettes are rich-looking and snug-fitting — 
easy to insert and economical to use. Avail- 
able in any two-color combination of maple, 
mahogany or solid black finish with nickel 














part forms. 








knobs. For best results, use with M-61 fore- 


Write today for Bulletin 263B and prices. 











Kinney Shoe Managers Win Trip To Havana 
In Sales Contest 





15 of the top Kinney shoe managers photographed outside the capitol building in 
Havana, Cuba. These men were winners in a sales contest which gave them a trip to 
the executive offices in New York plus a 13 day cruise to Nassau, Miami and Havana 
with all expenses paid. They sailed on the S. S. Evangeline. Top row—Left to right: H. 
B. Millard, Pottstown, Pa.; J. Jones, Riverhead, L. 1.; E. M. Alberts, Milwaukee, Wisc.; 
G. W. Payne, Jackson, Tenn.; Don Perry, Detroit, Mich.; W. A. Mason, Abilene, Tex.; 
Carlton Chance, Uniontown, Pa.; B. J. Rosszell, Rockford, Ill. Bottom row—Left to right: 
A. R. Hahn, Freeport, Ill; E. Johnson, West Allis, Wisc.; S. A. Joyner, Washington, D. 
C.; B. E. Shanon, Milwaukee, Wisc.; J. Elston, Laredo, Tex.; A. D. Hutchinson, Pitts- 
burgh, Pa.; E. C. Schock, East Detroit, Mich.; C. J. Hannon, Sales Promotion Manager 
of New York, who was in charge of the group. 
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A. C. Lawrence Appoints 


Two New Managers 


Boston, Mass. — A. C. Lawrence 
Leather Co. announced the appointment 
of Herbert J. Somers as Manager of 
its Shoe Side Upper Leather, Patent 
Leather, Bag, Case and Strap, and Cut- 
stock Departments, under Arthur V. 
Rice, Vice President and Director. The 
Company also announced the appoint- 
ment of John E. Packard as Sales Man- 
ager of its Shoe Side Upper Leather, 
Patent Leather and Cutstock Depart- 
ment. 

Mr. Somers has been with the Com- 
pany since 1924 and has had wide ex- 
perience in the Side Leather Division. 
Much of his time has been spent in 
raw stock buying, and for the past five 
years, he has been assistant to Mr. Rice. 

Mr. Packard has had twenty years’ 
experience with the Company including 
raw stock buying and leather sales. In 
1945 he spent four months as Industrial 
Specialist, Upper Leather, with The 
Textile Clothing and Leather Bureau of 
the War Production Board. 





Wholesale Firm Liquidated 


Albany, N. Y. — Herrick & Company, 
one of the oldest shoe wholesalers in 
the Albany, N. Y., area, passed out of 
business recently. In 1900 this firm was 
operating on Broadway under the firm 
name of Smith, Pratt and Herrick. 
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British Industries 
To Hold Fair 


London, England—The second post- 
war British Industries Fair, the world’s 
largest national trade fair, is to be 
held this yéar from May 3 to 14. Alloca- 
tions of space to more than 3000 ex- 
hibits tepresenting 87 different trades, 
has been completed, and arrangements 
planned for the comfort and conven- 
ience of overseas visitors. 

Leather goods will be one of the main 
features of this year’s fair. The Leath- 
er, Footwear and Allied Industries Ex- 
port Corporation, at the invitation of 
Britain’s Board of Trade, are organ- 
izing a Leather Section at Earls’ Court, 
London, as a special feature, just as 
the Textile Section was highlighted in 
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1947. British leather craftsmen have 
a world reputation for their high-qual- 
ity goods. The display at Earls’ Court 
will show a representative selection of 
footwear, leather suitcases and hand- 
bags, goods which are being exported 
in considerably higher quantities than 
before the war. 


Celebrate Anniversary 


Columbus, Ohio — Gilbert’s, 210 E. 
Town St., here, celebrated its 42nd an- 
niversary in February. The firm has ex- 
panded from a shoe cobbler’s shop until 
it now has 18 different departments for 
fitting the entire family. Louis Feuer, 
store manager; Wayne McGrew, wom- 
en’s department manager, and Herman 
Rosenthal, merchandise manager, are 


executives of the store. Officials include 
Hiarry Gilbert, Ivan Gilbert, Mr. Rosen- 
thal, Mr. Feuer and Si Cohen. 


Shortage of Women Workers 


Decreases Production 


Glasgow, Scotland—tThe shortage of 
female labor in the rubber footwear 
industry is still a most tremendous 
problem and one which is limiting the 
fullest expansion of supplies for both 
the home and export trade. 

One reason advanced by the per- 
sonne] supervisor in a large Edinburgh 
rubber manufacturing factory is un- 
doubtedly that lack of day nurseries 
prevents hundreds of married women 
from re-entering industry. This firm, 
the North British Rubber Company, 
Ltd., has nearly 1500 women workers, 
but could absorb a considerably in- 
creased number with advantage to pro- 
duction. 

Married women, interviewed for em- 
ployment, have indicated that they 
would undoubtedly return to work 
were day nurseries provided, and a 
very strong case has been made out 
here, as in other rubber factory cen- 
ters, for the revival of war-time day 
nursery facilities, and even an exten- 
sion beyond that. 

In view of the vital importance of 
rubber in many of the export fields, and 
the high priority given to this work, 
the limitation of production is a par- 
ticular headache. 


Shoes Were Too Big; 
Owner Got Them Back 


Albany, N. Y. — A pair of size 22 
clod-hoppers were stolen recently and 
caused police here no end of trouble. 
They belong to Gilbert “Tiny” Reichert, 
7%4-ft. basketball star with the Detroit 
Clowns, who played in the Albany area 
a few weeks ago. The thief who stole 
them out of a locker abandoned them 
when he realized he or any other nor- 
mal man could get both feet into one 
shoe (and then some). Reichert valued 
them highly—the reason being that it 
would cost him $100 to have anothe: 
pair made to order. Police found them 
abandoned in an alley, and were trying 
to fit them to the days of the seven- 
league boots when Reichert turned up 
to reclaim them. 





Shoe Company Incorporated 


Detroit — The Hocking & Gillies 
Shoe Company, established here in 
1929, has been reorganized as a cor- 
poration under the name of the Hock- 
ing-Gillies Company, with a capitaliza- 
tion of $150,000. The original partners, 
Richard H. Hocking and John Gillies, 
remain the controlling owners. They 
now operate a chain of six neighbor- 
hood stores in Detroit and suburbs. 
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Stacy-Adams Shoes Are 
Featured by Boyd's 

St. Louis Boyd's, St. Louis recently 
ran an opening advertisement in the 
local paper announcing their exclusive 
promotion of Stacy-Adams Shoes as 
their feature top line of men’s shoes, 


“Boyds 


Or THE FINEST 1% MEN'S SHOES 


oo @ 9O8C0r, 








This advertisement was coordinated 
with an extensive display of Bromide 
blow-ups of factory scenes of Stacy- 
Adams craftsmen in all three of the 
Boyd’s stores, as well as a mailing of 
a consumer catalog to a selected list, 
illustrating all of the Stacy-Adams 
styles in stock at Boyd’s. 


The bromide photographic blow-ups 
will be installed after this promotion, 
as permanent displays in Boyd’s stores. 
There will also be a sustained program 
of newspaper advertisements featuring 
Stacy-Adams style creations through- 
out the Spring-Summer retail season at 
Boyd’s. 


Sales Up, Profits Off, 
Marshall Field Reports 


Chicago — Sales of Marshal! Field & 
Co. in 1947 soared to an all time high 
of $211,403,000 from $196,860,000 in 
1946, but profit declined moderately 
below the preceding year largely be- 
cause of the higher wage and salary 
costs, Hughston McBain, president, re- 
ported recently to stockholders. 


McBain emphasized the impact of in- | 
flation on the company’s business par- |— 
ticularly with respect to inventories. He 
explained that the company’s decision to 
omit a year-end dividend was influenced 
by two important factors. 

1—Increasingly heavy demands on 
funds to finance larger inventories and 
customer accounts receivable. 

2—Current high replacement costs of 
plant and equipment. These costs have 
doubled on the average making it neces- 
sary to retain in the business substan- 
tially larger amounts of income than in 
pre-war years to maintain modern and 
competitive facilities. 

He stated, “We possess no greater 
skill than others in the art of fore- 
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FLITE-STEP DIVISION —IDEAL SHOE CO.—PHILA. 6, PA. 


MADEMU 


Flite-Step takes the right 

step to bring America’s smartest 
dressed women into your store. . . 
to buy FLITE-STEP Shoes. And the 
FLITE-STEP line is complete, 
embracing dress, sports, casuals, 
walkers and correctives — all styled and 
priced for sales action. 


Are you on our mailing lists? If not, 
drop us a card, and receive regular 
notice of new additions to 

the FLITE-STEP line. 


KE 
£P Your «, Ow toe 
Al! 





4TH & ARCH STS., PHILA. 6, PA. 








ILLUSTRATED: Red Kid 


casting. Early in 1948 we find con- 
ditions good in the industries of which 
we are a part. We are moderately op- 
timistic about the level of business in 
the months immediately ahead, though 
we expect the pressure of rising costs 
upon earnings to be heavy. 

“We are concerned about inflation 
and we believe that the longer the in- 
flationary tendencies prevail the greater 
the ultimate threat to our whole econ- 
omy. Whether the economic and other 
hazards inherent in a period such as we 
have been passing through will give 
rise to serious problems for us during 
the next year or two we do not know. 


Black Kid Suvede........High ond Cuban Heel 
High & Cuban Heel 


White Kid Suede....High, Cuban & Flat Heel 


3 65 Sizes 2'2 to 10 


Add 25c for sizes 912 and 10 


We believe the possibility is sufficiently 
great to warrant the use of all prac- 
ticable caution in the formulation of 
policies”. 

Mr. McBain reported that merchan- 
dise on order Dec. 31, 1947 was $15,- 
000,000 compared with $16,400,000 a 
year earlier. The company proposes to 
continue as conservative a buying 
course as is consistent with its policy 
of meeting the wide demands of its 
customers, he explained. 


The company spent approximately 
$6,800,000 on capital improvements in 
1947. 
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“..and, Gentlemen, here’s how 


FIBRE-SORTING 








makes good shoes 


BETTER” 
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gt 







These photomicrographs tell the story. Note that the 
fibre structure of A and B are very similar . . . while C is 
obviously different. A and B would be well mated in a pair 
of shoes since both would wear at about the same rate. But 
to match either A or B with C would result in very uneven 
wear .. . and probably a customer complaint. 


&. ngland -Dlalton 


FIBRE-SORTED 
SOLES 


Cut soles and sole leather 


England-Walton’s experienced craftsmen match sole 
Pure oak bark tanned 


leather with great accuracy to insure more even flexibility 

. - longer, more even wear. That’s why England-Walton 
FIBRE-SORTED SOLES make good shoes better... 
give your customers a plus feature that keeps them com- 
ing back for more, season after season. 


England- Walton Division 


A. C. LAWRENCE 
LEATHER COMPANY 


Now that shoe customers are again looking for extra 
value in the shoes they buy, you'll do well to consider what 
England-Walton FIBRE-SORTED SOLES can do for 
your business. 
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RECORDER REVIEW OF CURRENT HAPPENINGS IN THE SHOE TRADE 


Sampling Heavy at Crowded Leather Show 


Exhibit at Waldorf-Astoria Hotel Draws More Than Eight 
Thousand, But Uncertain Price Future Keeps 
Buying at Low Level. 


New York—The semi-annual Leather 
Show staged by the Tanners’ Council of 
America in the Waldorf-Astoria Hotel, 
here, on March 2 and 3, brought a rec- 
ord turnout of well over 8,000 buyers of 
leather for shoes, luggage, handbags 
and accessories. Tanners exhibiting 
their products reported an unprece- 
dented amount of sampling which indi- 
cates heavy demand by manufacturers 
of leather products. 

Buyers from every state, South 
America, the Continent and Great Brit- 
ain, participated in the two-day show. 

Sampling was brisk among the eighty 
tanners on opening day with few orders 
taken, but a rather large volume of busi- 
ness was handled on the second day. 

Prices quoted by various manufac- 
turers indicated that prevailing prices 
on cattle sides were 54 cents per square 
foot for extremes and 52 cents for large 
sides. Suedes were quoted at 85 cents 
and upward depending on the grade 
and quality, and suede calfskin $1.15 
and upward. Grain calf varied sub- 
stantially. Kid leather from imported 
hides showed no appreciable difference 
compared to previous high quotations. 

The leather on exhibition at the 
Waldorf-Astoria reflected the intensive 
preparation made by tanners to meet 
the demand called for by merchandising 
emphasis on leather as value for con- 
sumers. In the recent show there was 
shown the largest array of colors, fin- 
ishes, weights and grains ever dis- 
played. Technical progress in recent 
years is epitomized in the breath-taking 
variety of leathers now made available 
by tanners for future shoe and other 
manufacturing output. 

Another reason for the importance 
of the leather show was the general 
acknowledgment in the shoe and leather 
trades that, in order to have goods 
available for consumers during coming 
months, adequate buying programs 
cannot be delayed. 

Speaking before members of the 
press, Irving R. Glass, executive vice- 
president of the council, stressed the 
importance of manufacturers making 
early selections and planning long 
enough in advance to assure themselves 
of an adequate supply. 

“Tanners, and their major customers 
producing shoes and leather goods, have 
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September Leather Show 


Dates Chosen 


The Exhibit Committee of the Tan- 
ners’ Council of America has announced 
the selection of Tuesday and Wednes- 
day, September 14 and 15, 1948 as the 
dates for the next Leather Show which 
will again be held at the Waldorf- 
Astoria, New York. Since Labor Day 
fall on September 6 this year, it was 
necessary to choose dates later in the 
month than has been customary. 





operated with extreme caution for more 
than a year”, he said, “As a result, 
supplies of material available for near 
term shipment and delivery are limited. 
Stocks of finished leather, for example, 
are considerably lower than in any pre- 
war year. 

“Attention to price trends is an ob- 
vious element at the leather show in 
view of the changes which have taken 
place in many commodity markets dur- 
ing the past month,” he continued, “The 
tanner’s position on prices is clear-cut 
and unmistakable; no iadustry has 
been more opposed to price increases 
made necessary by the rise in raw ma- 
terial and labor costs. As converters, 
tanners must contend with the fact that 
hides and skins account for 50 to 60 
per cent of their costs, and labor is 
the other major factor. Costs are di- 
rectly and unmistakably related to 
prices; it is changes in cost patterns 
that determine leather prices.” 

Although the leather show is de- 
signed to present new colors and 
finishes to shoe manufacturers and 
retailers, it has a great relation to 
consumer demand for staple and style 
merchandise. Months of intensive prep- 
aration are represented in the exhibit 
of every tanner. From the analysis of 
color trends made by leather producers, 
in collaboration with manufacturers 
and retailers, official colors are desig- 
nated. These are then distributed to all 
tanners to assure uniformity of new 
basic colors so that style in shoes and 
accessories may be coordinated. Con- 
sumers in every part of the country, 
shopping for shoes and accessories, or 

(Turn to Page 156, Please) 


Shoe Last Will Be 
Modified by Army 


Washington, D. C. — For the first 
time in 32 years the Army has ordered 
a modification of the lasts used in 
making service shoes and combat boots. 

In future procurements these two 
types of footwear will be made with 
flatter soles and with more room over 
the little toe area. The changes de- 
veloped by Quartermaster Corps tech- 
nicians in collaboration with the Med- 
ical Department after extensive studies 
and tests, are expected to result in 
better fit, greater comfort and im- 
proved foot health. The flatter sole will 
give better traction and improved wear- 
ing qualities. 

Although specifications embodying 
the revisions have been approved by 
the Army Genera! Staff, it will be a long 
time before the improved type footwear 
reaches the rank and file because suffi- 
cient stocks of service shoes and com- 
bat boots are on hand to supply the 
Army’s needs for four or five years. 
These reserve supplies were carried over 
from the war and because of their 
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Drop in Calfskin Market 
Retards Retail Buying 


Chicago— The decline in calfskin prices 
has had a noticeable effect on shoe 
sales, one large footwear manufacturer 
informed the BOOT AND SHOE RE- 
CORDER. “We are receiving telegrams 
daily from retailers,” he said, “wanting 
to know what reductions are to be made 
in prices at manufacturers’ levels. How 
can we tell them, when we hardly know 
ourselves. The calfskin market, in par- 
ticular, has dropped so fast that it has 
had a tendency to retard buying on the 
part of retailers.” 

Reductions announced by one large 
kid leather tanner in anticipation of de- 
clines in rawstock indicate that buyers 
can expect something like the follow- 
ing in the way of new kid leather prices: 

Kid suede in colors, 85, 78, 70 and 60c; 
kid suede white, 85, 78, 74 and 68c; black 
azd brown suede, 85, 78, 75 and 68c; 
colored glazed kid, large leather, 73 
down to 37c; small leather, 85 down to 
22c; black glazed kid, 86, 76, 66, 56, 46, 
40, and 33c; large leather, 5c less; 
slipper kid, small, 68 down to 37c; large, 
63 down to 27c; white glazed kid, large, 
52 down to 15c; and small, 80 to 26c. 
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I. Miller & Sons Open Store In White Plains 





New York — I. Miller & Sons has 
opened its newest shoe and accessory 
store on the corner of Mamaroneck 
Avenue and Mitchel] Place, White 
Plains, New York. The first I. Miller 
store to be located in a suburban area, 
it is the seventh I. Miller store in New 
York City, Philadelphia, Baltimore and 
Washington, D. C. 

The new building 50'x90’, designed 
with a suburban flavor, has an exterior 
of white-painted brick and a large 
corner area of open show window allow- 
ing complete visibility of the interior. 
Flower beds and shrubbery will com- 
pletely surround the new store, adding 
to its country atmosphere and blending 
with the surrounding landscape. 

The interior provides separate Salons 
for the selling of I. Miller shoes, In- 
genue shoes, Casuals and Playshoes, as 





well as an Accessory Department with 
modern facilities for displaying and 
selling I. Miller hosiery, handbags, 
gloves and other related merchandise. 

The walls are flanked with mirrors 
and the draperies have been specially 
dyed in yellow and gray to harmonize 
with the soft blue broadloom carpeting. 

Completely air-conditioned through- 
out, the new I. Miller store is designed 
to give the utmost in comfort and con- 
venience while shopping. Not a branch 
shop in any sense of the word, it is a 
full-fledged store designed to serve 
the community with a complete selec- 
tion of the same merchandise as that in 
their New York stores. 

The building was constructed by Wil- 
liam J. Goble of White Plains and the 
architects are Carson and Lundin of 
New York City. 





WCSTA To Have Fall 


Shoe Show in May 


Los Angeles, Calif—Sponsored by 
the West Coast Shoe Travelers Associ- 
ates, the semi-annual] West Coast Fall 
Shoe Show will be held in Los An- 
geles on May 9, 10, 11 and 12. More 
than 400 lines will be on display in the 
permanent sales offices in the Haas 
Building, with additional lines being 
exhibited at the Biltmore and Lanker- 
shim Hotels. 

Although last season’s show attracted 
some two thousand buyers from as far 
as Denver, Helena, Montana, and El 
Paso, Texas, the WCSTA expects this 
1948 Show to surpass this not only in 
attendance but also in importance. 





Buffalo Store Enlarges 


Shoe Department 


Buffalo, N. Y. — Flint & Kent has 
formally opened its completely re- 
modeled and expanded shoe department. 
This is part of the store’s current ex- 
pansion and improvement program. 

Seating capacity has been doubled in 
the new department. Special divisions 
have been established for women’s 
shoes, play shoes and children’s shoes. 
New lighting has been installed and 
completely concealed stock is a feature 
of the new department. 


120 


Shadow boxes and special counters 
are used for display purposes. Chairs 
are covered in leather with matching 
foot rests. 


Walton Shoe Salon 
Opened in Chicago 

Chicago, Ill—Opening of the new 
Walton Shoe Salon at 114 E. Walton 
Place here recently, marks the return 
of a familiar name to the Chicago re- 
tail shoe field. 

The new shoe salon, catering to the 
carriage trade, will feature Maurice 
Wolock shoes exclusively in the Chi- 
cago area. The store is owned by a 
corporation of which Maurice Wolock, 
New York shoe manufacturer, who 
formerly headed the Wolock & Bauer 
Shoe Salon here and Sydney Wolock, 
Chicago handbag manufacturer, are 
prominent members. 

The new shop, which is located in 
Chicago’s “million dollar mile” retail 
development of the North Michigan 
Avmue section, will coordinate all 
handbags, belts, gloves, hosiery, and 
other accessories with shoes. Two 
price lines of shoes, Walton Walk from 
$15.95 to $23.95 for the junior trade 
and the Maurice Wolock shoes from 
$29.95 up, are carried. 

The shop is decorated in a soft, semi- 
modern Chinese motif with very little 
open display. 


New Shoe Store Opened 
In Las Vegas 

Las Vegas, N. M.—Women’s and chil- 
dren’s shoes led sales during the open 
ing event of the Family Shoe Store her: 
last month. Dewey Duble, manager of 
the J. C. Penney Co., store in Stamford, 
Texas, for the past seven years an 


previously connected with Penney 
stores here and in Wichita Falls 
Texas, and his brother-in-law Gen 


Byrd, a retired railroad man are the 
owners of the new venture. 

The opening was one of the best 
planned and most successful promo 
tions of its kind in this area in recent 
months. A five column by twelve inch 
advertisement in the Las Vegas After- 
noon Optic on Thursday afternoon and 
radio spots on KFUN for two days an- 
nounced the opening. Two smaller ad- 
vertisements which appeared on the 
same page with the opening announce- 
ment featured Peters’ Shoes for men 
women, and children. 


Retail Sales Reported 
Up in Canada 


Ottawa, Ontario—The monthly index 
of retail sales in Canada, just released 
by. the Dominion Bureau of Statistics 
for the month of September 1947, indi- 
cates that the volume of retail trade 
in Canada was 16 per cent higher than 
in the same month a year previous, and 
8 per cent higher than in the imme- 
diately preceding month of August. 


This increase was larger than in any 
other month in 1947. Sales in the first 
nine months of 1947 averaged 10% 
greater than in the same period of last 
year. 


Shoe sales for September 1947, as 
compared with September 1946, showed 
an increase of 30%, with increases in 
all provinces. 


Adds Two New Shoe 


Lines For Women 


Chicago — Two new women’s lines 
have been recently added to the second 
floor footwear section of The Fair Store 
here and were introduced in special pro- 
motions during the pre-Easter selling 
seasons. The new lines, now carried 
exclusively by this store on State Street, 
featured in newspaper advertising and 
special windows are Arch-Aid and Tif- 
fany originals. 


Special emphasis has also been given 
shoes in an extensive costume coordi- 
nation program in fashion departments 
and in all main display windows. Using 
Navy as the basic color, navy shoes 
and shoes in other colors were dis- 
played. “Spirited Navy” was the name 
applied to the basic suit, dress and coat 
costumes shown not only with navy 
shoes but also “Dashing Red” and 
“Dramatic Mocha.” 
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Harriett Couplin Porteous 


Heads New Firm 

New York — New service to the shoe 
industry has been made available 
through the formation of the Harriett 
Couplin Porteous Associates. Heading 
the firm is Mrs. Harriett Couplin Por- 
teous, a fashion and advertising au 
thority well known to shoe retailers 
throughout the country. 





HARRIETT C. PORTEOUS 


The services of the new firm will be 
available to a limited number of manu- 
facturers for consultation on fashion 
and advertising as well as to retailers. 
Personalized advertising for the shoe 
retailer will form an important part of 
the work to be done by the new firm. 
This will include individually designed 
specific layouts for the retailer, planned 
and executed schedules, direct mail 
planning, high fashion individual shoe 
drawings, radio scripts, window sug- 
gestions and other dealer helps. 

By means of a special] monthly news 
letter, the Harriett Couplin Porteous 
Associates will keep their clients in- 
formed of fashion trends and their ef- 
fect on shoe retailing. The firm will 
also provide a resident buying service 
in shoes, handbags and accessories. 

Mrs. Porteous was advertising di- 
rector of the Johnson, Stephens and 
Shinkle Shoe Co. of St. Louis for eight 
years, and in 1944 received a Josephine 
Snapp Honor Award presented each 
year to the woman making the most 
outstanding contribution to the ad- 
vertising profession in the preceding 
year. 

Following her resignation from the 
St. Louis firm, she became director of 
publicity, advertising and promotion 
for the Carlisle Shoe Co. of New York, 
a position she held until her recent 
resignation to form the new public re- 
lations organization, which has tempo- 
rary headquarters at 40 Fifth Avenue. 





Higher Sales Reported 

Los Angeles, Calif. — Retail sales 
totaled more in December than in the 
same month last year, although by 
only a small margin, reports the re- 
search department of the Security- 
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“l'm back for another pair 
of FOOT REST SHOES!” 





That’s a satisfied customer speaking to a 


typical Krippendorf dealer. And that’s a 
“plus” value you can enjoy when you 
handle this well-rounded line of widely 
known, fairly priced, nationally advertised 


Foot Rest Shoes. 
| profit from this repeat business. 


THE KRIPPENDORF-DITTMAN COMPANY 


Write us — and find how you, too, can 
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$9.95 and $10.95 
Slightly Higher Denver West) 


CINCINNATI, OHI@ New York Showroom: Marbridge Bids 


*Nationally advertised in Vogue, Ladies’ Home Journal, Mademoiselle, Women's Home 
Companion, Good Housekeeping, The Grade Teacher, and The Instructor. 








First National Bank of Los Angeles. 
The dollar volume of sales of depart- 
ment stores in the Los Angeles area, 
for example, was up only three per 
cent over a year ago—about the same 
margin as in November. 


If higher prices this year are taken 
into account, it is clear that unit sales 
were down from 1946 throughout the 
Christmas shopping season. This situa- 
tion, of course, prevailed during most 
of 1947. Other types of retail outlets 
in general] made more favorable sales 
comparisons with last year than did 
department stores. 


Store Ownership Changed 

Jackson, O. — Notice has been re- 
ceived that the partnership heretofore 
existing between Ivor Jones and Mari- 
anna Thomas, under the firm name of 
R. W. Thomas Shoe Company, located 
here, has been dissolved as of January 
31, 1948. 

E. H. Varchman and George H. Sib- 
ler have bought the stock and fixtures 
from Mrs. Thomas and Ivor Jones and 
will run the business under the firm 
name of The Thomas Shoe Store. 

The R. W. Thomas Shoe Company 
had been in existence since 1876. 
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P= Aradette 


Fashion Success... 


Gold Rush “Aradettes” 


and you'll coin 


is on 


The 
plenty of profits with this 


outstanding line of “Gold 
Eyecatchers”. 


A CASUAL SHOE AT A CASUAL PRICE 
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feature the 
utmost in style . . . the 
acme in comfort . . 
the finest in workmanship 
Stock . . . Display . 
Sell “ARADETTES”. 


Yes! We have powerful mat ads 
for your newspaper advertising. 
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Elmo Roper Speaks At National Shoe Fair 


Marketing Consultant and Public Opinion Analyst to Summarize His 
Reactions of the Recent Survey Made for the 
Shoe Industry, On April 27. 


Chicago — The distinguished public 
opinion analyst Elmo Roper will address 
the Tuesday noon luncheon meeting, 
April 27, in the Grand Ballroom of The 
Stevens held during the 1948 Spring 
National Shoe Fair in Chicago on April 
26, 27, 28 and 29. 





‘ a(HERWEIGHT * 
*& 





122 


Mr. Roper is no stranger to the shoe 
industry as he has just completed a 
survey sponsored by the National Shoe 
Retailers Association and the National 
Shoe Manufacturers Association cov- 
ering the consumer use of shoes, reasons 
motivating selection of footwear, as well 
as other interesting questions which he 
will discuss at the luncheon meeting. 


Mr. Roper is a marketing consultant 
and a public opinion analyst with a 
New York organization of forty people 
and a field force of about two hundred 
and fifty people located in key spots 
all over the United States. A good deal 
of his work has been in the manufac- 
turing and public utility fields, but 
probably he is best known publicly as 
the man who conducts the research 
work for the “Fortune” Magazine Sur- 
veys of Public Opinion, which Survey 
predicted the presidential elections in 
1936 within 1 per cent, in 1940 within .5 
per cent, and in 1944 within .3 per cent. 
The “Fortune Consumer Outlook,” which 
Mr. Roper also conducts, appeared for 
the first time in the November 1947 
issue of “Fortune.” 


Among Mr. Roper’s clients are the 
American Meat Institute, The Tea Bu- 
reau, Standard Oil Company (N. J.), 
Owens-Illinois Glass Company, Ford 
Motor Company, TIME, Inc. He is a 
member of the Board of Directors of 
Spiegel, Inc., and the Traub Manufac- 
turing Company. He is also a Director, 
as well as Secretary-Treasurer, of 
International Public Opinion Research, 
Inc., an organization which he and 
Joshua B. Powers formed in September 
1945, for the purpose of doing market- 
ing research in Latin America. 

Other clients he has served during 
the fourteen years he has operated as 
a marketing consultant are such or- 
ganizatiens and institutions as Inter- 
national Nickel Company, E. I. du Pont 
de Nemours, Columbia Broadcasting 
System, New York Stock Exchange, 
National Broadcasting Company, The 
American Locomotive Company, Ethyl 
Gasoline Corporation and many others. 

His published works have been large- 
ly on the subject of what the American 
public thinks of labor and business. 
Some of them are: “So the Blind Shall 
Not Lead,” “The Public Looks at Big 
Business,” “ So the Willing Shall Not 
Want,” “The Public Looks at Labor 
Unions,” “What American Labor 
Wants,” and “Survey Pitfalls.” Since 
October 1944 Mr. Roper has been writ- 
ing a weekly column for the New York 
Herald Tribune and other papers en- 
titled, “What People Are Thinking.” 

In October of 1943 Mr. Roper was 
given an honorary degree from William 
College for his work as: 

“Pioneer in the field of Public 

opinion research, who has devel- 

oped and refined more precise 
methods of gauging the public 

mind and thereby given us a 

new tool of great promise for mer- 

chandising, for education, and for 
the better functioning of the dem- 
ocratic process.” 

The University of Louisville awarded 
him an honorary LL.D. in September 
of 1947. 

On February 15, 1948 Mr. Roper 
started a weekly series of broadcasts 
over the Columbia Broadcasting Sys- 
tem. This program, “Where The People 
Stand,” is heard each Sunday at 2:45 
p.m., E.S.T. 

Every shoeman, retailer as well as 
manufacturer, will want to hear Mr. 
Roper summarize his reactions of the 
recent survey made for the shoe indus- 
try, especially in this present period, 
when the economic picture is not too 
clearly defined. Advance tickets will be 
available and for those intending to have 
this unusual opportunity of listening 
to the individual who has developed, 
through scientific research, accurate 
forecasts of business trends, it is urged 
they reserve tickets immediately. Write 
National Shoe Fair for advance tickets. 


Boot and Shoe Recorder 





Me 










are the 
Tea Bu- 
(N. J.), 
y, Ford 
He is a 
ctors of 
fanufac- 
Director, 
rer, of 
esearch, 
he and 
ptember 
market- 


during 
ated as 
uch or- 
| Inter- 
ju Pont 
casting 
change, 
y, The 
, Ethyl 
others. 
| large- 
nerican 
isiness. 
d Shall 
at Big 
all Not 
Labor 
Labor 
Since 
h writ- 
vy York 
Ts en- 


” 


iz. 


Tr was 
Jilliam 


iblic 
vel- 
cise 
iblic 
3 a 
ner- 

for 
em- 


rarded 
ember 


Roper 
icasts 
Sys- 
-eople 
2:45 


ll] as 
> Mr. 
f the 
ndus- 
sriod, 
t too 
ill be 
have 
ning 
ped, 
irate 
rged 
Vrite 
kets. 


rder 





Dates to Remember 


New England Shoe Market Week, 
New England Shoe & Leather As- 
sociation, Statler and Copley Plaza 
Hotels and Parker House, Boston, 
Mass. April 5, 6, 7, 8, 


Parker House Shoe Show, Boston 
Shoe Travelers’ Association, Parker 
House Boston, Mass. 

April 5, 6, 7, 8, 9, 


Shoe Manufacturer’s Fall Opening, 
The Hotel New Yorker, New York 
City. April 10, 11, 12, 13, 14, 15, 


Shoe Show, Tri-State Shoe Travelers, 
Hotel Statler, Buffalo, N. Y. 
April 18, 19, 


Advanee Fall Openings, Guild of 
Better Shoe Manufacturers, in 
Members’ Showrooms, New York 
City. Week of April 19, 


Shoe Manufacturers Board of Trade, 
showing, Hotel McAlpin, New 
York City. April 19, 20, 21, 22, 23, 


National Shoe Fair, Morrison and 
Stevens Hotels, Chicago, III. 
April 26, 27, 28, 29, 


Fall Shoe Show, Central States Shoe 
Travelers, Muehlebach and Phil- 
lips Hotels, Kansas City, Mo. 


May 1, 2, 3, 4, 

Semi-Annual Shoe Show, North- 
western National Shoe Travelers’ 
Association, St. Paul Hotel, St. 
Paul, Minn. May 1, 2, 3, 4, 
Ak-Sar-Ben Mac Inc. at Paxton 


Hotel, Omaha, Nebraska. 
May 1, 2, 3, 4, 


Fall Shoe Show, Mid-Continent Shoe 
Travelers’ Association, Biltmore 
Hotel, Oklahoma City, Okla. 

May 2, 3, 4, 


Fall Shoe Show, Southeastern Shoe 
Travelers, Hotel Sheraton, Aug- 
usta, Ga. May 2, 3, 4, 5, 


Fall Shoe Show, Pennsylvania Shoe 
Travelers’ Association, William 
Penn Hotel, Pittsburgh, Pa. 

May 8, 9, 10, 11, 


Fall Shoe Show, Indiana Shoe Trav- 
elers’ Association, Severin Hotel, 
Indianapolis, Ind. May 9, 10, 11, 


Fall Shoe Show, Southwestern Shoe 
Travelers’ Association, Adolphus, 
Bake and Southland Hotels, Dal- 
las, Texas. May 10, 11, 12, 13, 


Fall Shoe Show, Midwestern Na- 
tional Shoe Travelers’ Association, 
Paxton Hotel, Omaha, Nebraska. 

May 15, 16, 17, 18, 


Fall Showing, The Ohio Shoe Trav- 
elers’ Club, Hotels Gibson and 
Netherland Plaza, Cincinnati, O. 

May 16, 17, 18, 19, 


Michigan Annual Summer Shoe Fair, 
Michigan Shoe Travelers’ Club, 
Hotels Pantlind and Morton, De- 
troit, Mich. May 16, 17, 18, 19, 


Second International Store Modern- 
ization Show, Grand Central Pal- 
ace, New York City. 

July 6, 7, 8, 9, 10, 
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' 7a STEP. 


Join the thousands of happy retailers 


selling these branded beauties. Feature 


nationally odvertised, popular- 


priced Flex Steps for profitable 


Spring and Summer selling. 


A complete line of “in-stock” styles. 


‘ 





@ Women’s Dress, Sport and Casual Shoes 


a 
. AOE Gey are 


20 N. Fourth Street 
Philadelphia 6, Pa. 


Collier’s Shoe Store 


To Open This Month 


Cincinnati, Ohio—Announcement has 
been made by Collier's, a new store 
to open this month in the Terrace Plaza 
Hotel Building, here, that Howard Wil- 
liam Hahnel, 102 Miller Lane, Fort 
Thomas, Ky., will be assistant to the 
buyer and merchandise manager for the 
company. He comes to Collier’s from a 
position as personnel director of the 
Queen City Manufacturing Company. 
Prior to joining Queen City, he spent 16 
years in the shoe department of Mabley 
& Carew Company, where he was as- 


Pg 
Cie... mown... MARGIE 


Black suede with gold 
bow and platform. 
$3.75 net. 





~ 


ROGERS & FISCHER 


HO 14'S (NSH. 


sistant to the buyer and merchandis 
manager for shoes for four years. 
The store will have separate wom- 
en’s, men’s, teen-agers’ and children’s 
footwear departments, X-ray and or- 
thopedic service are a part of the new 
establishment which will also feature 
an athletic footwear department, hand- 
bags, accessories and ladies’ hosiery. 


Store Remodeled 

Seattle, Wash.— The Fashion Boot- 
ery of Pike St., near 2nd Ave., Seattle, 
has undergone extensive face-lifting. A 
new store front has been installed 














Notables who were in attendance at the February meeting of the West Coast Shoe 
Travelers are left to right, front row: Joseph J. McBryan, vice-president, J]. Edwards 
Shoe Co.; Louis Hartman, treasurer, Hartman Shoe Mfg. Co.; Joseph Starr, Mackey 
Starr; Ben Batterman, Benatti Shoes of California; John L. Jerro, Jerro Shoe Mtg. Co. 
Back row, left to right: Ted Schrott, sales manager, Westport Division, Brown Shoe Co.; 
Wm. J. Collat, Studio Shoes of Calif.; Carl Winneguth, past president of WCSTA; John 
Bush, Brown Shoe Co.; Harry J. Evans, president NSTA; Jimmie Thompson, president 
WCSTA; John Llewellyn, sales manager, Superior Shoe Co.; Hans Springer, Cobblers, 
Inc., Los Angeles, California. 
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317 EAST 32nd St, NEW YorK, N.Y. OFFICE AND FACTORY 102 KANE sr., 






HOE SELLING 


wns Jo FURNITURE 





URNITURE 


OMPANY, INC. 


BROOKLYN, N.Y. 


Los Angeles, Cal. — A record-break- 
ing group of members and guests 
greeted President Jimmie Thompson as 
he conducted the first luncheon-meeting 
of the year of the West Coast Shoe 
Travelers’ Associates last month. 
Guests included Marcus Rice, shoe 
merchandiser for the Famous Barr, St. 
Louis, Mo., store; Paul Siegel, head of 
the newly formed Innes Shoe Stores: 
Dale Hutto, shoe buyer at Judd’s, Ba- 
kersfield, Calif.; Joseph J. McBryan, 
vice-president, J. Edwards Shoe Co.; 
Louis Hartman, treasurer, Hartman 
Shoe Mfg. Co.; Joseph Starr, Mackey- 
Starr; Ben Batterman, Benatti Shoes of 
California; John L. Jerro, Jerro Shoe 
Mfg. Co.; Ted Schrott, sales manager, 
Westport Division, Brown Shoe Co.; 
Wm. J. Collat, Studio Shoes of Califor- 
nia; John Bush, Brown Shoe Co.; John 
Llewellyn, sales manager of Superior 
Shoe Co.; Hans Springer of Cobblers, 
Inc. 

While many of the visiting shoe man- 
ufacturers addressed the gathering, 
the feature talk was given by John A 
Bush, chairman of the board of di- 
rectors of the Brown Shoe Co., who said 
in part, “We are in a great business. 
Every business is a great business when 
the consuming public buys all its 
products without recourse of any being 
dumped on the market as second-hand. 
We all have had about half a dozen 
years when success was not the result 
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of our efforts but the result of con- 
ditions. 

“Now we are in normal times again. 
This present condition means that 
values will be values. All of us must 
use our wits and ingenuity to keep 
going, as we are now passing through 
a corrective value period. Costs of ma- 
terials were all out of line. While no 
deep cuts are anticipated as far as we 
can see, we do believe we can give better 
values,” Bush averred. 

“As for the future, shoes will never 
again be what they were when I started 
51 years ago—just foot coverings. We 
must give our shoes that “new look” 
which will put them into that extra- 
pair sale category.” 

The following shoe men were ad- 
mitted as members: Bert Glass, Podos 
of California and Guild Shoe Co.; J. 
Harold Kellogg, Gray Brothers Shoes, 
Inc., Syracuse, N. Y.; Norman F. Canty 
of Oak Park, Ill., of Spalsbury Steis 
Shoe Co., St. Louis, Mo.; Ned Anderson, 
Carlisle Shoe Co., N. Y.; Allen R. Un- 
phrey of Tacoma, Wash., Vitality Shoe 
Co., St. Louis, Mo.; Jack M. Gross- 
man, M. K. Weil Shoe Co., St. Louis; 
Jerome Garber, Jayson Shoe Co., Los 
Angeles, Calif.. making a total mem- 
bership of 450. 

It was also announced that the fol- 
lowing vice-presidents were appointed 
to act as regional officers for the 
WCSTA in their respective territories: 
So] Burner, Bay area; Joe Gross, Port- 
land area; Harry E. McDonald, Seattle: 
W. Carl Riggs, Salt Lake City; John M. 
Colvin, Denver; Russel] G. Frownfelter. 
Dallas; Ed Keleher, E] Paso; Harry 
Benningson, St. Louis; Sam Schoenfeld, 
Eastern Coast; Edgar J. Sherman. 
Honolulu, T. H. 


Graham Brown Announces 
Promotion 


Dallas, Texas—Graham Brown Shoe 
Company, 710 Main Street, Dallas, 
Texas, announced the following promo- 
tions at the annual directors’ meeting 
held recently. Fred A. Brown, elevated 
from president to chairman of the 
board and succeeded by A. R. Smith 
as president; Frank H. Kidd, elevated 
from secretary-treasurer to chairman 
of the executive committee and suc- 
ceeded by J. E. Tisdale as secretary- 
treasurer. 

Mr. Brown, a veteran shoe man, came 
to Texas from West Virginia and start- 
ed Graham Brown Shoe Company in 
1911. He has been president of the firm 
since their incorporation in 1911. Mr. 
Kidd joined the company in 1913 and 
has held the position of secretary-treas- 
urer since that date. 

Graham Brown pioneered the field for 
shoe wholesalers in the southwest and 
from their modest beginning in 1911 
they have now expanded to a position 
of covering 10 of the Southern states 
with fourteen representatives traveling 
territory. The company has been in- 
strumental in the promotion of the 
Dallas and Dallas wholesale market 
during the past 30 years 





Want Your Own Store? 


More than 100 men, like yourself, 
are now profitably operating Health 
Spot Shoe Stores. They know shoes 
and how to fit them. These men are 
“in business” because they combined 
their specialized skill with the planned 
and proved Health Spot Sales and 
Fitting Program. 


You can own a Health Spot Shoe 
Store. You can provide a needed serv- 
ice for 7 out of 10 people, men, wom- 
en, and children, firmly establishing 
yourself in your own business. You 
will be backed by a nationally suc- 
cessful plan of operation, and the 
facilities of Three coordinated shoe 
factories. 


Your earnings will be more in pro- 
portion to your ability. And you will 
sell and fit a staple shoe, with a 
steady repeat at a fair profit . . . not 
subject to fad, fashion, or seasonal 
|} mark-downs. 


This is yoet opportunity to make 
your knowledge of feet and footwear 
|| pay off. Exclusive Franchises are now 
available in cities of 16,000 and up- 

ward... especially in New England, 
|| Eastern Pennsylvania, and New Jer- 
|] sey. There is a continuous need for 
Health Spot Shoes, an immediate need 
|| for men who want to get out of the 
|} rut. 





-MEN WITH AMBITION: 


If you have o store and want to grade up, 
or if you just have a job and want your 
own store. .. Write—Today—for complete 
details about the nationally successful 
Health Spot Sales and Fitting Plon. 











HEALTH SPOT SHOE COMPANY 


1240 Lowrence Avenue 


Chicago 40, Iilinois 
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JULIUS ALTSCHUL, INC. 


OUR 49th YEAR 
ONE OF MANY SHOES IN-STOCK FROM ALTSCHUL! 
A well styled, distinctive brown and 


white saddle available for immediate 
shipment. 


wait? Do it NOW! 


F510—6'4-8 B-E Spring Heel 

C510—8 1-12 B-EE Spring Heel 
M510—12%-3 B-E Rt. and Lt. Leather Heel 
L510—4-9 AAA-D 8/8 Rt. and Lt. Leather Heel 


All with “Saddle-Arch” (Cooky insole ) 
Except 612-8 Run 


Write for our new illustrated IN-STOCK folder. Why 


117-125 GRATTAN ST., BROOKLYN 6, N. Y. 











THIS 
SHOE SELLS 


N&M 
Widths 





1 INCH PLATFORM 


eee Output Up In Decssber 


Washington, D. C.—Footwear output 
in December totaled 40 million pairs, ac- 
cording to the Bureau of the Census, 
Department of Commerce. Production 
was 5% more than the 38 million pairs 
manufactured in November, and 2% 
above the output of 39 million pairs 
produced during December 1946. 

Shipments in December totaled 38,- 
602 thousand pairs valued at $149.5 
million, an average price of $3.86 per 
pair shipped. During November, ship- 
ments totaled 39 million pairs valued 
at $142 million. The average price per 
pair shipped in November was $3.63, 
and in December, 1946, shipments aver- 
aged $3.79 per pair. The increase in 
average price in December was the 
greatest of any recent month. 

In comparison with November out- 








put, all kinds of footwear showed in- 
creased production in December, except 
slippers for housewear and other foot- 
wear. Shoes, sandals, and playshoes for 
women recorded an increase of 8.7%, 
but was 4.4% less than the total pro- 
duced during December 1946. Men’s 
shoe production in December showing 
an increased output 13.7% more than 
November, totaled 9.3 million pairs. 
The use of leather outsoles which has 
declined since August dropped again; 
only 71.7% of the shoes and slippers 
were soled with leather as compared 
with 73.9% in November. 

Comparative production figures for 
December and November 1947 and 
December 1946, and the percent of 
change are shown in fhe following sum- 
mary: 

Production 
(thousand pairs) 


| Percent of change 
December 
compared with 


IMMEDIATE DELIVERY KIND OF FOOTWEAR 











. ‘ 
Dec. Nov. Dec. 
*« Black Suede—Gold Trim Bow || ae 1947 | «= 4946 a | Dec. 
* Black Suede—Gun metal pat. || _ (revised) | (revised) 1946 
plat. and bow. | — ———— ——| |- 
* Brown Suede—Gold trim bow | SHOES AND SLIPPERS, TOTAL ....... 19, 824 7,982] $39,068 4.s| 19 
*« Grey Suede—Gun metal pat. 
plat. and bow. | Shoes, sandals, and playsho0es <2... 35,777 32.561) #35,543 9.9) 0.7 
. . | 
* Blue Suede—Silver trim bow | a seiaianiicaaesilininin 9,313] 8.192 +9.210 13.7 j 
| Sete onO feed cme 1,55¢ 1,526} 1,793 2.0 —13.2 
$ H A N E $ H 0 E C 0 °|| Women’s 16,669 15,328 17,429 8.7 4.4 
EEE 2.612 2,35 2,012 10.9 29.8 
76 READE ST. N. Y.C. — > 301 aon 2.175 ad aw 
RRS re eaeaeee 1,878 1,649 1,894 13.9 —0.9 
Babies’ 1,358 1,325 1,030 2. 31.8 
go = 1 _ Slippers for housewear 4 4,894 915 27.4 21 
1 397 and —14.9 


Marketing Executives to Meet 
to Gird Against Deflation 


New York — Manufacturers and dis- 
tributors of industrial and consumer 
products will meet in New York City 
March 18 and 19, to discuss strengthen- 
ing the American economy and their 
own companies against possible defla- 
tion by improving methods of determin- 
ing and meeting market demands, the 
American Management Association has 
announced. 


126 


Athletic 
Other footwear 





Minus sign (—) denotes decrease 
+—Includes 198,000 pairs of shoes made on 


Nearly 1000 firms selling virtually 
every kind of product in the nation’s 
commerce will confer on preparing for 
the impact of more intense competition 
on pricing, sales budget controls, in- 
ventory, advertising, distribution costs, 
sales manpower, market research and 
allied subjects. 


government 


contract 


Store Destroyed by Fire 


Blytheville, Ark.—The Family Shoe 
Store, operated by J. T. Westerbrook, 
was destroyed by fire recently. The 
damage to the shoe store and an- 
other business house which was also 
destroyed, may exceed $175,000. 
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ONE PARK AVENUE, NEW YORK 16, N. Y. 





IN HOUSTON, TEXAS 


has the distinction of being 

one of the first department stores 
to use Thonet’s new modern 
Bentply furniture in its several 
sections, especially in the 

shoe department. Thonet—manu- 
facturers of fine Bentply as 
well as Bentwood furniture 
have been leaders in their field 


since 1830. 


®.....6 





1698 Merchandise Mart, Chicago, Ili. + Factories: York, Penn; Statesville, N. C.: Sheboygan, Wis. 
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A Shoe Fitter’s Fantasy 


“Well, I don’t see anything I like. Do 
you carry the Marionetta shoes? They 
are the only ones that fit my feet. The 
only place I have ever been able to find 
them is in North Willingsley.” 

“Then, I suggest, Lady,” said Mul- 
dooney politely as he opened the door, 
“that you go back to North Willingsly. 
Good day!” 

“Well, I never,” she gasped. And out 
she went. 

As if Mudooney had not already been 
suffering the tortures of the damned, 
the next woman to come in was a per- 
fect example of life’s major mystery— 
perpetual motion. At least, her mouth 
was. First of all, she was arrayed in 
purple from head to foot. Muldooney 
gaped at the purple-flowered dress, the 
purple high heels, a wad of purple 
flowers perched atop her pompadour, 
and a purple-flowered parasol. 

“I need some shoes,” she said in the 
manner of one imparting a slice of 
juicy gossip to her bosom friend, “that 
don’t hurt my corns. I don’t suppose you 
have anything to fit me. I have been in 
every other store in town and none of 
them have a thing I can wear. I can’t 
imagine what has happened to all the 
shoes there used to be.” She plumped 
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herself and innumerable packages down 
in three chairs while she continued her 
discourse without let-up. Muldooney 
gazed in fascination, wondering how 
so many words could come from one 
woman with no evidence of a pause for 
breath. 

“I don’t know what kind of shoe I 
want. Just show me something,” she in- 
vited. “I did have a pair of shoes about 
six years ago that are really the only 
ones that have ever been comfortable 
for me. You see, I have a broken toe. 
My husband accidentally kicked my toe. 
Sounds silly, but that’s what hap- 
pened.” She permitted herself one “tee 
hee” and rambled on. 

Muldooney was no longer fascinated 
with this gabby person. He advanced 
toward her with a definite glaze in his 
eyes. She paused for a moment and 
looked at him uncertainly, then squealed 
in alarm as Muldooney took her arm in 
a very firm grip. He handed her all her 
bundles and pushed her out the door 
saying, “Frankly, Madam, I am not in- 
terested in your biography. Try a psy- 
chiatrist.” 

By this time Muldooney was shaking 
noticeably and was ready to lie down on 
top of the show case to quiet his nerves 


when a high-pitched voice squeaked in 
his ear. “Young man, have you a shoe 
like the white one in the window with 
a heel like the black one and a—young 
man! For Pity Sake! He’s asleep! 
Young man!” 

Muldooney leaped out of the swivel 
chair and looked around wildly. A mild- 
looking, faded sort of female with 
glasses was looking at him in amuse- 
ment. 

“Oh, I’m terribly sorry, Madam. I 
didn’t hear you come in. I was just—er 
—resting my eyes.” He smiled gently 
at her and thought of his dream for a 
moment. 

Then he marshalled his forces for 
action, and bestowing his most winning 
smile in her direction announced, “T 
have just the shoe for you—with your 
trim ankles you’d make any shoe look 


like a million! 


Shoe Company Expands 

Austin, Tex. — The Secretary of 
State’s Office here has approved an 
amendment to the charter of the San 
Antonio Shoe Company which permits 
the company to increase its capital stock 
to $30,000. 
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AMERICAN MEDICAL 


ADVERTISED 





-ever been in AUS shoes ? 


Most buyers have—at one time or another. Slow deliveries, 


incomplete shipments, similar shoes instead of identical | 


shoes sent on re-orders. 


More and more shoe buyers are switching to Happy-Go- 
Lucky Infants’ and Children’s shoes to eliminate these | 
problems and to get these extra advantages: 





Finer quality shoes, beautifully styled 
and expertly made. 


National advertising to help you sell 
Happy-Go-Lucky’s. 


Large in stock department— prompt 
delivery —allows you to carry a small 
inventory. 


Fine Quality 


Associate (ION = Infants’ and Children’s Shoes 


3203-07 CHIPPEWA ST. LOUIS 18, MO. 
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ED WHITE JUNIOR SHOE CO. 





What’s New 


Goodrich Co. Has New 
Rubber Standing Mat 


Akron, O. — Designed to reduce o1 
relieve the fatigue, foot discomfort, 
tired and aching leg and back muscles 
which often come to a worker who must 
stand for long hours, often in small 
space, The B. F. Goodrich Company, 
Akron, Ohio announces a new sponge 
rubber standing mat. 

Bank and hotel clerks, cashiers and 
machine operators as well as many 
others who must work under the same 
conditions will welcome the new mat, 
the company says, since by ‘placing a 
softer material between feet and floor 
it cuts down fatigue and other discom- 
forts. 

The mats are 3-8 inch thick, 20 inches 
long, and 18 inches wide weighing 3% 
pounds apiece. 


Electric Shoe Shiner 





The electric shoe shiner, shown above, 
was designed primarily for shoe stores, ai- 
though the manufacturer anticipates a 
sale for the device in offices, homes and 
clubs as well. Its cabinet is made up in 
solid walnut or natural cherry finish. 

Advantages claimed for the electric shoe 
shiner are that (1) it reaches all the con- 
tours of the shoe and permits an even 
smoothing of the polish and that (2) its 
speed in accomplishing the job is about 
half that of the human effort. 





New Protective Coating 

New York — Leather and fabric sur- 
faces can now be protected from cor- 
rosion and deterioration by a new 
transparent liquid “skin” which is 
being introduced to the industrial world 
for the first time, according to an an- 
nouncement by its manufacturer, State 
Chemical Corporation, here. 

Called Permacote, the new protective 
coating was designed for use on sur- 
faces which require protection from 
moisture, acids, alkalis, alcohol, dyes, 
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lirt, dust, ete. It can easily be ap- 
plied by brush, spray or dip and forms 
a tough transparent coating which re- 
mains flexible and is resistant to abuse 
by either physical or chemical means. 
The new product is also said to be re- 
sistant to extremes of heat or cold and 
will not crack or chip in spite of the 
expansion or contraction of the surface 
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ont New Shoe Adhesive NATIONALLY ADVERTISED 
sma : y 
pany, Toronto, Ontario — A new synthetic 
onge rubber and resin-base adhesive that is NUMBER 846 
flexible and will, according to the man- : 
and ufacturers, “stick to anything,” is Tan and White 
nany known as 1711-R. It may be used for Crane Seamer 
same glueing such shoe materials as leather, ee VEICF 
mat, plastics, fabrics, cork, wood or paper. + id ‘1 “s Peace 
ig a The sponsors claim that it will provide oe rae eee 
floor a durable and prolonged tack. IN STOCK NOW! 
“om- 1711-R may be applied by automatic 
machine, spray gun or by hand brush- 
ches ing, is furnished ready for use in most 
3% cases. When liquid it is a rich cream 
color, dries to a light tan. Within 15 
to 30 seconds, depending upon the thick- 
ness of film and type of material, it ; 
develops a high degree of stickiness and e@ Thoroughly Tested Orthopedic Lasts 
adhesion. pend bond a formed is e Orthopedically Designed Coordinated Patterns 
yermanent and non-crystallizing, is un- : 
oer by ordinary temperature or @ Matched Left and Right Quarter Patterns 
humidity extremes. @ Solid Leather Long Inside Counters 
} e Left and Right Spring Steel Shanks 
New Shoe Salon © Wedged Thomas Orthopedic Heels 
Opened in Albany e Smart Styling and Beautiful Leathers 
d ~ e Outstanding Craftsmanship 


Albany, N. Y.—A new shoe store, 
Lew Charles Beautiful Shoes Salon, 
; was opened recently at 37 Maiden Lane 
by two Albany business men. 

Charles I. Chenfeld and Lewis Weis- 
berg are the partners who own and 
will operate the store, with their wives 
helping in selling hosiery and women’s 
handbags. 

The store, which has been redeco- 
rated, will carry women's and ‘teen- 
agers’ shoes of several brands, special- 
izing in Queen Quality shoes, for which 
it will be sole agent in Albany. 
re, Mr. Chenfeld has returned to Albany 


Send for Mew 1948 Catalog 


Increased production makes a 
limited number of Child Life 
franchises available. 


_ Child Life Shoes 
rth Selling 





SHOE MANUFACTURING CO. 
MILWAUKEE 10 WISCONSIN 


GOODYEAR WELTS EXCLUSIVELY 














al - after spending seven years in Pittsfield, 

- Mass., as manager of a Hohn Brothers 

- Shoe Store. He was chairman of the E. E. Kappel NEW YORK OFFICE » C.F. Bearce 

mercantile division of the Pittsfield 315 McHenry Rd. 550 Marbridge Bidg. 2260 Sherwood Rd., 
Chamber of Commerce. He had been [| Glesdale6, California Son Marino, California 

" manager of the A. S. Beck shoe store 

2- ° 

= in Albany eight years. —_—_—____— - 

ts Mr. Weisberg resigned recently as 

it assistant manager of the John Han- the American Council on Rheumatic 


cock Life Insurance Company in Al- 
bany. He had held the position 17 years. 


Fever of the American Heart Associa- 
tion and the prizes are being nationally 
advertised by the American Broadcast- 





Radio Contest Winners 
Given Shoes 

New York — Thos. Cort shoes are 
being presented as prizes on the Paul 
Whiteman “Memory Tune” contest pro- 
gram over the ABC Network. coast-to- 
coast over 268 radio stations. This fea- 
ture program, which began March 1, 
will be on the air Monday through Fri- 
day for four weeks. 

The contest is being held in behalf of 
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ing Company Network. Thos. Cort Ltd. 
is the only shoe firm represented on the 
program. 


Store Charter Granted 


Augusta, Kansas—A charter was 
granted recently for the incorporation 
of the Larson Shoe store here, with 
an authorized capitalization of $15,000 
Russel] Larson was appointed resident 
agent. 
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YOUR BOOT SALES 
RISE and — 


Hyer Advertisements in 1948 
Will be Seen 9,110,020 Times. 


Boost your sales to the top with 
bigger profits. ..stock the Hyer 
line, America’s finest quality 
boots since 1875. Our advertise- 
ments tell your customers of 
Hyer craftsmanship...top quality 
leather . .. smartest styling... 
greatest comfort! 


Hyer Boots come from a long 
line of famous boot makers 
(4 generations), Hyer Boots give 
a long life of service! Watch 
your Boot sales go higher with 
the Hyer advertising campaign. 


Write Today For Catalog. 


www 
Kv ovnnrere etl” - 


C. ny HYER and SONS | 
Makers of Fine Boots Since 1875 
OLATHE, KANSAS 











Shown above is one of the five windows at Oppenheim Collins, New York City, 
which recently featured a shoe window display, planned by Welles Werner, the 
store’s display manager. The array resulted in a favorable sales interest. 


New York — Johansen shoes and Jo- 
hansen Junior casuals were recently 
featured in a shoe window display of 
Oppenheim Coilins, here. A fifteen foot 
window was given over to the shoes. 
Additional promotional impetus was 
provided by interior displays within the 
store’s shoe department. 
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Along with this window, a thirteen- 
foot window featured other lines. A 
ten-foot window contained a grouping 
of strap sandals, and a four foot en- 
trance window was given over exclu- 
sively to various styles of opera pumps. 
The group totalled up to an impressive 
five window array, planned by Welles 


€ Your one dependable source for everything in display equipment 











Up ano ‘In View’... Seuts More 


Get your merchandise UP where shoppers can see 
it and thus increase sales. This Champion set was 
designed to elevate at low cost an 
countless display variations. 


to provide 


Set illustrated in chrome coasists of 4 metal units, 2... 
20 x 12 x 10”, 2... 


12 x 10 x 8” and glass shelves 


10 x 12”,10x 16,12 x 14",12 x 24”. Per set.. No. EG4 $2145 


Write for Metal Catalog 180 and Plastic 190 for additional shoe display 
equipment. 





L.A. DARLING co. 


Bronson, Wich 


NEW YORK, 47 W. 34th; CHICAGO, 222 W. Adams; 
LOS ANGELES, 3114 W. 75th. 


Werner, display manager for Oppen- 
heim Collins. 

The shoes, ranging from closed sil- 
houettes to open sandals and platforms, 
were placed on and about a geometri- 
cally arranged grouping of blue and 
white striped shoe boxes. Full figure 
mannequins, set off in repeat blue and 
white striped frames, were dressed in 
new Spring fashions, Flanking the cen- 
tral pyramid of shoes, the mannequins 
gave costume significance to the dis- 
play. 

The clothes were dark-navy and 
black. Color interest and contrast were 
evoked by utilization of shoes in balen- 
ciaga, green, red, yellow and fuchsia 
resort colors, as well as navy and black. 





Men’s Shoe Department 
To Expand 


Lincoln, Neb. — Ben Simon & Sons 
will expand its men’s shoe department 
on second floor in conjunction with an 
expansion project in which an adjoin- 
ing 25-foot frontage, three stories and 
basement, has been leased and is being 
remodeled. General and executive of- 
fices, advertising department, shipping, 
receiving and marking departments and 
several other departments will be 
moved from the present five story-and- 
basement store to the new annex, and 
additional space will be made available 
for the second-floor shoe department by 
moving the men’s alteration and tailor- 
ing department to the new building. 
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Walter Barnes Elected As 


President of Carpenter 
Rochester, N. Y. — An announcement 
of interest emanating from this area 
has brought congratulations to Walter 
Barnes, for twenty-five years super- 





WALTER BARNES 


intendent of the Carpenter Shoe Co. Mr. 
Barnes has recently been elected to the 
presidency of this firm, manufacturers 
of the well-known “Self-Starter” line 
of infants’ and children’s shoes. This 
house has long enjoyed a reputation for 
fine shoemaking of the highest quality, 
and operates factories at Rochester and 
Naples, N. Y. 

Other officers elected at annual 
meeting were: Lee B. Carpenter, chair- 
man of the board; Sam Carpenter, vice- 
president; William R. Yates, secretary; 
and H. S. Carpenter, treasurer. 


Whites Are Right 
With the College Trade 


(Continued from Page 72) 
been an Easter-through-July 4th selling 
season was reduced to a bare three-to- 
six weeks selling period. 

However, all through the war, and 
through 1947 there still existed a de- 
mand for White Sports Shoes, actual as 
well as potential. It was particularly 
noticeable last year and holds every in- 
dication of becoming still greater in 
1948. Based as it is on an appeal to 
youth, it must be vigorous, hardy, and 
perennial. 

We refer to the interest shown in 
White Shoes and Combinations during 
the war by youngsters of sub-draft age 
and by returned soldiers who have 
swelled the ranks of college campuses 
since demobilization. One of the sound- 
est retailers we know said last fall be- 
fore the Shoe Fair—‘Leisure shoes, 
Casuals, surely. But don’t sell Whites 
short, particularly White Buck and Red 
Rubber. Oxford gray slacks with Harris 
tweeds in the Fall and in the Spring 
with white linen jackets have yet to be 
supplanted by any other outfit with the 
smart dressers of the campus. And gray 
slacks and sports coats on the campus 
mean White Shoes Winter and Summer”. 

To which we can add, as Yale and 
Princeton go, so go one-hundred other 
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college campuses. Last year perhaps 
only a dozen fashion leaders wore these 
outfits with white shoes on some of the 
smaller campuses. This year they will 
be joined by a dozen more who will fol- 
low suit, and a new crop of converts 
will appear in prep schools all over the 
country who will follow in this fashion 
tradition of the larger colleges. 

When it has youth with it, a fashion 
seldom dies. This growing army of 
youngsters will make White with Red 
Rubber not a promotion but a campus 
crusade. 


woman of fashion. A smart, 
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oe 


A tribute to the 


new triple ankle 
strap sandal... 
as eye catching a 
model as ever flattered 


a lady’s foot. 


- 





Endicott-Johnson Wins 
Safety Award 


Binghamton, N. Y.—Twenty-six units 
of the Endicott-Johnson Corp. have 
been honored by the Associated Indus- 
tries of New York State, Inc., for no- 
accident records during the past year. 
A plaque was presented to the company 
at the annual safety award dinner 
sponsored by the Industrial Council of 
the Binghamton Chamber of Com- 
merce. 
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201—Brown Elk 
203—Red Elk 
205—Black Elk 
206—Green Elk 





THEY ALL WANT 


those 2 a 
GALETTES 


Glove-like 
flexibility. 


A sure seller. Here’s why: 
1. Solid comfort—real hand sewing. 
2. Casual style—a collegiate favorite. 


Sizes filled the way you want them. 
Immediate delivery. 





$4.00 















Perfect 
fitters. 


Sizes AA 
5 to 10 and 
B 3 to 10 


All in stock for 
immediate delivery 





835 N. 19th 








THE G-FEATURE LINE FOR 


Banking 


Comfort with quality! That's what a sizeable group of 
women in every locality demand. Meet it with Adelia— 


7 arch-type styles, 4 to 10, A to EEE. You 
can fit them fast and right. win their future 
trade. Made to retail from $5.50 
to $6. Send for catalog. Samples 
on request. Write or wire re- 
quirements today. (Newspaper 
mats available on request free.) 


1. Combination last for comfort; 
2. All-kid line for wear, comfort, 
looks; 3. Lock-stitch construc- 
tion for wear; 4. 
Long inside count- 
ers for support, 

comfort. 


@ Style 6000 
Black Kid 4-eyelet 
Gypsy Oxford, 12/8 heel 

with rubber top lift. 


MONROE BROTHERS & COMPANY 


112 SOUTH MAIN ST. | 


GALES INC. ‘ccm: 


ST., PHILADELPHIA 30, PA. 
ESTABLISHED 1817" 


cen Shoe People 


Charles Slavens, of the Boyden Shoe 
Manufacturing Co. of Newark, N. J., 
retired and now living in St. Peters- 
burg, Fla., has turned philanthropist 
and donated his priceless collection of 
shoes to the children of St. Petersburg. 
The collection contains many old shoes 
from all parts of the world. It will be 
sent through the public schools to give 
all children an opportunity to see “how 
the world is shod.” There is a pair of 
Iroquois Indian snow shoes, a number 
of Chinese models, wooden shoes from 
Holland, Ghillies from Scotland, copper- 
toed and split hide shoes of the early 
Americans, 

* . * 

Sam Smith of Durham, head of the 
shoe factories in Newmarket and Ports- 
mouth, N. H., operating under his name, 
filed as a First District candidate for 
alternate delegates to the Democratic 
national convention to fill a vacancy 
when the filing deadline came at the 
office of the Secretary of State in Con- 
cord. 

In addition to being a leading shoe 
manufacturer in this state, Mr. Smith 
has participated in a number of civic 
affairs. 
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M. A. Weaver who formerly repre- 
sented Acrobat Shoe Company in Wis- 
consin and Illinois, has recently been 
made a shoe buyer for Marshall Field 
& Company branch store in Oak Park, 
Illinois. 

Herbert Marxmiller, Sales Manager 
of Brief of California, is now covering 
the territory of Texas and west of 
Denver for the Dainty Maid Shoe Co 
of Haverhill, Mass. 

* * * 

J. A. Cadieux, Pontiac, Mich., shoe 
retailer, has been elected president of 
the Pontiac Retail Merchants’ Associa- 
tion. 

Leonard Cole, ‘representative of Kick- 
erinos Shoes, Milwaukee, Wisc., man- 
ufacturers of women’s casual shoes, 
and the Mondl Manufacturing Co., 
manufacturers of sheep-lined slippers 
and boots, has announced the opening 
of his new office in the Marbridge 
Building, New York. 

~ x * 

Ted Fruchtl, who was with Joseph’s 
for a number of years has been made 
women’s shoe buyer for the newly 
opened Maurice L. Rothschild store in 
Evanston, Illinois. 


R. C. McCoy, of McCoy Shoe Store, 
Lansing, Mich., was recently elected 
treasurer of the Merchant’s division of 
the Lansing Chamber of Commerce. 

> * 


Charles T. Hardt, has recently been 
appointed manager of the Austin Shoe 
Store, 109 North Travis Street, Sher- 
man, Texas. Before coming to Sher- 
man he was assistant manager of the 
Austin Shoe Store in Waco, Texas. 


* o * 


J. D. “Bud” Wilson, President and 
sales manager of the Minnetonka Moc- 
casin Co. is on the road to recovery 
after a major operation on his spine, 
at Fairview Hospital, Minneapolis. He 
expects to attend the National Shoe 
Fair in Chicago and the Northwest 
Shoe Travelers Show in St. Paul. 


x > - 


Fred N. Wells, president of Wells 
& Frost, Inc., has been named a mem- 
ber of the retail committee of the 
Lincoln. Neb. Chamber of Commerce, 
which handles all organized activities 
in the city, such as the annual Fall 
Opening Display Night, and finances 
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them through the Lincoln Promotion 
Council, a direct subsidiary. 


* * al 


Loren A. Miils, merchandising man- 
ager at Wells & Frost, Inc., Lincoln, 
Neb. largest and oldest family shoe 
store, is reported to be recovering satis- 
factorily from a serious throat opera- 
tion he underwent recently at the Mayo 
Brothers Clinic in Minnesota. 


Charles Barnes has recently been 
made women’s shoe buyer for Mandel 
Bros., Chicago. He succeeds Ed Silver, 
who is now merchandise manager of a 
number of departments, including 
shoes. Mr. Barnes was formerly shoe 
buyer for the Root Department Store 
of Terre Haute, Ind., and was at one 
time with Marshall Field & Co., Chi- 
cago. 

a x 7 

George Sugerman, formerly with the 
shoe department of Henry L. Lytton, 
Chicago, has recently opened his own 
store on Michigan Avenue. Known as 
George’s Distinctive Shoes, this will be 
a salon type shop, and will carry men’s 
women’s, and children’s shoes. 


* * * 


Thomas Hartigan who was formerly 
with the women’s shoe department at 
Marshall Field & Co., Chicago, has left 
that organization and is now traveling 
for O’Donnell Shoe Company, Hum- 
boldt, Tenn. 

Howard E. Ashley, who leased the 
shoe department in the J. M. Bostwick 
department store in Beloit, Wis., has 
recently sold out to A. Russell, formerly 
with Fitzimmons & Sons of Fond du- 
Lac, Wis. 

* * 

A. J. Reggie of Pittston, Pa., has 
been appointed manager and buyer of 
the Hub’s ladies’ shoe salon. During 
the war Mr. Reggie was attached to 
the 44th Army Division and spent more 
than a year overseas. The Hub has 
recently added an exclusive line of 
women’s shoes. 

Among new residents in Oklahoma 
City are Frank Nordstrom and wife, 
formerly of Denver. Mr. Nordstrom is 
manager of the shoe department for 
J. C. Penney Company in Gklahoma 
City. 

x . > 

Announcement has been made of the 
engagement of Frances Bernard Settle, 
of Atlanta, Georgia, to Alton Louis 
O’Tuel, of Savannah, Georgia and Ra- 
leigh, North Carolina. Mr. O’Tuel is 
connected with the retail division of 
the Freeman Shoe Corporation of Sa- 
vannah. 

7 = * 

C. Roy Fisher, well-known to up- 
state New York shoe manufacturers, is 
now covering that territory as sales 
agent for the R. S. Pitts Manufacturing 
Company, of Hanover, Pa. The Pitts 
company manufacturers insoles. Mr. 
Fisher makes his home in Rochester, 
a F 
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These Tags 


are supplied to users of 


“KLEENETTE” 


On reverse side of tag 
are the following 
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| A. H. ROSS & SONS CO. 
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Boston: Merchont-Loveys; St. Lowis: Al W. Meier Co.; 





Philadelphia: Schoenberg Leather Co.; Milwoukee: 





; 

| A. W. Patton; New York City: Benkort & Semuelson; 
| Chicago: J. K. Reynolds Co.; Los Angeles: A 1. 2-1. & Cook 
18e8 





TANNERS SINCE 


Jack D. Rogin, owner of Jackies 
Shoes, a family shoe store at 329 E. 
31st Street, Chicago, Ill., has recently 
opened a second store under the same 
name at 307 E. 5lst. Street. 

= = > 

Edward Hill announces his entering 
the organization of Strom Footwear, 
Inc., 101 Wooster Street, New York, 
as a member of the firm in charge of 
sales. 

William J. Rogers recently purchased 
an interest in the James DeMars Shoe 
Co., in Los Angeles, Cal. Mr. Rogers, 
who has been a well-known California 


THD RLPORT MAY BE REFROCK CED BY WRITTEN PERAGEIOW OF PROCTER & Gees COMPANY 











manufacturer of fine footwear for the 
past five years, will take on the duties 
of sales manager and business admin- 
istrator for the firm. 


Joseph Erenstoft has leased a store 
building at 2916 Delaware Ave., Ken- 
more, N. Y., for a new shoe store. 

> * : 

Edmund H. Heiligman, who has been 
associated with G. Bareis & Son in the 
shoe retailing business for twenty years, 
has been appointed manager of the Cul- 
ver Brownbilt Shoe Store in Rochester, 
ss Os 
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The Hit 
of the 
Philadelphia 
Middle- 
Atlantic 

Shoe 

Retailer's Show 


Colorful—dynamic—6 animated figures 
21" high, 24" wide, 5" deep. Operates 
on AC or DC. Uses less current than a 
10 watt lamp. Sturdily built of wood, 
cardboard and beaverboard, screened in 
seven bright colors. 


Write for new 1948 catalogue 
THE INDUSTRIES, Inc. 
39 West 19th St., N.Y. I! 












our greatest display for 
the shoe trade in 45 years! 








M nec polis 


DISPLAY 






1041 Washington Ave. S. E 
14, Minnesota 


IT SELLS ITSELF! 


Sportsmen and outdoor workers buy it on 
sight! Sturdy and compact, this simple 
device assures proper drying and between 
season care of all types boots and other 
outdoor footwear. The rising warm a'r 
circulates through and dries them quickly. 
Packed 2 dozen per ca-toon with convenient dis- 
play rack for counters and windows. Consistext 
National advertising. Retail price $1.00 leaving 
a good profit. 

Prompt service direct if your 

jobber cannot supply you. 


NOEL VAN TILBURG CO. 























Size 1%4"x2%’ 


Fang Little Time Satie 


Price Tags with imprinted prices, any selection desired. 


With store name 





30c per doz. printed on tags: 
New York Show, 12 Doz.—$3.00 12 Doz.—$5.50 
Apr. .11-15 . 
HOTEL NEW YORKER ~~ 24 Doz.—S$9.25 
6th floor lobby and “2 __ Plain White ee 
adjoining room 628. ticket; price in 
National Shoe Fair, black. Display 
Apr. 26-29 . 
STEVENS HOTEL Rg Cards $1.00 
- one — any color desired. 3 for $2.25 











Merchant's Service Dept., 


“V"—Spring colors, white easel, pink border, green stripes. 
V-1—Autumn colors, orange, brown stripes, white easel, price black. 


209 S. State St., Chicago 4, Ill. 











Let’s Not Slip 
On Slip-Ons 


(Continued from Page 69) 


The retailer is not the only one at 
fault in this evolution or devolution of 
a style. Last and pattern men too, in the 
interest of their own promotion, are not 
averse to “dressing up” a pattern right 
out of existence, Let us hope that the 
basic leisure Sabot-Strap Moccasin shoe 
which inspired these new Slip-Ons does 
not fall by the promotional wayside, as 
a result of experiments which evolved 
the Slip-on. 

When all is said and done, men buy 
three, or possibly four, pairs of shoes 
each year. For winter it is a stout ox- 
ford: when the weather warms up, they 
think of lighter shoes, a flexible oxford 
or possibly Sports Shoe, or Casual or 
Slip-On. Let the family purse strings 
tighten up, however, and one or more of 
these sales is lost, at least temporarily. 
If the retailer is thinking in terms of a 
promotional shoe, he should make sure 
that it is one which can be promoted 
as an “extra pair.” He should never sug- 
gest, even remotely, that he is offering 
one type for “all purpose” wear. This 
“wear-it-to-work, for loafing, for dress- 
up or what have you,” is what is ruining 
the men’s business. When the retailer 
suggests such a thought, even those 
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customers who have the where-with-all 
for the extra pair, take the path of least 
resistance. 

Now, while Mr. Average Consumer is 
still unaware of Slip-Ons, or is con- 
scious of them only as the Casual he 
has worn “off hours” for several years, 
the retailer should analyse the effect 
of a Slip-On sale on his over-all pairage. 


Undoubtedly there are hundreds of 
thousands of men for whom they will 
have an immediate appeal, because of 
their sturdy appearance and unchal- 
lenged comfort. To them, the additional 
cost of such a shoe is not too important. 
They will buy them as they bought other 
Sports Shoes in years past. 


Men, too, may buy Slip-Ons as well 
as ventilated Patterns when the weather 
warms up. Undoubtedly, Slip-Ons will 
be given extensive promotion as a cool 
feature shoe: Since the top is open from 
vamp to quarter and there are no laces 
to bind across the instep, it will actually 
be cool and comfortable. But ask your- 
self this question: “Is it not logical that 
the sale of a Slip-On should destroy the 
sale of another perforated or ventilated 
type?” 

Detailed in white with brown or black 
tip and foxing, the Slip-On makes a 
trim looking Sports Shoe. With the teen- 
ager and the younger men to whom the 
word “Sports Shoe” has no particular 
meaning, the Slip-On may create a 


desire for an attractive Combination 
Shoe to wear with his summer whites. 
To us, this seems like it’s to be its true 
promotional potential. 

Since it is definitely part and parcel 
of the Casual, Sabot-Strap Moccasin 
Pattern with which we’ve been familiar 
for years, it should help boost the 
volume of this popular type of footwear 
too. But even so, its sales should be put 
into this category, and classified as part 
of this type of business. 


If it is seld extensively as a street 
shoe or is promoted in terms of “town 
and country”, it is going to kill sales of 
thousands of pairs of welt oxfords with 
the man who is torn between the pur- 
chase of a sports and a dress shoe when 
Easter rolls around. And, if, in reality, 
the Slip-On can do both jobs, rest as- 
sured a large segment of our male pop- 
ulation will permit it to do so, either 
through curtailed spending or down- 
right indifference. 

When the Easter sale has been made, 
the merchant still has the opportunity 
to sell Casuals, Slip-Ons, Sports Shoes 
and Ventilated Shoes when the pave- 
ments begin to blister in June and July. 
Should the Slip-On develop into a 
volume proposition, as some of our 
authorities claim it will, logically it will 
sell itself on its merits and on the type 
of job it is doing. Remember the speed 


(Turn to Page 151, Please] 
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IMMEDIATE 
DELIVERY 














Catalogue and Prices On Request 


ft S$. Elam Shoe Co: 


Style 539 S : Y Werehouse facili- 
Z ties in key cities 

Sizes 2/12 Le throughout the 
country, insure 


prompt delivery. 


Quality and fine Crafts- 
manship...more of it 
today than ever betore 
... that you can be sure of” 














enuIN MAINE MADE 


G | HANDSEWN MOCCASINS 
‘ , 


ALWAYS IN STOCK 
ea | } } 
wl ” 


#156 Black Waterproof Elk 
Youths’ — 11-13% $2.75 
Boys’ — 16.... 3.40 
Men’s — 644-12. . 3.50 
Giants’ — 13, 14,15 4.00 


#159 Chocolate Retan 
Boys’ 242-6 $3.15 Men’s 64-12 $3.25 


#154 BROWN PEBBLE GRAIN WATERPROOF ELK 


Boys’ 242-6 $3.65 Men’s 642-12 $3.75 
#225 WOMEN’S WHITE ELK—3-9......... $3.40 
#267 WOMEN’S BROWN RETAN—3-9 ...... 2.75 


MACHINE MADE MOCCASINS 


#1706 BLACK FULL GRAIN WATERPROOF 
Boys’ 242-6 $2.45 Men’s 642-12 $2.55 


#1729 NATURAL FULL GRAIN—Men’s 642-11. . . $1.90 
#1764 WOMEN’S WHITE ELK—White Soles, 342-9 2.55 


SATISFACTION GLARANTEED 


SPIEGEL-STANLEY COMPANY 


MAINE 














March 15, 1948 





coll s 
HEALTH-ARCH 


Greatest 3-Way Arch Support Ever Designed! 





QUICK RELIEF TO 90% OF FOOT DISORDERS! 


Gives TRIPLE support! Best grade calfskin topping, 
chrome split-leather bottom. Such a powerful good-will 
builder, many make it their foot-accessory leader—-sell 
hundreds a@ year—get up to $12.50 a pair, including 
service. Try a dozen! 

SIZES: Ladies, 4-10; Men, 6-12, wide and narrow. 


Your name printed on dozen-pair orders or more 
(Small type charge on first order only.) 















Doz. Pairs ... $ 24.00 
Gr. Pairs 277.60 Sou mewsivnr 
THeEOUGH SHOT STORES 
SHOE OLPARTMENTS 
Write for AUD FOOT SPECIALISTS 







Complete 
Catalog 





_FOOT APPLIANCE 


a 


OMAHA. NEBRASKA 
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° THERE'S NOTHING LIKE ae Good Anchor lo Windward ‘ 


* SUDDEN SERVICE « 
DELIVERIES 
Sold exclusively by 


@ MAYNARD H. MOORE, JR., INC. 





SO HITCH YOUR SHOE CONSTRUCTION TO 


ANCORBOND 


INSOLE 


FOR TIGHT TOES 


FOR TIGHT SHANKS 


FOR NON-SQUEAKY SHOES 
In Any Color Desired. 


Made from the finest Imitation Leather we have ever handled. Its 
Utility Features are good enough to be Patented in both the United 


States and Canada. 


STONEHAM 80, MASS. @ 





707 BROADWAY 





FORMERLY LION LUGGAGE CO. 


IMPORTANT! 


Due to the unprecedented demand for LION SANDALS and SCUFFS, we have been forced to 
hold off setting up our INSTOCK DEPARTMENT for the present. We had hoped to have this 
department in full operation by this time, for the convenience of our present and potential cus- 
tomers. For the time being, deliveries on new orders will have to be held up until April. 

We are very pleased with the reception LION SANDALS have received from retailers 
throughout the country and sincerely hope that in the very near future our production can 
be increased to the point where we can handle all orders promptly and efficiently. 


LION SANDALS 


NEW YORK 3, N. Y. 








* Will NOT Tike | 
THE FEET” 
| 





Tingley-Reliance Ad—Page 143 


J. Francis Mara 

Manchester, N. H. — J. Francis Mara, 
48, who had been business manager of 
the New Hampshire Shoe Workers’ 
Union, the independent organization of 
employees of the J. F. McElwain Co.., 
shoe manufacturers, since its organiza- 
tion in 1941, died recently of a heart 
attack at his home. 

He was a native of Manchester. 

Survivors include the widow, Isabelle 
(Oliver) Mara; a daughter, Jacqueline 
F. Mara; his parents, William and Mary 
(McGinley) Mara, all of this city; five 
brothers and two sisters. 
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Obituaries 





H. G. Hollis 


New York — H. G. Hollis, since 1921 
in charge of the New England terri- 
tory for Daniel Green Company, man- 
ufacturers of leisure footwear, died 
recently. at the age of 85. 

Mr. Hollis started work in 1883 at 
20 years of age with Batchelder Lincoln 
In 1896 he was appointed salesman cov- 
ering Portland, Worcester, Taunton and 
Fall River. In 1899 he advanced to 
buyer of men’s and boy’s shoes and 
later, women’s and children’s. This con- 
cern was taken over by Hamilton- 
Brown in 1904 and Mr. Hollis continued 
as buyer for them. 

In 1916 he was made general man- 
ager, a position he held urtil 1921 when 
he resigned and went with Daniel Green 
Company. 


Frank Schechter 


Detroit — Frank Schechter, 64, oper- 
ator of Frank’s Shoes, East side shoe 
store at 8021 Gratiot Avenue, for a 
number of years, died recently. A na- 
tive of Russia, he had lived in Detroit 


for the past 45 years. He is survived 
by his widow and two sons, one of 
whom, Joseph, has been active manager 
of the store for some time. 


Dr. Arthur E. Barnard 


Manhasset, N. Y. — Dr. Arthur E. 
Barnard, 54, inventor’s counsellor for 
United States Rubber Company, died 
February 23 of a heart attack at his 
home, 69 Hilltop Drive, Manhasset. 

Dr. Barnard has been associated with 
the rubber company’s research and de- 
velopment activities for 26 years. He 
was stationed at the company’s plant in 
Naugatuck, Conn., until 1939, when he 
joined the new products department in 
New York City. In 1944 he becam: 
patent and licensing specialist in the 
Naugatuck Chemical division’s New 
York office. He undertook his most re- 
cent duties as inventor’s counsellor in 
the research and development division 
last November. 

Born in Dedham, Mass., he attended 
Brown University, where he was grad- 
uated in 1915. Three years later the 
University awarded him a degree of 
doctor of philosophy. He was a member 
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of the American Chemical Society and 
Sigma Psi, scientific fraternity. 

Surviving are his wife, the former 
Miss Esther E. Pickels; two sons, 
Robert H. and Arthur E. Barnard, Jr.; 
and his mother, Mrs. Frank Barnard 
of Providence, R. I. 


Harry A. Gralnick 


Los Angeles, Cal. — Harry A. Gral- 
nick died recently after a ‘ong illness. 
Well-known and loved by all who knew 
him in the trade, he previously repre- 
sented the Municipal Shoe Co., Brook- 
lyn, New York, and traveled the West 
Coast for the firm. Funeral services 
were held at the Hollywood Cemetery 
Chapel and attracted a large attend- 
ance, 

Surviving him are his widow, Rose, 
and two children Elinor and Justin 
Gralnick. 


A. Angus Macdonald 


Guelph, Ontario — One of Canada’s 
pioneers in the leather industry, A. 
Angus Macdonald of Toronto, died at 
his home here, in his 7lst year after 


PM THE PICTURE 
OF HEALTH IN MY 
4 






IDEAL BABY SHOES 


OTHERS, and Grandmothers too, insist that they 

can tell an ideal Baby by its healthy look and 
happy face. Perhaps they are a bit prejudiced, because, 
for generations, ideal has been their first choice for every 


a long illness. Mr. Macdonald was born 
in Guelph, joined his uncles after a 
brilliant college career, the late George 
and Alfred Beardmore in Beardmore 
Leathers. 





— was instrumental in the production of 
_ patent leather for the first time. ‘ 
The late Mr. Macdonald had his own 3’) than ever for Ideal Baby Shoe Sales. 

leather business in England, returning 

to Toronto 1910 where he organized a 

stock brokerage business later becoming THE SHOE OF THE BABY 

president of the Monarch Mortgage and DETERMINES THE FOOT 

Investments, Ltd. He was a keen yatchs- OF THE ADULT. 

man and prominent in sports. 
ved 

’ 
of Samuel P. Bradley . DAY'S 
Milwaukee, Wis. — Samuel P. Brad- BABY SHOE CO. 
ley, 76, retired president of the former 
Bradley & Metcalf Shoe Co., died last SOANVERS, MASSACHSSETTS 
i i il- 7) WEST 35th STREET 1070 MERCHANDISE MART 

month, at Columbia Hospital, Mil 7.5 — mgt . 

waukee, Wis. -™ — ye AN 
E. Mr. Bradley, who came to Milwaukee as 
for 55 years ago, was a graduate of the " 
‘ed New York University Law School. He ay 
his was a member of the Elks Club, Wis- 

consin Club, and The Athletic Club. —— ——— ee 
: Besides his widow, he is survived by ~~". © .8 
“ two nephews, Charles P. Wolff and Meyer Goldberg Mrs. Christine Mersmann 
He Gilbert Woolf. Meyer Goldberg, 63, a retired shoe Cincinnati, O. — Mrs. Christine Mers- 
in repairman, died recently in a private mann, 89, wife of J. Bernard Mersmann. 
he William Bert Rice hospital in Atlanta, Georgia after an pioneer Cincinnati shoe merchant died 
in ae : illness of severa] months. Mr. Goldberg recently at her home following an ill- 
ns ee na z ge Bert Rice, came to Atlanta 45 years ago from ness of six years. 

: 77, widely known shoe salesman em-  pojand H d i the chee ~T 
ployed for many years by the E.°& W. tate a —  angeder Alpes Ate. er The Mersmanns came to Cincinnati 
: Clothing House and more recently in four years ago from Germany 70 years ago and cel- 
in the shoe department of the Rockford etueatn in ebrated their 66th wedding anniversary 
“ Dry Goods Co., here died at Rockford , last May. Mersmann operated a shoe 

Memorial Hospital last month. Raymond P. Dennis store bearing his name for 66 years 
He was born Oct. 30, 1870 in Ashton, Dover, N. H. — Raymond P. Dennis, prior to his retirement in January. 
‘ Ill., the son of Dr. and Mrs. J. W. Rice. 45, former assistant superintendent of Besides her husband, she leaves four 
“ He came to Rockford in 1907 and was_ the I. B. Williams & Sons leather sons, Joseph, Leo, Otto and Edward 
of associated with local shoe stores ap- factory here, died in Wentworth Hospi- Mersmann, all of Cincinnati; and a 
- proximately 35 years. He is survived by tal recently after a long period of fail- 
od his widow, a daughter and two sons. ing health. (Turn to Page 140, Please) 


oT 





He was also associated with another 
uncle, the late Harry Fisk, also in the 
leather business and while in Montreal 
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baby shoe need. 








This natural preference and a rising 


birth rate make prospects brighter 
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MONUMENTAL ANKLELETS 
When Quality is considered... 


#420 Patent Ankilelet Strap, Widths C&D _ Sizes 6-8 @ _ $2.90 per pair 
#426 White 5a 7 a3 C&D - 6-8 @ 2.90 per pair 
#420 Patent = " B&Cc a 8%-12 @ 3.25 per pair 
#426 White a “ _B&C . 8%-12 @ 3.25 per pair 
#420 Patent B&C " 12%- 3 @ _ 3.65 per pair 
#426 White Ps " B&C "  12%-3 @ _ 3.65 per pair 
#430 Patent af " C&D 6-8 @ _ 3.25 per pair 
#430 Patent - B,C&D ” 8%4-12 @ 3.50 per pair 


P.H. VOLK & COMPANY 


2-4 West Lombard St. 


PRICES are most reasonable 


Wholesale Distributors 








ALL METAL SMOKERS 












E 

TT 
we with the exclusive patented dispensing jeasere 
ree NO SMOKE *« NO ASH © NO ODOR 
eet Reduces Fire Hazard 
10B 


Just a flick of the finger on the push button 
and trap door opens completely emptying ash 
tray. Bowl closes automatically . . . positively 
air tight! Ideal for shoe stores, lounges, offices, 
waiting rooms, rest rooms, display roome—any- 
where people smoke! prize for folder showing 
THE COMMODORE our complete line 

NO. 20 SHOWN Distributorships Available 




















HANDY FORMS 


(Carried in Stock) 
For Efficient Store Operation 


Buying Order Pads—Form #107, per pad..... $ .40 

(100 sheets to pad—50 orig.—50 dup.) 5 pads. . 1.75 
Inventory Size Sheets—Form #106, per pad... . .50 

(100 sheets to pad) 5 pads $2.00; 10 pads. ... 3.50 
Sales Record Slips Form “D” 100 to pad, per pad. . .25 
Refund Record Slips Form “E” 85 to pad, per pad .25 
Customer File Cards Form “F” 3”x5”, 100 cards... .75 
Profit Charts—accurate guide to selling prices. ... .50 


SEND FOR FREE SAMPLES OF SYSTEM 


MERCHANT'S SERVICE DEPT. 


209 S. STATE STREET CHICAGO 4, ILLINOIS 














David Leonard’s New Store In Florida 
Has Unique Color Scheme 





Shown above is the interior of the new I. Miller Shoe Salon, owned and operated 


U.S. Shoe Corp. Constructing 


New Building in Indiana 


Cincinnati, O.—The U. S. Shoe Cor- 
poration with general offices in Cincin- 
nati disclosed recently that a new build- 
ing to house cutting and fitting depart- 
ments of the company is being con- 
structed at Vevay, Ind., to supplement 
five factories now in operation. 

Joseph S. Stern, board chairman, and 
A. B. Cohen, president, disclosed that 
increased production of the company’s 
line of women’s shoes is to be expedited 
by the Vevay development. 

The executives reported in annual re- 
view for stockholders that approximate- 
ly 4,000,000 pair of shoes were manu- 
factured by the firm during 1947 fiscal 
year ended Nov. 30—an increase of 8.7 
per cent over the preceding year. 





Albany Has New Store 


Albany, N. Y. — The Lew Charles 
Shoe Store has been opened at 37 Maid- 
en Lane, here, for women and teen- 


by David Leonard, in Ft. Lauderdale, Fla. Furniture is custom-made and the walls are, agers, with strong lines of shoes, ac- 
one side, a marble-like wallpaper; the other side, a two-color paint job of grey and tur- cessories, handbags and hosiery. Ny- 
quoise. The shadow boxes and display cases and all other furniture are of birch and ons were given away with every pur- 
walnut. Carpet is light grey and the ceiling is a matching color. The color scheme of chase for three days. Owners are Lew 
the upholstery is turquoise, maise and ceral. The exterior of the store is of keystone Weisberg of Albany and Charles Chen- 


block and cement construction. 
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feld of Pittsburgh. 
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Stanley H. Drake 


Brockton, Mass — Stanley H. Drake, | 
well-known men’s shoe executive, died 
suddenly, March 10, at the Goddard | 
Hospital, Brockton. 

Mr. Drake, who was one of the 
popular young shoe manufacturing 
executives in the South Shore district 
for the past five years, has been vice- 





STANLEY H. DRAKE 


president and sales manager of the 
Howard & Foster Shoe Co. Mr. Drake 
was stricken at the factory the day be- 
fore his death and rushed to the hos- 
pital. He was widely known in the shoe 
field and for years had been identified 
with the Old Colony Shoe Co., and prior 
to that, with the C. H. Alden Shoe Co., 
where he received his start in the shoe 
business. He is survived by his widow 
and three daughters. 

Many leading figures in the manu- 
facturing field and the allied industry 
attended the funeral services which 
were held from the Rice Funeral Home 
at Rockland. 


Leather Sales Slow 


For Fall Footwear 


Chicago—Lower leather costs haven't 
resulted in proportionate increases in 
leather sales, and Midwestern tanners 
are wondering why. As a matter of fact. 
tanners in the Chicago-Milwaukee area 
are still receiving orders for leather to 
be used in Spring shoes, and they add 
that leather sales for Fall footwear 
have been rather slow. Also, shoe man- 
ufacturers report some cancellations of 
shoe orders by retailers. 

The Leather Show, sponsored by the 
Tanners’ Council, has come and gone, 
and for all the efforts to stabilize the 
market, prices continue to fluctuate. It 
can be said, however, that the Leather 
Show did much toward stimulating in- 
terest in the new shades of leather. 

Here are the latest trends in the 
leather market: 

Sole leather prices dropped as much 
as 5c immediately following the Leather 
Show, and officia] quotations were from 
2 to 6c lower. Then came a reduction 
of 4c on men’s cut soles and 3c on 
women’s. About the only sector of the 
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I11STORY MAKING B/RTH 


FLEETWOOD 


@ LONGER WEARING, LIGHT AS A FEATHER 


@ CAN BE REPAIRED 


@ MANY, MANY OTHER FEATURES CONSTI- 


TUTING THE PERFECT SHOE 


All these features, coupled with our gorgeous 
array of fast selling patterns. Styled by Almor. 


FLEETWOOD ATHLETIC SHOE CO. 


sole leather market that held firm was 
that which pertained to finders’ bends. 
These downward revisions resulted in 
the sale of heavy bends at 67c, medium 
bends at 72c, and light bends at 75c. 
Chrome-tanned sole bend prices were 
cut accordingly. 

Steer bellies, which sold at 40 and 41c 
a week or two ago, now bring 38 and 
39c, and cow bellies are currently quoted 
at 36c. Single shoulders (headless) are 
offered with a range of 52 to 55c, and 
single shoulders with heads on at 50 
to 52c. Double rough shoulders (tan- 
nery run) sel] at the moment for 67c, 
and steer heads for 22c. 

Men’s cut soles bring. all the. way 
from 68c for an 8 iron No. 1 scratch to 
84c for a 10 iron fine, and women’s cut 





JAMAICA PLAIN 
ue " ' 


sole prices vary from 47 to 53c from a 
6 iron No. 1 scratch to an 8 iron fine. 

Corrected kip side leather prices like- 
wise have been reduced, and are bring- 
ing up to 60c, while corrected side ex- 
tremes are selling at a top price of 52c. 
Corrected extremes are quoted down to 
44c and corrected kip down to 50c. 

The calf leather situation is still con- 
fusing, but the spread between the ask- 
ing prices of the various tanners is not 
as wide as it was a month ago. Women’s 
weight calf sells from 90c to $1.06, and 
men’s weights range in price from 92c 
to $1.10. Business in calf leathers is 
anything but brisk, but tanners are 
hoping that sales will step-up soon 
with possible late Spring orders and 
early Fall commitments. 
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X-RAY. With it, 
- youcanfitshoes 
Ae faster, serve 


Seas 4 

Bae 8 oh a 
@ By devoting less than 6 square 
feet of this valuable space to 
Simplex X-Ray Fitting Service you 
increase the value of all your 
floor space. 
Why? Because Simplex—the Orig- 
inal X-Ray Shoe Fitter — provides 
your customers and salespeople 
with the finest, safest, most de- 
pendable fitting aid available. 
It also serves as an effective sell- 
ing aid, builds customer confi- 
dence and good will... increases 
turnover and profits! 
Compact and streamlined in de- 
sign, the Simplex X-RAY Shoe 
Fitter occupies little area .. . less 
than 2 fitting chairs placed back- 
to-back. (See diagram above). 
You can afford to remove 2 chairs 
to make room 
for Simplex 











more customers 
per day. Ask 
Your Simplex 
X-RAY Repre- 
sentative, or 





SHOE FITTER Ac. 


3533 NORTH PALMER STREET 


MILWAUKEE 1, WISCONSIN 
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Obituaries 
(Continued from Page 137) 
daughter, Mrs. Joseph Northeide, Cin- 


cinnati; nine grandchildren and 12 
great-grandchildren. 





Carlton T. Doss 


Arkadelphia, Ark. — Carlton T. Doss, 
34-year-old owner of the Shoe Depart- 
ment in McCormick’s Department Store 
here, died at a local hospital last month, 
of injuries suffered in an automobile 
accident. 


John Wilmer Boston 


Richmond, Va. — John Wilmer Bos- 
ton, vice-president of the American 
Lace Leather Company, died this month 
at a local hospital. 

Mr. Boston who was born in Orange 
county, Virginia, was a son of the late 
John T. and Texasia Boston. He was a 
member of Lodge of Strict Observance, 
No. 207, A, F & A M; also of the Scot- 
tish Rite and of Acca Temple, Shrine. 
He was a communicant of St. James’ 
Episcopal church here. 

Surviving are three sisters, Mrs. 
Douglas O. Clarke and Mrs. Roscoe 
Leighton, both of Richmond, and Mrs. 
Charles O. Tenney, of Los Angeles, 
California 


Magrum W. Smith 


Beverly Hills, Cal. — Magrum W. 
Smith died suddenly while on a business 
trip. His death came as a shock to his 
family and his large circle of friends 
throughout the trade. He represented 
the Simplex Shoe Company, covering 
the middle West territory, and making 
his home here. 

Surviving him are his wife, Helen, 
and his two sons, Lansing and Robert. 


John Casper 


Cincinnati, O. — John Casper, 62, em- 
ployed as receiving clerk for 14 years 
by The Miller Shoe Company, died last 
month at his home following a short 
illness. 

He leaves his widow, Mrs. Bertha 
Leber Casper; a son, Robert J. Casper; 
his mother, Mrs. Bernardine Sundberg, 
a brother Clarence Casper and two 
grandchildren, all of Cincinnati. 





Meyer Cook 


Detroit — Meyer Cook, 75, retired 
shoeman, died here recently. He was 
originally in the manufacturing end on 
a small scale in Rogochow and Tichin- 
ich, both in Moliver Guberno (state) in 
Russia. He later operated a retail store 
in Kalamazoo, Mich., and then in De- 
troit, retiring 12 years ago. He is sur- 
vived by seven children. 
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William LeForest French 

Daytona Beach, Fla. — William Le- 
Forest French, 88, retired shoe manu- 
facturer of Salem, N. H., died at his 
home here recently. The body will be 
sent to Lynn, Mass., in the Spring for 
burial, it has been announced. Sur- 
vivors include a daughter and a son. 
He had made his home here for the past 
14 years. 


New Store Front Planned 
Inglewood, Calif. — Building permit 

has been issued for construction of a 

new store front at the Kirby Shoe 


Store building at 209 South Market 
St., Inglewood, Calif., to cost $4000. 
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Tanners’ Council Associates 


Name Regional Committees 


New York—Members elected to the 
Regional Executive Committees of the 
Tanners’ Council Associates for the year 
1948 have been announced by Orrell 
Oseland, secretary of the associates. 
Chairmen of the regional groups are: 
Boston, Fred W. Craigin; Chicago, S. 
A. Pierson; New York, Irving Fife; 
Philadelphia, Fred Ewald; and St. 
Louis, C. S. Lowell. 

Renewed interest in the associates 
plan and the service offered through it 
was brought out in a series of meetings 
held during recent weeks in various 
trade centers across the country. This 
interest is the result of the recognition 
that the period ahead may well witness 
a mounting number of business em- 
barrassments and the belief that the 
program of the Associates offers the 
best methods of dealing with these 
problems. The substantial increase in 
business failures in the past few months 
has highlighted the importance of 
prompt, efficient action where finan- 
cial emergencies and failures occur. 

The Tanners’ Council Associates plan 
had its beginning in the late 30’s. The 
plan of the Associates has from its 
inception operated upon two basic prin- 
ciples: First, there must be no com- 
promise with dishonest practice; sec- 
ond, honest debtors experiencing tem- 
porary difficulties should be given 
every possible assistance. The hundreds 
of cases successfully handled in the 
period since the plan was put into 
operation are clear evidence that it 
offers a highly practical basis for the 
most efficient and realistic treatment 
of the problem. 

Regional divisions of the Tanners’ 
Council Associates have been estah- 
lished in the five principal areas of 
trade, Boston, Chicago, New York, 
Philadelphia, and St. Louis. Current- 
ly, steps are being taken to establish 
an additional regional division in the 
West Coast area. Members utilizing 
the services of the Associates partici- 
pate in the local division most conveni- 
ently situated to them. 

The following specific steps are tak- 
en by the associates in handling cases 
of financial embarrassment: 

(1) Notification to all members im- 
mediately upon receipt of information 
of debtor insolvency or financial dif- 
ficulty. 

(2) Representation by Associates’ 
legal counsel in any proceedings lead- 
ing to settlement. (Members may, if 
they wish, be represented by other 
counsel of their choice.) 

(3) Examination of debtor’s books 
and business by Associates’ account- 
ants. 

(4) Determination of action to be 
taken after all facts are at hand. 

Although practically all tanners are 
members of the Tanners’ Council As- 
sociates, membership is not confined to 
tanners, or to members of the Tanners’ 
Council. Membership is available to all 
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ONLY SURREY 


GIVES YOU THIS VARIETY 


IN SANDALS 


FROM IN-STOCK — FOR IMMEDIATE DELIVERY 








| Just like Big Sister's Most Popular Shoe 
| ... Unlined Sandal Made of the Finest 
Supple Yet Sturdy Elk Leather on a Long- 
Wearing Panvulene Sole... at $2.25 Across 


the Board! 


BROWN RED 
810 68 813 68 
811 8%-12 814 8-12 
812 12%-3 815 12%-3 


WHITE 
816 6-8 
817 8,12 
818 12%-3 










143 DUANE STREET 


Ail Elk Leather, Unlined Sandals, Leather 
Soles and Leather Counter-Pocket on Triple- 
Sole Construction in Full and Half Sizes 
and in Both “C” and “D" Widths in Chil- 
dren's and Misses’ Runs. 


No. 1790 Brown 6-8 


No. 1791 White 12%-3 2.40 


6-8 2.10 

No. 1792 Red 8%-12 2.25 
12%-3 2.40 

6-9 2.10 

8%-12 2.28 

12%-3 2.40 








All Elk Leather, Unlined, Rubber Sole, in 
Full and Helf Sizes at $1.75 Across the 
Board! 





BROWN RED 
1 68 84 6-8 
2 8,12 OS 8-12 
803 12%-3 806 124%-3 


WHITE 
87 6-8 
08 8,12 
om 12%3 


FOR RING-THE-REGISTER VALUE 


SURREY FOOTWEAR, INC. 


NEW YORK 13, N.Y 








concerns selling to the same type of 
customer as do members of the Tan- 
ners’ Council. A large and growing 
number of firms in the supply trade 
are members of the Associates. 

In the interests of bringing about the 
most complete efficiency in the handling 
of insolvency matters with the least 
disruption to the trade, non-members of 
the Associates in the supply trade are 
invited to apply for membership in the 
plan. The Chairmen of the various Re- 
gional Committees will supply compiete 
information with respect to the entire 
program to any interested non-mem- 


Larrie H. Sass With 


Lown Shoes, Inc. 


St. Louis — Larrie H. Sass wishes to 
announce to his many friends in the 
Shoe Trade that he has resigned from 
Johansen Brothers Shoe Company of 
St. Louis, Mo., as of March I, 1948 and 


that he is with Lown Shoes, Inc., Au- 
burn, Maine. 

He will cover his same territory, all 
of the large Eastern cities from Rich- 
mond, Va., and Pittsburgh East through 
New York states. 
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She 
| Sto 
* thes 
WANTED: Shoe Salesmen _ 
| TI 
ular 
9 of America’s best shoe salesmen capable of earning be- of q 
tween five and ten thousand per year with an outstanding side and 
line. Must now be selling non-conflicting shoe lines. latio 
WE are manufacturers of infants’, children’s, and misses’ ast 
two-sole and three-sole stitchdown shoes, carried in stock in sty 
two widths. are | 
THE men we want must now be traveling the territories J. N 
listed below by car, and selling department stores, small Not 
chains, and independent retailers. Please do not refrain from ind 
writing if your present territory is different from list below. | Al 
TO these men we offer a long line of staples and novel- Selb 
ties, with settlement every month on a 6% commission and Cult 
guaranteed 100% delivery. ho 
WRITE US immediately in detail as to your sales back- fi 
ground and the lines you are now carrying. All correspondence —e 
confidential. the 1 
the 
first 
A CHOICE OF WIDTHS IN TAP SHOES! 
THE FOLLOWING TERRITORIES ARE NOW OPEN Boost your tap shoe sales by offering your customers a choice C. 
ALABAMA IDAHO ARIZONA of widths! Prima quality features all over patent leather con- She 
pA ay pan te ny p= p+ a struction, aluminum toe taps included. Choice of black patent , 
NEVADA or white leather. K 
UTAN Child’s Sizes, 812-12, one width, $2.35 con\ 
KY REGON . — , a Se . 
TENNESSEE WASHINGTON mane Misses’ Sizes, 1242-3 A & C widths, $2.60 Cen 
———, Girls’ Sizes, 342-9, AA & B Widths, $2.85 
ARKANSAS There is a service charge of 10¢ per pair on orders of 
— pa ew ed oreme less than 12 pairs. Terms: Net 30 days. 
Answer to Box Number 434 —” wf fi} / 
BOOT AND SHOE RECORDER used ae 
100 East 42nd St., New York 17, N. Y. PRIMA, Inc. 
| 705 Ann $t., Columbus 6, Ohic 
of budget shoes; on this same floor is 
the new men’s clothing store, with a 
men’s shoe department adjoining; on 
the third floor is J. N.’s “Young World”, 
where are found infants’ and children’s 
shoes, and on the fourth floor is the 
new shoe salon for women’s better 
shoes. Sho 
: Ken 
This last department has been al- 
lotted twice the floor space it formerly - 
occupied and is ultra-modern in every Wr 
aspett. The color scheme is dark green deli 
and a soft gray, the rear wall of the visi 
section being green, flanked on each _ 
side by out-curving wings of gray Ker 
which hide entrances to stock room and cho 
buyer’s office. clut 
On either side of this central motif a 
are long, recessed display cases, lighted wet 
by hidden fluorescent tubes. Long the 
shadow boxes are set in the side walls, 
also, just above the customer chairs. Ry 
Waist-high cases run at right angles to M: 
the rear wall at several places in the whe 
? department dividing the floor space i L 
Picture shows one end of the new, ultra-modern shoe salon on the store's fourth floor pk and sheten more cli oo pre: 
fashion center. Color scheme is dark green and gray. play areas. All display cases and glass ann 
til s . . counter types are in polished natural 8. 
Buffalo, N. Y. — J. N. Adam & Com- stories have been added, making J. N.’s oak with aa finial hes 
pany, for over half a century one of the one of the largest and most beautiful The color esheme fe farther ied exp 
city’s leading department stores, has department stores in Western New ot eth & am a - ont — oan 
just completed a mammoth three-year, York. dies which” le poor ne Page ufa 
multi-million dollar expansion program. Shoe departments have been given a Gand i. 6 Geen pn ‘% y hy ore ae 
All departments have been enlarged and prominent place in the new set-up. On ¢abrie Th pth ed i <5 = ; 
many new ones added; the entire store the second floor is the women’s budget , eP arms & egs 0 
has been redecorated and five new apparel department with a fine display [Turn to Page 143, Please] 
Ma 
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Shoe Depts. Highlight 
Store in Buffalo 


(Continued from Page 141) 
these chairs match counters and display 
cases in grayed oak. 

This department has long been a pop- 
ular spot for Buffalo women in search 
of quality shoes. Clerks are competent 
and carefully trained and customer re- 
lationship is very pleasant. A large 
part of the sales from this department 
are to women who have been coming to 
J. N.’s for many years for their shoes. 
Not only to them, but to their daughters 
and even grand-daughters. 

Among lines to be found here are 
Selby Arch Preserver, Peacock, Physical 
Culture, Paradise, Penaljo, U. S. Rub- 
ber and others. At this opening of its 
fine new store J. N. Adam’s introduces 
the famous Delman shoes to Buffalo and 
the Western New York area for the 
first time. 


C. S. Shoe Travelers Give 
Shoes to Mayor Kemp 


Kansas City, Mo.—At the recent shoe 
convention held in this city, by the 
Central States Shoe Travelers, the Hon. 





Shown left to right, are Mayor Wm. E. 
Kemp of Kansas City, Mo., J. R. Sells and 
Wayne Browning. 


Wm. E. Kemp, mayor of Kansas City 
delivered the address of welcome to the 
visiting merchants and sale: men. 

In appreciation of his address, Mayor 
Kemp received a pair of shoes of his 
choice from J. R. Sells, secretary of the 
club, in behalf of the salesmen, and a 
pair of shoes, made to special order, 
from Wayne Browning, representing 
the Winthrop Shoe Co., St. Louis. 


Ryder Has New Sales 


Manager 


Los Angeles, Calif.—Bayard Ryder, 
president of Ryder of California, has 
announced the appointment of Irving 
S. Taback as sales manager. Taback 
has had many years of manufacturing 
experience in New York. He was for- 
merly president of LaMulee, Ltd., man- 
ufacturers of high-grade mules and 
evening shoes. 

Ryder stated that Taback would con- 
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A Profitable 
Line To Retail 


CLOGS 


anda 


SANDALS 
for MEN 


MOLDED IN 
ONE PIECE 


CLOGS tan... . $1.90 
black $1.65 per pair 
SANDALS tan . . $2.10 
black $1.85 per pair 


DESIGNED TO SELL THE MAN 


WHO 


“Won't Wear Rubbers” 


® The customer who habitually wears rubbers will buy SNUG-FITS 


on first sight. 


® But you will really appreciate SNUG-FIT clogs and sandals when 
the Sale Is Hard To Make. Let the customer feel their live rubber 
composition, their snug comfortable fit, their weight so light he 
can’t tell they are on his feet. For the final clincher in these days 
of high prices, tell him how a new method of manufacture enables 
you to sell them at their exceptionally low price. 

® You have made that extra sale that means extra profits and, what's 
more, you know he will be back for SNUG-FITS again. 

® Remember you need only stock THREE SIZES to cover the 
popular range of men’s shoes. 

C RDER A STOCK FROM YOUR SNUG-FIT DISTRIBUTOR TODAY 


TINGLEY-RELIANCE RUBBER CORPORATION 


Established 1896 
! 


centrate upon the firm’s newly formed 
Bryson Division, which will feature 
medium and flat wedgies. The first in 
this series is a line of back-to-school 
shoes. 

A former employee of Taback’s in 
New York, Sal Giaratano, who has had 
28 years of experience in the shoe busi- 
ness, has joined Ryder as factory super- 
intendent. 


Wm. Lee Heads Reorganized 


Rochester Shank Co. 


Rochester, N.Y. — The Rochester 
(N. Y.) Shank Company which was 
reorganized under the direction of its 
new president and treasurer, William J. 
Lee, is located on Goodman Street 








RAHWAY, NEW JERSEY 


North. They make steel shanks of all 
kinds. 

Serving as vice-president is William 
C. Martin, while Byron A. Johnson, Jr., 
is the new secretary. 





United Last Style Studio 
In New Quarters 


Boston, Mass. — The Boston Style 
Studio of the United Last Company 
have temporarily moved their quarters 
from 136 Federal Street to Room 416 
at 140 Federal Street 

Visiting style men will find a com- 
plete display of men’s, women’s and 
children’s lasts and shoes ready for 
their inspection. 
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RIDING BOOTS 


@ English Type 

@ Calfskin Kip Uppers 

@ Leather Lined 

@ Goodyear Welt 

@ Leather Soles and Heels 

800 Ladies’ Brown $11.40 

801 Ladies’ Black $11.40 
Sizes 4-9 














900 Men’s Brown $12.00 
901 Men's Black $12.00 
Sizes 6%4-12 





SEND FOR OUR 
148 CATALOG 





Terms: 2/10 N/3#0 





ARNOFF SHOE COMPANY 


























Men’s All-Leather 
Regulation Baseball 
SHOES 

“—s 4s 
Black HORSEHIDE 

uppers! Strongly 

STITCHED leather 

soles and RIVETED 1#720-Same as 
taps and heels! Spe- above, except 
cial slits provide ex- [with smooth 
tra FLEXIBLE arch and jsplit leother 
counters. 3-prong [vppers. $4.00 
STEEL cleats. Sizes 5 

to 12, including half 

sizes. Immediate 

delivery! a 
PILOT SHOE CO. 
31 Hopkins Place + Baltimore 1, Md. 
" Honest - mode Since ]899"" 
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Animated Shoe Window Promoted Sales 





The amusing window shown above, with its knotty pine background and clever 
animated figures, to promote their new Town and Country shop belongs to the May 
Company in Los Angeles. 


Los Angeles, Cal. — To promote their 
new Town and Country shop, the May 
Company, here, created an animated 
shoe window in their downtown store. 
The second display of its kind to be fea- 
tured by the department store within 
the last two months, it succeeded in 
stopping traffic and selling shoes, ac- 
cording to Alan Shirek, divisional mer- 
chandise manager of ladies’ shoes. 

The amusing window, with its knotty 
pine background and clever animated 
figures, is the work of Stanley Thomp- 
son, director of display, who worked it 
out in cooperation with Shirek and 


Frances Corey, director of advertising 
and publicity. 

The three May Company stores in this 
area, downtown, Wilshire, and Cren- 
shaw, recently opened departments de- 
voted to footwear by Town and Coun- 
try. The new sections were backed up 
by billboards, full-page newspaper an- 
nouncements, direct mail pieces, and 
window displays. 

Manager of the downtown Town and 
Country section is Brina Brittan. This 
shop, which is adjacent to the ladies’ 
shoe department on the main floor, 
utilizes about 600 square feet. 





First for Fall 


(Continued from Page 84) 
New England manufacturers point out 
that modern lasts are being used to 
achieve absolute comfort in this type of 
shoe.” 

In pressing home the importance of 
this big shoe show, Mr. Field stresses 
also the importance of New England as 
a continuing leader in the shoe world. 

“This section,” he says, “birthplace 
of the nation’s shoe industry, has re- 
tained its dominant position throughout 
the war and post-war years and today 
is still the most important shoe produc- 
ing area in the United States. From 
the point of view of production, em- 
ployment and payrolls, New England 
leads the country’s shoe industry. 

“1941, the last pre-war year, wit- 
nessed an over-all United States shoe 
production of 498,382,000 pairs. Of this 
total, the New England shoe states 
of Massachusetts, New Hampshire and 
Maine produced almost 170 million 
pairs, or 34 per cent. 

“By 1946, the first post-war year, 
the shoe industry produced 528,960,000 
pairs. New England shoe manufacturers 
maintained their outstanding position 


in the industry by producing over 185 
million pairs or 35 per cent of the na- 
tional total. New England shoe produc- 
tion during 1946 was 15 million pairs 
higher than in the last pre-war year, 
1941, 

“With statistics for the first eleven 
months of 1947 available, the New Eng- 
land area has produced 132,341,000 
pairs of shoes, or 31 per cent of total 
United States production which amount- 
ed to 428,096,000 pairs. During this 
period, the St. Louis area produced 
90,577,000 pairs or 21 per cent of total 
production. In explanation, it should 
be noted that the trend of shoe sales at 
retail was for higher-priced shoes — 
shoes retailing above $10 — and a com- 
paratively small portion of these are 
produced in the East. This trend was 
reversed during the last quarter, and a 
much larger proportion of retail shoe 
sales will be sold in 1948 below the $10 
level, so that New England’s output is 
expected to increase substantially 
above that of a year ago.” 

In charge of New England Shoe 
Market Week plans, in addition to 
Chairman Saxe and Manager Field are 
the following committee members: 


(Turn to Page 146, Please) 
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BROWN KID ROMEOS 


Leather quarter back, leather insole, heavy 
leather soles, brown rubber heel 


SIZES INS — Daily or Weekly 









2510: Men's, 


Sizes: 6 to 12 
24 Pr. to case 


pr. 
Net 10 days 


CENTORIY 
ROE CO 


ad 





{zu 


785 N. Water St. Milwaukee 2, Wis. 

















Review of Retail Trade 
(Continued from Page 92) 


Sales Activity Gains 
In Nebraska 


Men's shoes were meeting last 
year’s figures in Omaha and Lincoln 
during February better than were 
women’s and children’s shoes, al- 
though a few days of nice weather 
late in February brought women’s 
shoe sales out of the doldrums which 
were attributed in part, at least, to 
bad weather. Women’s and children’s 
lines were expected to show good 
activity as Easter drew nearer. 

Sales volume of men’s shoes was 
said to be 10 to 20 per cent ahead 
of last year for the first two months 
of 1948, due to larger stocks and bet- 
ter selections in wanted brands. 
Women’s and children’s shoes 
were down from a year ago. One 
buyer pointed out that men don’t 
buy shoes for Easter any more, but 
that indications were for a good 
Spring season. 

Men’s shoe buyers commented on 
the trend of patrons to purchase 
heavy grain, heavy sole shoes. A buyer 
who does a large collegiate business 
stated that the younger men are 
buying these heavy, rugged-looking 
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shoes for year-around wear. Norwe- 
gian moccasins, heavy wing tips and 
brogues, all with heavy soles, have 
been leading sellers. 

Deliveries of famous-name brand 
men’s shoes were reported good this 
year, and stocks were said to be more 
complete than at any time since the 
early 1940's. James Shane, buyer at 
Wells & Frost, Inc., at Lincoln, said 
that during the past few weeks his 
firm had been able to get fill-in 
stock service on men’s staple lines for 
the first time in years. 

Another buyer looks for a good 
Spring season on sport-type men’s 
shoes, with an increasing number of 
the older patrons buying these types. 
Crepe rubber and heavy red rubber 
soles would be good, he said. This 
buyer also reported a heavier demand 
for dressy browns, more calls for the 
rugged, heavy-sole shoes than last 
year, and a surprise demand for plain 
toe black. The latter was accounted 
for by the fact this has been the first 
season in seven years that formal 
clothes have been back on the market, 
generally speaking. 

While French toes have continued 
as a favorite with the older business 
and professional men in Omaha and 
Lincoln, a buyer who caters to this 
type of trade reported that so far this 
year the conventional plain toes have 
been first, French toes second, semi- 
wings third, medallions fourth and 
full-wings fifth. Brown has been the 
best color. 

Still another buyer said dressier 
moccasins are a favorite with busi- 
ness men as well as younger men, 
with the medallion style second. The 
medium tan shade has been best. 

Best sellers in women’s shoes have 
continued to be open styles, with 
black sling pumps and sandals still 
strong. Black suede has been number 
one with black patent picking up 
speed. More sales in open-toe, closed- 
heel models were reported at one 
store, and ankle straps were said to 
be much in demand. 

While sales volume of women’s 
shoes generally was off, buyers de- 
clared that consumer price resistance 
was not the only factor involved. 
Women are more independent this 
season and are shopping for special 
color combinations and styles. 

Allen T. Hupp, secretary of the 
Omaha Associated Retailers, reported 
that Omaha store sales scored a re- 
covery in the second half of February 
after taking a weather beating the 
first half. Stores have adopted a 
cautious buying policy, he declared, 
and women’s shoe inventories were 
about 30 per cent lighter than a year 
ago. 
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Smooth Leather Uppers 


Non-Marking Flexible 
Rubber Sport Soles 


$2.00 


N/10 days 
F.O.B, N.Y. 





Brown Moccasin, Brown Wing Tip. 
Brown with Brown Alligator Saddle, 
Brown with White Saddle. 

Sizes 842-12; 124%-3 
In Stock Immediate Delivery 


Ben Marbach Footwear Co. 


107 West Broadway New York 13, N.Y. 











145 











a i i A i 


ll nl tll ll ltl litle 


i 












No. SO1 

Brown Kip Lace 

Ox. Cookie Insole 

No. 500 

Same in Black 

WIDTHS: 

o—6 -12 
&e&—¢ -i1 
EE—61,-10 

No. 502 

Black Kip Lace 


Ox. Cookie Insole 





No. 503 
Same in Brown 





$700 


Goodyear Welts 
Leather Soles 


IMMEDIATE DELIVERY 


BARIS SHOE COMPANY, INC. 


79-81 Reade St New York 7, N. Y. 
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PLASTIC SHOE FORMS 


assesses oeeeoeeeee-----~~~ ~~ 











Ladies’, misses’, children’s, infants’—flesh 
color only, varied heel heights and sizes 
—Immediate delivery. Write for samples, 
also HOSIERY FORM details and Shoe 
Findings Catalog 


LYONS & COMPANY 


120 Duane St., New York 7, N. Y. 
] QUALITY SHOE STORE SUPPLIES SINCE 1998 
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First for Fall 


(Continued from Page 144) 


Robert H. Adams, Stuart H. Arm- 
strong, A. W. Berkowitz, Murray Bern- 
stein, A. S. Burg, Mercer E. Curtis, 
William Doyle, George A. Dempsey, 
Kolman Fleisher, Edward Goldman, 
Robert Goldstein, Harold Gould, C. 
Henry Jacobs, Saul L. Katz, Paul 
Kleven, Joseph Koss, Normand P. Lib- 
erty, N. P. Lyons, E. J. McCarthy, 
James J. Molloy, Arthur Rubin, Joseph 
Rubin, Jack Sandler, Simon Shain, 
Frank S. Shapiro, Samuel L. Slosberg, 
William Solar, H. C. Stillman, Ben- 
jamin Stone and Ben Weiner. 





Exhibitors at New 
England Show 
(Continued from Page 85) 


Room No. 
Theise Bros. Company, Boston 675 
Tye Shoe Co., Inc. 541 
United Shoe Machinery 
Corporation Parlor C 
Valman Shoe Co. 536 
Vanity Shoe Co. 514 
Viner Bros. Inc. 646 
Vulastic Shoe Mfg. Co. 638 
Walton & Co., Inc., A. G. 400 
Wasser, Sam 530 
Wax Shoe Co., Simon B. 596 
Wear Best Footwear, Inc. 619 
Wechsler Shoe Mfg. Co., Inc. 639 
Weigert-Dagen Shoe Co. 629 
Weymouth Shoe Company 538 
Wiley-Bickford-Sweet Corp. ... 554 
Wilner Wood Products Co. Parlor A 


Winchester Rubber & Plastic 


Co. Parlor B 
Wingstep Shoe Co. 671 
Winston Shoe Company 650 
Zetzel Shoe Co. 582 

PARKER HOUSE 

American Girl Shoe Co. 566 
Auerbach Shoe Co. 808 
Ayers Shoe Corporation 209 
Bates Shoe Co. 360 
Becker Shoemakers 205 
Berco Shoe, Inc. 220 
Corbin & Sons Co., B. A. 438 
Curtis Shoe Co., Inc. 320-322 
Dainty Maid Shoe Co. 608-610 
Eby Shoe Corporation 414 
Elbee Shoe Co. 216 
Fields Footwear, Inc. 206 
Flautt Shoe Co., Inc. 

Foot Delight Shoe Corporation 262 
Green Shoe Mfg. Co., The 210 
Hannahsons Shoe Co. 412 
Herbst Shoe Mfg. Co. 

Holmes Stickney, Inc. 

Merrimack Shoe Mfg. Co. 268 
Nevelk Co., The 207 
Paramount Shoe Mfg. Co. 208 
Pilling Shoe Co., John 408-410 
Portland Footwear Co. 

Potvin Shoe Co., R. J. , 450 
Princess Shoe Co. 304 
Quinn & Co., Inc., K. J. 350 
Radcliffe Shoes, Inc. 250 


Room No. 


Salvage Shoe Co., Louis H. 266 
Salvage-Molloy Shoe Co. 264 
Sandler Co., A. 434 
Spalding, A. G. & Bros. 438 
Truitt Bros., Inc. 409 
Wellco Shoe Corporation 411 
Wright & Co., Inc., E. T. 562 
Yankee Shoemakers 318 
COPLEY-PLAZA HOTEL 
Baris Shoe Co. 137 
Best Shoe Co., Inc. 135 


Chelmsford Shoe Co., Inc. 
Miller-Hermer, Inc. 
Ruth Shoe Co. 


Ohio Shoe Travelers 
Club Held Meeting 


Columbus, O. — A meeting of the 
board of directors of the Ohio Shoe 
Travelers’ Club was held at the Desch- 
ler-Wallick Hotel here, in January. 
Members attending were M. C. Swan, 
Chairman; Dick Barnes, President; 
Bob Newcomb, First Vice President; 
Lester Abrams, Secretary-Treasurer; 
and Harry Minor, Walter Skinner, 
Sammy Grossman, Elroy Beil and Max 
Krause. 

As a result of this meeting, the Ohio 
Shoe Travelers’ Club have opered a 
permanent office in the Deschler-Wal- 
lick Hotel, Rita Clay, Assistant-Sec- 
retary in charge. All future activities 
of the club will be directed from this 
office. All shoemen are cordially invited 
to avail themselves of this office for 
information, travel reservations, hotel 
accommodations, et cetera. 

Further plans were discussed for the 
forthcoming annual Fal] convention of 
the Ohio Shoe Travelers’ Club, to be 
held in Cincinnati, at the Gibson and 
Netherland-Plaza Hotels on May 16th, 
17th, 18th and 19th. An expected 250 
lines to be in attendance. The showing 
to be highlighted by an elaborate ban- 
quet, floor-show and dance on Tuesday 
evening, May 18th. A golf tournament 
will be held for all shoe people on 
Wednesday, May 19th, the grand prize 
to be a beautiful loving cup to be do- 
nated with the compliments of the Boot 
and Shoe Recorder. 





Wohl Shoe Co. Holds 


Training Classes 

St. Louis—tThe first of the twice an- 
nual training classes to be held in 1948 
for promising young salesmen of the 
Wohl Shoe Co. was held here last month. 
Twenty shoe salesmen from leased de- 
partments of Wohl in all sections of the 
nation attended. 

During the six-day training period 
in the St. Louis headquarters of the 
company the trainees were briefed on 
merchandising, advertising, display, rec- 
ords, sales training and stock analysis, 
in a series of classes conducted by 
Wohl department heads. Specially pre- 
pared sound-slide films and movies were 
part of the program. 


Boot and Shoe Recorder 
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News of the Selesuitnt due Syyoliers 


Vincent Havranck Joins Dad 
On Swan Shoe Staff 


New York — Vincent C. Havranck, 
son of “Charlie” Havranck, who repre- 
sents the Swan Shoe Co. of Baltimore, 
Md. in the Eastern States and is the 
Sec.-Treas. of The Boot and Shoe Trav- 





Vv. C. HAVRANCK 


elers’ Association of New York, has 
joined the sales force of the Swan Shoe 
Co. to service accounts in intermediate 
towns in the eastern states. 

This addition to the Swan Shoe Co. 
sales force is made possible by the pur- 
chase of a new factory in Manchester, 
Md. thereby increasing production to 
a considerable extent. 

“Vin” is no stranger to the shoe in- 
dustry. For many years he assisted his 
Dad in handling many details at the 
numerous social functions of The Boot 
and Shoe Travelers’ Association. 

“Vin” Havranck is a graduate of La- 
Salle Military Academy, Oakdale, Long 
Island and Lafayette College, Easton 
Penn. After graduation he was em- 
ployed by the investment banking house 
of Roosevelt & Son. In 1940 he entered 
the services of the U. S. Navy at the 
Naval Supply Depot, Bayonne, New Jer- 
sey; where later he was appointed head 
Traffic Manager of the Foreign Freight 
Traffic Division, handling shipments to 
all parts of the world. He will make 
his official debut as a full-fledged sales- 
man at the Boston Shoe Show at the 
Parker House, Boston, Mass. 


Announces New List of 


Parkhill Salesmen 


Fitchburg, Mass. — Comfort Slipper 
Corporation, selling the Parkhill line 
of casuals, have announced the new list 


March 15, 1948 


of Parkhill salesmen. G. D. Winterer 
is sales manager. 

Following are the salesmen and the 
territories they cover: Harry Buchs- 
baum, Manhattan, Brooklyn, Staten 
Island, Northern New Jersey; Benja- 
min Cohen, Connecticut and Rhode Is- 
land; Al Epstein, North and South 
Carolina, Georgia and Alabama; Monte 
Gray, Iowa, Missouri, Arkansas, Kan- 
sas, Oklahoma; J. R. Hamelin, Califor- 
nia; B. T. Heflin, Delaware, Maryland 
(except Baltimore County), Virginia, 
West Virginia (except northwest); Abe 
Jacobs, Texas and Louisiana; Robert 
C. Kowalsky, Wisconsin; W.H. Krueger, 
Minnesota; Ernest Reves, Chicago met- 
ropolitan area; Morris Rosenbaum, 
Maine, New Hampshire, Vermont, 
Massachusetts, New York State 
(Northeast); Morris S. Rousso, Tennes- 
see, Mississippi, Florida; Eugene Sack- 
ett, Eastern Pennsylvania, Southern 
New Jersey, Baltimore County (Mary- 
land); Nathan Slawin, Michigan, Ohio 
(Northwest); Philip Stern Illinois (ex- 
cept Chicago), Indiana, Kentucky, Ohio 
(except northwest); Jose A. Tejeiro, 
Haiti, Dominican Republic, Cuba, 
Puerto Rico, Panama; John J. Ward, 
Washington, Oregon, Idaho, Montana, 
North and South Dakota; and S. D. 
Watrous, Western New York State, 
Western Pennsylvania, Northwest West 
Virginia. 


Kidder Named Sales Mer. 

Boston, Mass. — Union Bay State 
Chemical Company announces the ap- 
pointment of Don E. Kidder as New 
England Sales Manager. 





Don E. Kidder 


Mr. Kidder is well known in the ad- 
hesive and upper leather f.nishes trade 
having traveled throughout the United 
States in a sales capacity for BB Chem- 
ical Company. He was associated with 
BB Chemical for 16 years, and since 
1944 has owned and operated the Kid- 
der Adhesive Company, Manchester, 


American Shoe Man Visits England 





London, England——-Benjamin Schwartz (in the center) of Schwartz & Benjamin, 

New York is shown at a reception held recently in England. Reading from left to 

right, are James Lilley, Mr. Foss, Mr. Schwartz, Edward Rayne and John Skinner. 

The reception was given by Lilly & Skinner for the opening of their new exclusive 
Pompadour Room at their Oxford Street store. 
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Coombes Made Purchasing 


Agent For Brown Co. 


Berlin, N. H.—Kenneth V. Coombes, 
manager of purchasing for the General 
Chemical Division of the Allied Chemi- 
cal and Dye Corp., New York City, has 
accepted the position of general pur- 
chasing agent for Brown Company. He 
assumed his new duties last month. 

Mr. Coombes has been engaged in in- 
dustrial purchasing for more than 20 
years. In 1926 he joined the Engineer- 
ing and Management Corporation in 
Whippany, N. J., as purchasing agent. 
Two years later he was made assistant 
general purchasing agent of the Nichols 
Copper Company and in 1931 was 
transferred to Canadian Copper Re- 
finers, Ltd., where he served as pur- 
chasing agent until 1940. He joined the 
Allied Chemical and Dye Corporation in 
1940. 


Sons Shoe Co. Buys New 


Factory in Missouri 


St. Louis.—Paul G. Williams, who 
with his two sons, Paul G., Jr., and W. 
Grant Williams, has been associated for 
the past year in management of the 
Sons Shoe Co., of Benne Terre, Mo., 
has announced that the firm is acquir- 
ing a new factory at Steele, Missouri, 
in the southeastern boot-heel section 
of the state, to be known as the Burkart 
Shoe Co. 

Mr. Williams says that “we hope to 
be in production by the middle of March 
manufacturing women’s slip - lasted 
shoes to retail in the low price field.” 
Mr. Williams also said that the new 
factory would manufacture the Haiti 
sisal-type shoes in addition to conven- 
tional slip-lasted styles. 

Offices of the new company will be 
coordinated with the Sons Shoe Co. 
office at 319 N. 16th Street, St. Louis 
and sales of both lines will be handled 
at this address. 


Valle Now With Stetson 


South Weymouth, Mass. — Ernest 
Valle, well known in women’s shoe cir- 
cles, recently joined the staff of The 
Stetson Show Company, Inc., of South 
Weymouth, as superintendent of the 
women’s shoe division which includes 
Stetson Shoes for women, Randoms by 
Stetson, and the famous walking foot- 
wear, Arnold Authentics. W. L. Hawes, 
for nearly 60 years connected with The 
Stetson Shoe Company, Inc., retains his 
position as general superintendent in 
charge of the men’s shoes. 

Mr. Valle has been in the shoe busi- 
ness all his life, having been with Laird 
Schober of Philadelphia for 25 years. 
Mr. Valle later served four years with 
the United States Shoe Corporation of 
Cincinnati, makers of Gold Cross shoes, 
as quality man of all factories and as- 
sistant to General Manager Nathan 
Stix. He was also at one time with 
Sbicca on special assignment. 
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Parkhill To Maintain 
New York Office 


New York—Parkhill Shoes announce 
they are maintaining their New York 
office, Room 806, Marbridge Building. 
J. L. Bitterman, resident manager, will 
service the volume accounts as he has 
in the past throughout the country. 
This is all part of the new Parkhill 
distribution policy. 





Portsmouth Company to 


Make Moccasins 

Portsmouth, N. H.—The Walnut Shoe 
Co. of Haverhill, Mass., has leased floor 
space in the Sam Smith Shoe Co. fac- 
tory off Islington Street and will start 
manufacturing moccasins there, it has 
been announced by the Chamber of 
Commerce. 

The Massachusetts concern, which 
expects to employ about 150 workers, 
will occupy the second and third floors 
of the plant, but it was stated that the 
Smith company would continue its 
stitching operations on the second 
floor. 


Panther Rubber Co to 


Increase Production 

Montreal, Canada.—Panther Rubber 
Company, Sherbrooke, Quebec, is add- 
ing 6,000 square feet to its plant and 
25 workers to its payroll to streamline 
operations and increase production of 
shoe heels and soles. 





U. S. Rubber Company 
Declares Dividend 


New York — The board of directors 
of United States Rubber Company has 
declared a dividend of $1 a share on 
the common stock, from earned surplus 
as of Dec. 31, 1947. This dividend is 
payable on March 10 to stockholders on 
record on Feb. 23. 

A total of $4 was declared on the 
common stock in 1947, of which $1 was 
paid on Jan. 5 of this year. 

The directors also declared a total in 
dividends of $4 a share on the 8 per 
cent non-cumulative first preferred 
stock, $2 to be paid on March 10 to 
stockholders of record on Feb. 23, and 
$2 to be paid on June 10 to stockhold- 
ers of record on May 24. These pay- 
ments are to be made from net earn- 
ings of the company during the year 
1947. 





Will Double Capacity 
Of Shoe Factory 


El Dorado Springs, Mo.—The Inter- 
national Shoe Company, here, plans to 
double the capacity of their shoe fac- 
tory. The plant employs 175 people now 
and expects to put 200 more on in the 
new factory. Representatives of the 
company met recently with Walter 
Tought, president of the chamber of 
commerce in El Dorado Springs, in 
order to make further plans for the 
project. 





Joyce Gives $350 for Nursing Scholarship ; 





William H. Joyce, president of Joyce, Inc., presents the $350 scholarship to Miss 
Laura L. Lehman, director of Huntington Memorial Hospital-Pasadena City College 
School of Nursing, while Elsie Farthing, chief industrial nurse for Joyce looks on. Left 
to right, back row, are Alden B. Mills, administrator of Huntington Memorial Hospital, 

and Willine Whiteley, student nurse. 


Pasadena, Calif. — To help alleviate 
the nurse shortage, William Joyce, 
president of Joyce Inc. and well-known 
civic leader, here, recently presented a 
$350 scholarship to the Huntington 
Memorial Hospital—Pasadena City Col- 
lege School of Nursing. 

The school’s nurses recruitment and 
scholarship committee said that the 


scholarship will be used to assist some 
student who has a high scholastic 
record. 

“Well-trained, able nurses are the 
strong right arms of the medical pro- 
fession in its unending fight against 
disease and suffering,” Mr. Joyce said. 
“And I am very happy for this privilege 
to be able to aid this vital profession.” 
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-| BARIS SELLS 


Quality Shees from Surplus 
Merchandise. Better for Less 


BARIS SHOE CO.., Inc. 
WOrth 2-5180-1 








79-81 Reade St., New York 7, N. Y. 
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“LYCO” seamless sole, elastic top, snug 
fitting heel, one shade only. 

“Celanese” Rayon .....$2.75 per dozen pair 
Quality Cetton _....... 180 “ ” - 

Packed in 6 doz. attractive Display Counter 
Easel or in dozen boxes ....sizes 8% to 11 


LYONS & COMPANY 
120 Duane St., New York 7, N. Y. 








Quality Shoe Store Supplies for 48 Years 
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Ideas 





MORE QUICK HELPS 
FOR SHOE RETAILERS 


from the only book of its kind; encyclo- 
pedia of cticable, workable ideas for 
the experienced merchant. No theories— 
all tried, true ... NOT just another shoe 
book, but offers in yy" + 138 specific 
shoe promotions, the best ideas from the 
entire p- — L~ for te adaptation 
te his particular requirements. 


Foreword by PAUL H. NYSTROM, 
fessor of Marketing, School of oo 
Columbia University. 
Please remit with order. 
5x8 4 Chpts. 
306 Pages 3.50 Postpaid 


BOOT AND SHOE RECORDER 
100 E. 42nd St.. New York 17, N.Y. 











Will White Steal 
The Show 


(Continued from Page 75) 


in both shoes and clothes, is not ex- 
pected to be in competition with white. 
Stylists visualize the two worn to- 
gether. White coats will be seen over 
pastel dresses; shoes sometimes com- 
bine pastel and white leathers, and 
white shoes will be worn with pastel 
costumes. 

Reports just received from Florida 
note many white shoes worn by vaca- 
tionists from all over the country. All- 
white is number one choice, according 
to one of these reporters, followed by 
white with gold accent. A number of 
retailers in the North have already 
noted better white business than they 
had anticipated. This applies to all- 
over white, white with gold trim and 
spectators. In these last a number of 
style stores have reported unexpectedly 
good business in classic closed specta- 
tor pumps in white with tan. Gold with 
white is the hot style news of the mo- 
ment, but there is interest in other 
colors combined with white in more 
open, less tailored types. 

In view of all these early indications, 
the wise merchant will think twice be- 
fore buying short on white for the 
coming Summer. He will also remember 
that low heels, both wedges and reg- 
ular, are increasingly popular; that a 
variety of opened-up sandals is the 
greatest boon he can offer his cus- 
tomers for July and August dog days. 
And maybe, if he is more than uncom- 
mon wise, he will remember that those 
are vacation days and perhaps he can 
do some very good business then, as well 
as in late May and June. 


R. D. Jackson Resigns as Head 
Of G. Edwin Smith Shoe Co. 


Columbus, Ohio—R. D. Jackson has 
resigned as president and director of 
the G. Edwin Smith Shoe Co., Colum- 
bus, and Paul M. Smith, son of G. Edwin 
Smith, founder of the company and 
chairman of the board, was elected to 
succeed him. The board accepted Mr. 
Jackson’s resignation “with regret” 
and, by resolution, thanked him for the 
“splendid job he has done as the com- 
pany’s chief executive since 1938.” 

Col. Russell Urban was elected vice- 
president and director, and Frank W. 
Whiteley was named a director, 

The new president for the past sev- 
eral years has actively managed the 
manufacturing end of the business, and 
for a number of years has been a di- 
rector of the Compo Shoe Machinery 
Corporation of Boston. 





Gue to the 
RED CROSS 











Buy Savings Bonds 
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Men's Steel Toe Safety Shoes 


and 
Men's Popular Priced Work Shoes 
Union Made 
GOODWILL SHOE COMPANY 


Hellisten, 
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SENSATIONAL 


White Dry Shoe Cleaner 










Retail 
25c 








Cost, $1.85 Dz. — $21.00 Gr. 


ORDER FROM YOUR JOBBER 
OR DIRECT FROM FACTORY 


|S & M CHEMICAL CO., Inc 


261! Se. indienne Ave., 
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PRICE TICKETS bring sales! 


Many Colers—i09 prices to cheese frem 
WRITE FOR FREE SAMPLES 
MERCHANT'S SERVICE DEPT. C 


BOOT AND SHOE RECORDER 
200 So, STATE ST. CHICAGO 4 
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Available for Immediate Delivery 


First Quality Fresh 1948 Merchandise at 
NEW LOW PRICES 


TENNIS 
SHOES 







Black drill backed uppers com- 


bination all around grey foxing 
and toe guard. Ankle patch. 


L. G.—Sizes 8 to 10% $1.15 

Youths—Sizes 11 to 2 $1.25 | 
Boys—Sizes 24 to 6 $1.35 | 
Men—Sizes 642 to 11 $1.45] 


Packed 24 pairs assorted sizes to case. 
Net 10 days, F. O. B. Chicago 


IRVING LAMET SHOE €0. 








329 W. Monroe St., Chicago 6, Ill 
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LADIES’ GOLF SHOES 





ALL BROWN ANTIQUE KIP-CALF. 
Featuring: The “new” combination last— 
Snug heel grip for firm fit—Water repel- 
lent leather soles—Full grain leather in- 
soles—Leather quarter linings—Extra sole 
and heel lift—Socket set removable spikes. 

SIZES SEND FOR 
B width—5 to 9 * OUR 1948 
C width—4 to 9 CATALOG 

Terms: 2/10 N/30 


ARNOFF SHOE COMPANYS 
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Burns Cuboid Appoints Two 
Co-Sales Directors 


Santa Ana, Cal. -— District managers 
Harry Rhea and C. A. Sheppard have 
recently been promoted to co-sales 





Cc. A. SHEPPARD 


directors of the eastern territory for 
Burns Cuboid Company of Santa Ana, 
California. While this important pro- 
motion makes these men available for 
conference, they will not interfere with 
the authority or work of present dis- 
trict managers already established in 
the territory. 

In line with the policy of the Burns 
Cuboid Company, these men have come 
up from the ranks. Both have been 
leading Cuboid operators, then district 





HARRY RHEA 


managers, and finally sales directors. 
Mr. Rhea was for many months the 
operator in Shillito’s, Cincinnati, and 
while there led the nation in Cuboid 
sales for a good portion of that time. 
Mr. Sheppard has been with the Cuboid 
Company for many years, most of the 
time as the operator at The Hecht 
Company, Washington, D.C., where he 
also often led the nation in sales. 








IN STOCK FOR 
PROMPT DELIVERY 
J. M. CONNELL SHOE CO. 
South Braintree Mass. 


Pacific Coast Distributor 
Martin Lee Shoe Co. 
Les Angeles, Calif. 
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America’s Finest Slippers 
FOR MEN 


THE KING supper 


KING SLIPPER MFG. CO. 
1160 Washington St., Boston, Mass. 



















Violet - Fashion’s 
New Favorite 
(Continued from Page 73) 


black; such an arresting contrast with 
beige, gray, and other neutrals; lively 
interest for navy; striking with brown; 
a knockout with green; exquisite accent 
for the new pastel pink and sky blue. 
In fact, these versatile flower garden 
hues provide wonderful complement to 
any color in the spectrum. 

Call it amethyst if you want to pro- 
mote it as a jewel tone, along with those 
perennial high-color favorites of emer- 
ald green and ruby red. But capitalize 
on the violet family’s limitless pos- 
sibilities as a warm neutral, its affinity 
for every other color. 

Call it petunia or pansy purple. Or 
call it jacaranda (after the tree of 
heaven). But plant these new colors in 
your stocks, nourish them well with 
smart displays and advertising, back 
them up with good work on the selling 
floor, and watch them grow! 
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QUALITY SHOES 


SINCE 1932 


We sell branded qual- 
ity shoes below current 
prices. Nationally 
known for surpluses | 
from the nation's lead- 
ing manufacturers. 
Write us your needs. | 


, MK. WEIL SHOE CO. 





1215 Amy Ave. 
3, Me. 
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America’s Finest Slippers 
FOR WOMEN 


THE KEUNG supper 


KING SLIPPER MFG. CO. 
1160 Washington St., Boston, Mass. 
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Rhinestone Side Bow 


Imported crystal stones 
set in silver or gold 
background with bow 
o clips. 
“Immediate 
$720 poz.Delivery” 
WRITE 


Rhinestone Creations | 


751 N. 39th St. 











1948 Fall Shoe and 


Leather Cards Issued 


New York—The 1948 Fall Color Card 
for Women’s Shoe Leathers and the 
1948 Fall Color Card for Men’s Shoe 
Leathers have just been issued to mem- 
bers of The Textile Color Card Asso- 
ciation, it was announced today by Mar- 
garet Hayden Rorke, managing direc- 
tor. 

Presented in pocket-size booklet form 
as in previous seasons, these cards por- 
tray the official shoe colors in leather 


March 15, 1948 


U. S. Rubber Adds White 
To Footwear Line 


New York—The addition of white to 
their protective footwear line for the 
coming Winter was announced recently 





by United States Rubber Company. Two 
of the styles to be made in white are 
illustrated here. Sno-Pal Gaytees for 
children, with light weight rubber sur- 
face, fleece lining and shearling cuff. 
Women’s Continental Gaytees with 
Kwik (slide) Fastener on inside. Net- 
lined, on two heel heights, available in 
black, brown, red and white. 


Let’s Not Slip 
On Slip-Ons 


(Continued from Page 134) 


with which the Sabot Strap Moccasin 
developed into a volume proposition! It 
may even turn out to be the all-purpose 
shoe its proponents claim. Against that 
eventuality let us set up now within 
the language of the trade, and with our 
own promotional “know how”, an ar- 
bitrary category for it, and confine our 
promotion of it to that potential. If we 
do so, we'll all be happier with the suc- 
cess of the Slip-On a year hence and 
with our over-all] pairage figures as 
well, 


swatches. The women’s shoe colors are 
accompanied by fashion coordination 
notes, linking them with the important 
tones in costumes for the coming fall 
and winter. The men’s card contains 
a merchandising guide for each shoe 
color. 

The women’s and men’s shoe and 
leather color cards are issued for each 
Spring and Fall season by The Textile 
Color Card Assoc’ation in cooperation 
with the Tanners’ Council of America, 
National Shoe Manufacturers Associa- 
tion and National Shoe Retailers Asso- 
ciation. 
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ORNAMENTS 








“GLAMORIZERS™ 


by Ace Bows 


#@ 


No. 580 
The newest and fastest ye shoe 
side ornaments in the country. 
No. 538)—Rosette Silver or Gold 





$3.60 per doz. 
No. 5308—Swirl Center Ornament In Gold or 
Nickel Trimmed with Black, Bro own, 
Red, Navy, Green Suede or Calf: 
also Black Patent $3.60 per doz. 
Samples of other styles on request 


Immediate Delivery Terms 2% 10 days 
ACE BOWS, INC. 
212 20th Street Brooklyn 32, N. Y. 
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LOAFERS 








WOMEN’S LOAFERS 
$3.20 


Side Buckle 
B Width 





#2194 RED #2185 RUSSET 
In stock F.0.8. Portiand Net 30 Day 














CO 








©. Cove.es Fenes CO SROCKTOR SS mage 


New York Ofices 906-1 10 Marbetdge Bidg. New Yorn |. ¥ 
‘Wen Coast Ofhors, 401-402 Mass Bidg. Loe Angetes 4 Cattf 








151 














—_asoooooeoeoeoeoeeeoeeee-----~~- 








BOWLING OXFORDS 


No. 766 $3:*5 


Women’s sizes 3 to 9 
No. 768 $4-10 


Men’s Sizes 6% to 12 





American Welt Construction. Leather in- 
sole. Leather Counter Pocket. Leather Sock 
Lining. RUBBER CUSHION HEEL PAD. 
Felt - ue ‘gains. wor. ~~ 4 — 
AND HEEL. Reinforce mat Pivot 
Shoe. sieet SHANK SuP ‘ORT. NEW 
PRO PATTERN. New Form Fit Last. 
VENTILATED EYELETS. 





SEND FOR “ Alpe ¥ 
OUR 1948 Lefti 
CATALOG Terms: 2/10 N/30 





ARNOFF SHOE COMPANY 
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The latest revised edition of 
THE SHOE AND LEATHER 
LEXICON — the 4th — is 
available again! 
This illustrated glossary of trade 
and technical terms serves a 
very useful purpose for it is filled 
with helpful information. It is a 
steady source for your daily ref- 


erence and your constant “tool 
of the trade.” 


The Shoe and Leather Lexicon 
75¢ per copy, prepaid 


BOOT and SHOE 
RECORDER 100 East 42nd Street 


New York 17, N. Y. 
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Lytton’s Shoe Department Is Remodeled 





Lytton’s (Chicago) Shoe department formerly on the 5th floor, has been moved to the 

6th floor in connection with a store-wide remodeling program. The back wall is covered 

with a gayly striped wallpaper harmonizing with the grey and green color scheme. New 
York store designers, Peter Copeland Associates, are responsible for interior decor. 


Chicago — Remodeling of Lytton’s 
8th floor in the Chicago store has just 
been completed by Peter Copeland As- 
sociates, New York store architects 
and designers. Previous to renovation, 
a group of miscellaneous offices were 
located on this floor. Now the Credit 
Office alone remains, and the balance 
of the floor is devoted to Children’s Wear. 
Children’s Wear had originally been 
distributed on various floors throughout 
the store...the Infants’ Wear on one 
floor, Teen Agers on another, and so 
on. However, replanning has resulted in 
complete coordination of all depart- 
ments pertaining to Children’s Wear 
centering them all on the 8th floor. A 
newly created Children’s Shoe depart- 
ment is also included in this group. 

The Children’s Department presents 
a valuable lesson in how a department 
can be well-designed and well-executed 
on a limited budget. 

By using the store’s own workman, 


streamlining existing fixtures, and the 
clever employment of color, an attract- 
ive and efficient department has de- 
veloped. 

The Teen Agers section is situated 
adjacent to the elevators, the 7 to l4ers 
beyond that, followed by the 2 to 6ers 
and in a far alcove, the Layette section 
provides a secluded shopping corner for 
prospective mothers. 

A departure from the traditional 
pink and blue decor, in the Layette de- 
partment which is designed in white and 
sunshine yellow...a cheerful modern 
wallpaper as a softening influence in 
the Children’s Shoe department ... two 
color columns painted green on two 
sides, coral on two sides so that they 
appear one color going to the elevators, 
another color coming away from the 
elevators...all these features and 
other tricks with color and design re- 
veal how successfully ingenuity can be 
substituted for expenditure. 





Washington Newsreel 
(Continued from Page 60) 


Modification of the Munson last, 
Quartermaster technicians say, is only 
an interim step in a long-range project 
which contemplates a completely new 
last based upon everything that has 
been learned about military footwear 
requirements. These data include re- 
sults of two major foot-measurement 
surveys to determine the actual shapes 
and measurements of men’s feet rep- 
resenting the Army as a whole. One, 
conducted by the Army Medical Re- 
search Laboratory at Fort Knox, Ken- 
tucky, covered 27 different foot meas- 
urements of 7,559 men. The other sur- 


vey involved nearly 100,000 men at 
separation centers being a part of an 
anthropometric survey conducted by the 
Quartermaster Corps. These projects 
were first publicized by BOOT AND 
SHOE RECORDER almost two years 
ago. 


Shoe Firm Incorporated 


Buffalo, N. Y. — Irving M. Rosen- 
blatt Footwear Inc. has been incorpo- 
rated here, according to papers filed in 
the county clerk’s office. Capital con- 
sists of 200 shares. Incorporators are 
Nathan A. Weiss, Crucian S. Messina 
and Gladys McKeon. 


Boot end Shoe Recorder 
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SALESMEN 


WANTED 


SALESMEN WANTED | 


SALESMEN WANTED 








Sales Representative Wanted 


Experienced waterproof and fabric footwear salesman to sell direct 


manufacturers’ nationally advertised line. 


ADDRESS 464 ........ CARE BOOT and SHOE RECORDER 


10 HIGH STREET...... BOSTON 10, MASS. 


Established territory. OHIO — KENTUCKY — INDIANA. 
Selling the volume buyers in these states. 

Drawing account against commission. 

Traveling expenses paid. 
Write giving age, experience, line previously sold. 
All replies .will be held strictly confidential. 

Our salesmen have been advised of this. 











SHOE SALESMEN WANTED 


By Established Manufacturer of Misses’, Children’s, Boys’ and Growing 
Girls’ Shoes. Our Lines retail $4 to $7. 

We operate an extensjye Instock Department. 

We are interested in securing the full time service of experienced Shoe 
Salesmen for the following territories: 


1. ARKANSAS 6. LOUISIANA 

2. KANSAS 7. WISCONSIN 

3. INDIANA 8. TENNESSEE 

4. FLORIDA 9. ST. LOUIS, EASTERN 
5. KANSAS CITY and MISSOURI 


WESTERN MISSOURI 10. ARIZONA, NEW MEXICO 
Address 454 care BOOT & SHOE RECORDER 100 East 42nd Street 


NEW YORK, N. Y. 











ALESMEN WANTED TO CALL ON 

CHAIN STORES. Department Stores and 

lobbers, with Manufacturer’s Line of Men's etc. Liberty commission. BELLE 

Retail from $2 to $4 CORP., 16 East 30, New York 16, N 

tt & Shoe Recorder. 
a 


ind Women’s Playshoes. 
\ddress 2463, care Bor 


1” East 42nd Street, Ne 


GALESMEN WANTED TO CARRY POP 

“ULAR PRICED LINE of Ladies’ Sandals, Proposition for Live Wire whose regular Line FASTEST GROWING QUALITY 

Sport Oxfords and Children’s Shoes, by does not require full time. Volume already of Children’s and Women’s Shearling Slippers 
Southern Wholesaler. Can be carried as Side established. Write giving references, age. wants salesmen for all territories, Denver east. 
ime All territories open. 5% Commission past experience, and all details to: IRON Give territory covered, lines carried and ref 
Address 2444. care Box AGE DIVISION, H. Childs & Co., Inc., 813 erences. 7772 SANTA MONICA BOULEVARD, 


100 East 42nd Street. New York, N 


HOE SALESMAN TO SELL 
TURER’S Reptile Bags to Stores, Chains, 





WANTED 
Experienced Salesmen for 
Children's and Boys’ 
COWBOY BOOTS 


Excellent opportunity for Live Wire Sales 
men to represent an outstanding Line of 
Cowboy Boots 
5% Commission Basis—Can be handled 
as Sideline 
Following States open 
California, Arizona, New Mexico, Cele- 
rado, Oklahoma, Arkansas, Louisiana, 
Mississippi, Kansas, Missouri, Nebraska, 
South Dakota, North Dakota, Kentucky, 
Tennessee, Alabama, Georgia, Florida. 
State Territory Preferred and Present 
Line Represented 


ARONOFF BOOT CO. 


607 Wholesaie Merchants Bidg., Dalias, Texas 











S*! ESMEN WANTED TO CARRY NA 

TIONALLY ADVERTISED TOP GRADE 
LINE of Children’s And Growing Girls’ Welts. 
both regular and Orthopedic construction. Ter 
ritories available: Florida, Geergia, Alabama, 
Mississippi; also Texas, Louisiana, Arkansas, 
Oklahoma; also Denver West, but not iaclud- 
ing three West Coast States. Address: Box 
#430 care of Boet and Shoe Recorder, 29 South 
State Street, Chicago 4, Ill 





w York, N 


; ainsiieieniinininnes WANTED — SAFETY SHOE SALESMAN 
to Sell Nationally Advertised Line to 


xt & Shoe Recorder. 
y 


Industrial Plants on the West Coast; Ideal 


Penn Avenue, Pittsburgh, Pa 


ALIFORNIA 


Hollywood, Calif 


LAMBIES—WEST COAST'S 


ornia 








CLASSIFIED ADVERTISING RATES 


The rate for undisplayed classified advertising is 12 cents a word under any of our classified headings. When a box number 
is desired, addressed to any of our offices, 12 words must be added for this and charged at the word rate. If advertiser's own 
mame and address is used, count each word (street number is one word) at word rate. Classified advertising is payable 
in advance. Send check or money order with your copy. No accounts are opened for classified advertising except for regular 


advertisers on contract. 
The rate for all displayed or boxed in classified advertisements is $10.00 an inch with a maximum of 46 words per inch. 


& Advertisements for this page must be in our New York Office 10 days preceding publication date ™ 








March 15, 1948 
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SALESMEN WANTED 


SALESMEN WANTED 


SIDE LINE SALESMAN WTD. 











SALESMEN FOR 
NATIONALLY ADVERTISED 
GOODYEAR LOCKSTITCH 
AND CASUAL TYPE SHOES 


OPEN TERRITORIES: 
1. Kentucky, Indiana, Tennessee 
2. Virginia, West Virginia, No. 
Carolina, So. Carolina. 
3. Georgia, Alabama, Florida. 
4. Missouri. 
5. Pennsylvania, Maryland, Wash 
ington, D. C 
Address Box 460, care BOOT & SHOE eacenees 
100 East 42nd Street, New York, 








SALESMEN 


Salesmen or Selling Organization 
to handle our Baby Shoes in all States, 


excepting: 
FLORIDA OHIO 
GEORGIA CALIFORNIA 
ALABAMA OREGON 
VIRGINIA WASHINGTON 


NORTH and SOUTH CAROLINA 
Positively the finest value in the 
country. Nationally Advertised; Com- 
plete Line; If you can produce we can 
show you an excellent proposition. 


Address Box 441, care BOOT & SHOE RECORDER 
10 High Street, Boston 10, Mass. 








SALESMEN 


For Well Established Line of Women’s 
In-Stock Novelty Slippers and Cas- 
uals direct factory sales. Territories 
open: 

Seuthern California 

Washington and Oregon 

Nerth and Seuth Carelina 

Virginia, Tennessee 

Indiana 

lewa 

Wisconsin 

Eastern Pennsylvania 

Box 389, care BOOT & SHOE RECORDER 
10 High Street, Boston 10, Mass. 











ALESMEN WANTED BY HIGH GRADE 

CHILDREN’S PLAYSHOE AND SLIP 
PER Manufacturing concern. We _ consider 
only plugging men with great following. Many 
territories open. Address #442, care Boot & 
Shoe Recorder, 100 East 42nd Street, New 
York, N , 


XPERIENCED SALESMEN WANTED 

Aggressive Men With Following to Handle 
Exceptionally Strong Line of Men's Popular- 
Priced Dress Shoes of a Long-Established 
House; Also featuring long line of Work 
Shoes, Western and Riding Boots. Deliveries 
from In Stock, Drawing account against com 
mission will be arranged to suitable ap- 
plicants. Forward all particulars in first let- 
ter, including experience and qualifications, 
which will be regarded strictly confidential. 
Territory open: Maryland, Delaware, Virginia, 
Georgia, Kshensen, Minnesota, Wisconsin, 
Nebraska and Rocky Mountain States. Ad 
dress #440, care Boot & Shoe Rgeeeeee, 100 
East 42nd Street, New York, N 





SALESMEN TO SELL COMPLETE LINE 
Hand Turned Slippers and Women’s Com- 
fort Shoes, on commission basis, in the fol- 
lowing States: lowa, Missouri, Kansas, 
Illinois, Ohio, Indiana, Oklahoma and Cali- 
fornia. Address #436, care Boot & Shoe Re- 
corder, 100 East 42nd Street, New York, N. Y 
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SALESMEN 


For Large New York City 
Distributor; Outstanding Lines 
of Men’s and Women’s Shoes, 
In-Stock. 


TERRITORIES OPEN: 

1. Westchester, Sullivan, 
Greene and Putnam 
Counties. 

2. Central New York State. 

3. Eastern Pennsylvania. 

4. Western Pennsylvania. 

Address 449, care BOOT & SHOE 


RECORDER, 100 East 42nd Street, 
New York, N. Y. 








SALESMEN WANTED 


Tc Sell Nationally Advertised Brand of Women’s 

Shoes on Commission basis. Need energetic, ag- 

gressive and hard workers. Earning capabilities 

high. Territories open in New England, Midwest 

and West Coast States 

Address: W. SCHARR, 1809 N. Jefferson Avenue, 
St. Louis 6, Missouri 











ALESMEN FOR MEN'S LEATHER SAN 

DALS. All territories open. Must have 
following. Commission. RICHARD GREEN, 
751 Broadway, New York 


XPERIENCED SALESMAN WANTED 

FOR STATES of Texas, Oklahoma, Louis- 
iana and Arkansas, to represent long-estab 
lished firm manufacturing complete Line of 
Boys’ and Men's Goodyear Welts. Represen 
tation can be on a full-time or side-line basis 
Commission. Supply information regarding 
age. experience, territory covered and ref 
erences. Write to BELLEVILLE SHOE 
MFG. COMPANY, Belleville, Illinois, atten 
tion: Sales Manager. 


SIDE LINE SALESMAN WTD. 








IDELINE SALESMAN WANTED TO 

CARRY HIGH GRADE Children’s Welt 
Shoes and Ankle Straps. Commission Basis; 
References. State Territory. Address 37423. 
care Boot & Shoe -<— 100 East 42nd 
Street, New York 17, 


NYLONS 


Distributor of complete Line Ladies’ Nylon Hosiery 

desires representation among Retail! Shoe Shops 

All territories open. A highly profitable side-line 

for men calling on this trade. State Lines now 

carried. Commission basis. Requires no experience 

Address Box 446, care BOOT & SHOE RECORDER 
100 East 42nd Street, New York, N. Y. 

















E HAVE A LINE OF CORRECTIVE 

SHOE APPLIANCES and Shoe Find 
ings for Retail Stores, Shoe Finders, Shoe 
Store Supply Houses, and Syndicates. Would 
be glad to hear from reputable salesmen call- 
ing on any of the above trades who can handle 
our Line as a sideline. Reply fully what 
territory you can cover. Good proposition. Ad- 
dress 2459, care Boot Shoe . a 100 
East 42nd Street, New York, N i 





Buy Savings Bonds 














IDE LINE SALESMAN FOR RETAII 

SHOE BOWS AND BELTS. All territories 
open. Commission basis. Address 2462, care 
Boot & Shoe Recorder, 100 East 42nd Street 
New York, ; 


GALESMEN WANTED for Various Terri 

tories to sell small display fixture. Any 
stores handling shoes are prospective buyers 
Four samples fit in ordinary shoe box. Ex 
ceptionally liberal commissions. State terri 
tory covered. Address 3452, care Boot & Shoe 
Recorder, 100 East 42nd Street. New York, 
N. ¥ 


UPERB MEN’S AND WOMEN’S SLIPPER 

LINE available to experienced Men calling 
on Better Retail and Department trade in 
Georgia, Wisconsin, North Dakota, South Da 
kota, Minnesota, Eastern Pennsylvania, 
Maryland, Delaware. KING SLIPPER MFG 
CO., 1160 Washington Street, Boston, Mass 


SALESMEN WITH FOLLOWING AMONG 
CHAINS, DEPARTMENT STORES, ET( 


to carry attractive line of Ornaments in Plas 
tic, Metal, Rhinestone and Leather. retailing 
at Se to $l. per pair. Liberal commission 
basis; good territories open. Please give 
details. Address 2445, care Boot & ~% ve Re 
corder, 100 East 42nd Street, New Y« N. ¥ 





HELP WANTED 


ANTED: MODEL CUTTER AND STYL 
IST in Casual Shoe Factory. A country 
Factory about 180 miles West of St. Louis, 
Missouri. Address 2409. care Boot & Shoe 
sotarder, 100 East 42nd Street. New York 17 








MMEDIATE OPENING FOR’ EXPERT 
SALESMAN, on his toes; Now employed 
in High-Grade Women's Shoe and Accessory 
Salon in New England town, 40,000 population 
Similar background preferable Must be 
honest, productive and responsible. Perma 
nent, progressive future, with good salary. 
plus commissions. Write fully in confidence 
Address 3456, care Boot & Shoe Recorder, 
100 East 42nd Street, New York, Y 


- FOR SALE 











MODERN SHOE STORE 


In Fast Growing Western Town. Carries Top 
Branded Lines of Women’s and Children’s Shoes, 
Medium and Better Priced. Volume $120,000 per 
year. Capital required $25,000 


Address Box 438, care BOOT & SHOE RECORDER 
106 East 42nd Street, New York, N. Y 











‘OR. SALE BECAUSE OF ILLNESS 

Family Shoe Store; Established for 15 
years in Cincinnati, Ohio. Located in the 
heart of the best suburban district. National 
ly Advertised Poll Parrot Franchise; Volume 
$50,000. Very clean stock, at inventory cost 
plus fixtures. Address 2455, care Boot & Shoe 
Recorder, 100 East 42nd Street, New York, 
N. ¥ 


FOR SALE: WELL ESTABLISHED SHOE 

STORE in a Growing City in lowa; making 
money. Eighty Thousand Volume last year 
Class A. Location; Long Term Lease. Address 
2451, care Boot & Shoe Recorder, 100 East 
42nd Street, New York, N. Y 


AMILY SHOE STORE: ESTABLISHED 

40 YEARS, in Busy St. Louis Shopping 
Center, Owner retiring. Clean Staple Stock; 
National Brands; Established Trade. $22,000 
Inventory; Fixtures, plus. Attractive lease 
R. SELZER, 714 Westgate, St. Louis 5, Mis 
souri. 


HOE FACTORY, 28 YEAR. OLD, enjoying 

excellent reputation among the better 
trade; Owner wishes to retire and is willing 
to sell part or all to a reliable and capable 
party he present selling organization is 
willing to retain and produce approximately 
One Million Dollars Annually. Address 2437, 
care Boot & Shoe Recorder. 100 East 42nd 
Street, New York, N. Y 





“oot and Shoe Recorder 








nee eee 








mia, 
FG 


ass 


ING 


‘las 
ling 
sion 




















FOR SALE 


FOR SALE 


WANTED TO PURCHASE 








318 HARVARD STREET 





FOR RENT 


183 ESSEX STREET — — Corner of South Street, Boston 
Fireproof Building, in heart of Shoe and Leather District; 32,000 
square feet of space in units of 3,000 to 13,000 feet. Approx- 
imately 2,000 feet of corner street floor space. 

Immediate Occupancy 


Inquire: H. N. GORIN & LEEDER MGMT., COMPANY 


LO. 6-7010 or Your Own Broker. 


BROOKLINE, MASS. 











LINE WANTED 








MANUFACTURERS 


West Coast Shoe Travelers Associates have capable 
salesmen in their organization to represent your 
company. All territories Denver West. If you have 








ATTENTION 
Shoe Manufacturers 


Well Established Manufacturers 
Agent located in New York City, 
whose clientele purchase annually 40,- 
000 to 50,000 pairs of Football, Bowl- 
ing, Basketball, Baseball, Track, Ski 
and Skating Shoes is looking for a 
source of supply. Is this volume of 
business attractive to you? Are you 
set up to make these types in top 
grade, wholesaling between $5 and $6? 
If so, contact us immediately as we'd 
like to discuss this proposition with 
you. 


Address Box 443, care BOOT & SHOE RECORDER 
100 East 42nd Street, New York, N. Y 











HIROPODIS!1 SEEKS CONNECTION 
with Children’s Shoe Manufacturer, as 
representative, Promotion and Research Man 
Address 2450, care Boot & Shoe Recorder, 100 
East 42nd Street, New York, N. Y 


)P-NOTCH SALESMAN AVAILABLE 

Can Turn in 500,000 or better annually in 
Women's Sales; also good in Factory. Has 
following among fine current accounts; In 
terested New England, New York and South. 
or any part. Only reliable concern that pays 
its bills and its salesmen considered. Reply 
P. O. BOX 3054, SAVANNAH, GEORGIA 








ANUFACTURERS OF INFANTS’ SHOES 
with National Distribution want to pur 
chase Quality Line of Baby Leather Shoes to 
round out their Line. Offers should be com 
plete as to sizes, colors, styles, prices, deliv 
ery, etc. Address 3439, care Boot & Shoe Re 
corder, 100 East 42nd Street, New York, N. Y 


March 15, 1948 





BUSINESS OPPORTUNITY 


WANTED MANUFACTURER'S AGENT 

for Nationally Distributed and Private 
Label Shoe Polish Lines. Write: VANGARD 
CHEMICAL CORP., 3903 Garfield, St. Louis, 
Mo 





ONOLULU, HAWAII: Nationally Known 

Corrective Shoes; Well established Retail 
Business — 1939. Real opportunity for right 
party. $12,000 investment required. Address 
Box 23453, care of Boot & Shoe Recorder, 2P 
So. State Street. Chicago, I! 


ARTNER WANTED in good going Shoe 

Store in Jersey City; all branded makes 
Must have about $20,000 cash. Address Box 
#448, care Boot & Shoe Recorder, 100 East 
42nd Street, New York 17, N. ¥ 





POSITION WANTED 


ANAGER, WOMEN’S BETTER SHOES 
DEPARTMENT; 20 Years’ Experience; 
Willing travel anywhere. Excellent refer 
ences. Address #458, care Boot & Shoe Re 
corder, 100 East 42nd Street, New York, N. Y 








HOE MODEL; EXPERIENCED; SIZE 4-B, 

desires Show Room position; Stenographic 
ability. Young, attractive; Prefer Marbridge 
Building. Telephone: TEROME 8-7809 





FOR LEASE 


HOE CONCESSION, Basement, FOR 

LEASE. Located on One of Harlem's 
Leading Department Store. Low Rental, with 
Option; Good lease. Address 2447, care Boot 
& Shoe Recorder, 100 East 42nd Street, New 
York, N. Y¥ 








WANTED TO LEASE 





ANTED TO LEASE, Shee Department 

Ladies’ apparel or Department Store 
Experienced operator, Address 23457, care 
Boot & Shoe Recorder. 100 East 42nd Street 
New York 17, 





WANTED TO PURCHASE 





ANTED TO PURCHASE 

Store in Arizona or New Mexico, Popula 
tion over 30,000. Address 32461, care Boot & 
Shoe Recorder, 100 East 42nd Street, New 
York, N. Y 


Family Shoe 





Buy Savings Bonds 











WANTED TO PURCHASE 


Fully Equipped Wood Turning Plant, Capable 
Manufacturing Wedge Heels Only 
Address Box 435, care BOOT & SHOE RECORDER 
100 East 42nd Street, New York, N. Y 








JOBS * CANCELLATIONS * CLOSE 
OUTS AND IRREGULARS FROM 
FACTORY SOURCES ONLY *¢ FOR 
DETAILS WRITE P. O. BOX 805, 
SYRACUSE, WN. Y. 











GHOE STORE IN IOWA Volume $25,000 
up. J. Kramar. 2133 Fir Street. Glenview 
I! linois 





MY HOBBY 
Buying, Selling Shoes for 35 years 
CASH TOP PRICES 
Discontinued stocks 
HARRY HESS 


76 Reade Street New York 7. N.Y. 
Telephone: WOrth 2-896] 








WILL BUY CLOSE OUTS AND 
COMPLETE STOCKS 
of Quality Shees for Men, Wemen and 


Children. 
FOR CASH 
BROITMAN-GAFFIN SHOES, INC. 
147 Duane Street, New York 7, H. Y. 
Telephone WOrth 24548 











SSSSSSSSSSSSSS35 
s TurnYourSurplusStock 3 
5 $$$ Into Cash $$$ $ 


g$ CLOSE-OUTS — JOBS — ¢g 
$ Complete Stocks — Govt g§ 
$ Surplus Footwear —Clothing g¢ 


; WELDON SHOE & SLIPPER CO. $ 


720 Fifth Ave. Pittsburgh 19, Pe. 5 
Phone ATiantic 0705 $s 





TOP DOLLAR! 


FOR YOUR ODDS and ENDS, CLOSE 
OUTS or COMPLETE STOCKS 


EDDY SHOE COMPANY 


Always Reliable 
46 No. 4th St. Phils. 6. Pa. 
Phone: LO-3-9533 














GET TOP VALUE 


In Selling Your 


® SURPLUS STOCKS or 
® COMPLETE STORE 


CAMITTA SHOE CO. 


120 No. 4th St Phila 6 Pa 
Phone Lombard 3-2062 
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WANTED TO PURCHASE 


| WANTED TO PURCHASE 














Quality Shoes for Men, Women 
and Children 
Scrupulous Protection fo 


BARIS BUYS for CASH 


. Shor t Term Leases Assumed 
ur Name and Brand since 1932 


ARIS SHOE CO., Inc. 


New York 7, 4. Y 


Tel.: WOrth 2-5180 












CASH PAID FOR 
SHOE STORES 
CLOSE OUTS, JOB LOTS 
SHORT LEASES ASSUMED 


B. SABIN 


oR seeeees | ST. NEW YORK 13, N.Y. 
Telephone WOrth 2-2515 








WILL PAY CASH 


For Stock, Stores, and Leases. Penn- 
sylvania, New Jersey, Maryland or 
Delaware. 


Address Box 148, care BOOT & SHOE ae 
100 East 42nd Street, New York 17, 











ATTENTION! 










SHOE JOBS 


QUALITY SHOES SINCE 1932 





“While in Town See Weil” 


Lé St. Levis 3, Mo. 















Manvufacturers :.. Retailers... 
and Chains 
We want to buy men's, women's 
ond children's shoes. 
M, K. WEIL SHOE COMPANY 
1215 Washington Ave. 















WE BUY 
SURPLUS AND COMPLETE STOCKS 
OF BETTER GRADE SHOES 
FOR CASH 
SHORT LEASES ASSUMED 
YOUR NAME AND BRAND 
PROTECTED 


IRVIN RUBIN, INC. 
“The House of Jobs” 
89 READE STREET 
New York City 
Phone BARCLAY 7-7887 














MERCHANTS’ NEEDS 























OLL Cramp 


Handy, durable clamp for 
displaying pairs in many po- 
sitions. No display stand $6-°° 
needed. Price per dozen...... 


M. D. POLLINGER CO. 


HOLLAND BLDG. ST. LOUIS, MO. 








SELL YOUR JOB LOTS 
SAM CAMITTA & SONS 


9S Reade St., New York 13, N. Y. 
Foremost Shee Buyers Since 1906 
COrtiandt 7-6378-9 














MERCHANTS’ NEEDS 








ly ADVERTISING 
_\ A (1 (Ppigs 


—here’s how to get 


More Business! 


HE Vincent Edwards Idea Clipping 

Service has over 2,000 satisfied users. 

Each order filled according to what 
you want; wholesalers usually request best 
retail ads; manufacturers usually want ads 
of competitive brands. 

You will find that a study of newspaper 
ad clippings is the quickest and least ex- 
pensive way to keep in touch with what's 
going on. 

Use coupon below to learn more about 
this valuable service and the special short 
term trial offer. No obligation, of course. 


VINCENT EDWARDS & CO. 


World's — ~~ aoaans Service 
rganization 


342 Madison Ave., New York City 





Please tell me more about your news- 
paper ad clipping service and special short 
term trial offer 
a ena een 
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Sampling Heavy at 
Crowded Leather Show 
(Continued from Page 119) 


other types of leather goods, will take 
for granted the color and style range 
which is made possible by the industry- 
wide activity culminating in the leather 
show. 


Leathers for men’s shoes, as is tra- 
ditional, showed few changes in color 
or style, but color is slated to be in- 
creasingly important in women’s shoes 
for the coming Fall and Winter sea- 
sons and sampling at the Leather Show 
reflected this trend. Although black 
will continue to occupy a strong posi- 
tion—fifty per cent according to one 
important style house — brown in sev- 
eral shades is being given much more 
serious consideration. Cafe Brown, a 
new dark brown with a warm reddish 
tone is well liked. Town Brown, how- 
ever, is expected to continue in town 
types. Carry-over browns, Gypsy Brown 
and Burnt Mocha, and some new tones 
will also be good. Green, the new dark 
Continental Green, and some lighter 
greens, are strong in the style picture 
for Fall. Wine is very spotty with only 
a few tanners showing it, but this 
color may come up if the expected in- 
terest in wine for ready-to-wear is 
realized. Another dark horse is Navy 
Blue for Fall which also depends, to a 
large extent, on the importance of this 
color in clothes and whether or not 
women will want to match their shoes 
to their costumes or will wear black 
or brown shoes with their blue cos- 
tumes. 


In novelty and promotion colors a 
new green with an olive tone and a 
warm reddish brown were outstanding 
in two exhibits. “Turtle” is the name 
that these two quality tanners have 
given to their new green and “Tortoise” 
to their reddish brown. With these 
leathers available to the shoe and ac- 
cessory trades, and with two quality 
manufacturers of ready-to-wear fab- 
rics providing exactly matched colors, 
stores will be provided with two high- 
style colors for Fall promotion through- 
out their women’s departments. 


Special mention should be made of 
the new sources for the supply of gold. 
The popularity of this color in casual 
shoes has brought in a number of new 
gold leathers. Cowhide, calf and kip 
with gold finishes lack the sparkle of 
gold kid or snake, but their more sub- 
dued lustre also offers an attractive 
contrast with the colors in casual 
clothes. Metallic finishes, especially 
gold kid and snake, continue to have 
high style importance with a few new 
ideas added for the new season. 


One high-style kid tanner is offer- 
ing, in addition to a wide range of 
browns, greens and greys, a group of 
“Tile” colors which include purple, 
orange, blue and a copper tone. These 
have been designed for all-over shoes 
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All Shoemen should own an ALL PURPOSE SHOE STICK 
$2.95 P.P. 


Easy to Use for all types 
of shoe stretching on men's 
women’s and children's 


Guaranteed for All Time 
129 WN. sae | ALL PURPOSE SHOE STICK CO. rocxrorp, n.1mo1s 


SAVE SALES 


shoes. 








*ADULT MODEL $15.00 
“JUNIOR MODEL $12.50 


Efficieney 
Of Fit 


YOURS WITH THE NEW 


SBae 


Win the Brannock Adult and 
Junior Model Devices, the shoe fitter 
can get immediate “Heel-to-Ball’”’ — 
“Heel-to-Toe”’ —Width-at-Ball” direct 
measurements. This meons speedy, 
eccurate fitting; more sales per fitter; 
more perfect fitting; fewer misfits 
with their subsequent costly and 
tr LL ok 





“Available at special cooperative price 
if ordered through certain shoe manu- 
facturers—for this list and full details 
write to 


THE BRANNOCK DEVICE 


OMRANY 
use 4. New York 











INVISIBLE 
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For More Attractive Displays 


Made to display the shoe and not the 
form. Forms open heeled pumps perfectly 
and easily in = time. No kiness, fits 
either shoe and brand names are not 
concealed. Made from high quality ciocx 
spring steel. $3.00 per dozen pairs. Dis- 
count on 12 dozen pairs or more. 


F.B.F. DISPLAY CO. 


Route 2, Box 646, Indianapolis 44, Indiana | 








NEW ADJUSTABLE 


Price — Pouy Cup 


> 
d 
en es an “for Price Tickets 


tion at all 
times. 

This is an ex- 
clusive pat- 
ented feature. 


$5 gross 
$2.75 
half gross 


M. D. POLLINGER CO. 


HOLLAND BLDG. ST. LOUIS, MO. 


! 

















or as bright trimmings. One high style 
calf tanner has come out with a series 
of “Wood” tones which include a new 
medium dark green, four members of 
the beige-to-brown family, red and 
black. Reptiles have also been dyed in 
high style novelty colors. One tanner 
of snake, lizard, and alligator has 
brought out a collection of Oriental 
gem colors for snakeskins, in addition 
to an interesting, more basic group, in- 
cluding a blue-purple, browns, dark 
green and red in lizard, alligator and 
snake. 


Some interesting new ideas in fin- 
ishes and prints have also been devel- 
oped for women’s Fall shoes. There is 
an analine glazed seal, a glazed alliga- 
tor grain on calf, a sueded alligator on 
buffalo calf, a new softie calf and a 
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lacy “Swirl Calf Print”. The idea of 
combining two types of finishes in one 
shoe is being stressed by some high 
style authorities. 


Shoe Last Will Be 
Modified by Army 
(Continued from Page 119) 


rugged construction both items have 
long life. However, new supplies needed 
to fill sizes that are short in supply 
will be made over the modified lasts. 
Since 1912, the Army’s service and 
combat footwear has been made over 
the Munson last, invented and developed 
by the late General Edward L. Munson, 
of the Army Medical Corps. General 
Munson, then a lieutenant colonel, de- 
signed the lasts bearing his name after 





IT COMES FIRST 


with the original 
SHOE DOCTOR SHRINKERS 






Roller type device 


FOOT COMFORT easily 
provided for hard-to-fit or 
abnormal feet. Our Shoe 
Doctor 


~ a amg > shoes which 

arge around the top, 

slip * at the heel, or gap at 

~~ the sides. Any ‘tullness or 

wrinkles in leather or 

fabric are easily shrunk 
without harm. 


Curves type [ron 
Special combination offer $42.50 (fluids 


included in above prices). 
Send your order or write for detail information 


E. C. SMELTZER CO. 


121 E. Sist Street,, Indianapolis, Ind. 





. ———————— ——_——- 


conducting the most comprehensive 
study of the human foot in relation to 
military footwear ever undertaken by 
the U. S. Army up to that time. 

Quartermaster Corps technicians say 
that the Munson last served American 
soldiers in two great wars and at the 
time of its development it was the most 
scientific approach ever made to the 
important responsibility of properly 
fitting the soldier’s foot. The experience 
gained during World War II demon- 
strated the need for improvements. 

It was found that the shoes and boots 
fitted too closely over the little toe 
area and wore out too quickly because 
of the excessive roundness of the bot- 
tom forepart of the last such as was 
the case in the type of service shoes 
with leather outersole. In order to over- 
come these deficiencies, the last was 
modified to allow for %-inch more 
room in the forepart of the shoe and 
the roundness of the last was reduced 
in the bottom forepart across the 
tread. 

Modification of the Munson last, 
Quartermaster technicians say is only 
an interim step in a long-range project 
which contemplates a completely new 
last based upon everything that has 
been learned about military footwear 
requirements. These data include re- 
sults of two major foot-measurement 
surveys to determine the actual shapes 
and measurements of men’s feet rep- 
resenting the Army as a whole. One, 
conducted by the Army Medical Re- 
search Laboratory at Fort Knox, Ky., 
covered 27 different foot measurements 
of 7,559 men. The other survey involved 
nearly 100,000 men at separation cen- 
ters being a part of an anthropometric 
survey conducted by the Quartermaster 
Corps. 
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TIE-IN WITH 


Look! U-Turn Flexibility ; THIS 


PROMOTION 











in Wild Boarhide 


Feature and display Allen Edmonds “Skos,” ad- 
vertised during April in Esquire, Time, True, Holi- 
day and Newsweek. Send for arresting 
dealer mats, counter and window cards 
to tie-in with this big national promotion. 






















| The 


Remember these 
exclusive features insure 
steady repeat business. 
1. Allen Edmonds’ U-Turn Flexibility Two-To 
. assures matchless comfort. Ss 
R 


2. Alien Edmonds’ special Noiless 
Osteo-path-ik Construction . . . elimi- 
nates breaking in. 

3. Allen Edmonds’ unique STOCK 
PLAN . . . cuts inventory, multiplies 
turnover, pyramids profits. 





Allen Edmonds 
Belgium, Wisconsin 
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Style 376 
Two-Tone Tan 
Ventilated 
Rubber Heel 











The Seoagger 
Style 423 


Two-Tone Tan Ventilated 
Street Shoe 
Rubber Heel 





Nunn-Bush® 


Ankle Fashioned Oy YL, 


Choose between 
Good and Good/ 


About ten merchants in every hundred are more 
successful chan others in selling to the high in- 
come men in their communities. Men of good in- 
come are quick to bestow regular patronage when 
they get exactly what they want. So the success- 
ful merchants become very careful buyers of the 
shoes they sell. They weigh the subtle differences 
soe between the good and the good — and choose 
She Swagger 


only the line to which they can apply conscience as 
Style 463 


Geasine White Buck end well as merchandising energy. Nunn-Bush derives 
B If : .-< 
Soest Shoe much pleasure in striving to make for such mer- 
Rubber Heel 
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chants the world’s most satisfying shoes for men. 


%e «* 
"Seaenntee- 


NUNN-BUSH SHOE COMPANY =. Manufacturers - MILWAUKEE 1, WISCONSIN 


The other day, an indignant woman burst into the shoe depart- 
ment of a certain large store. The lady’s complaint (both noisy and 


s\) 
You forthright) was that her little girl had been short-fitted and, as a 
result, now had an infected ingrowing toenail. 


Short-Fitted “And it’s all your fault!” she stated. 


The salesman told her that the child had been fitted correctly, 


‘ 4 
My Child i “But that was four months ago, Madam,” he explained “and she has 


since outgrown that size. At her age, children should have a shoe 
od 
-She stormed 


size check-up at least every three months.” 


“Why didn’t you tell me that when I purchased the shoes?” the 
lady demanded. No satisfactory answer being offered, she left. The 


% . 
(a true story, salesman was also left ... minus a customer! 
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s'help us!) 







































































Well, Gentlemen, whose fault was it? Simply by keep- 
ing a size and purchase date record for every small 
customer, and by sending reminder cards when it’s 
“check-up” time, you can really protect rapidly growing 
young feet ... and avoid misunderstandings such as this! 


GREEN SHOE MFG. CO., BOSTON, MASS. 














